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Its performance and name 


are the same around the world 


Other Outstanding 
Shell Industrial Lubricants 
Shell Tellus Oils—for hydraulic systems 


Shell Talona R Oil 40—anti-wear crank- 
case oil for diesel locomotives 


Shell Rimula Oils—for heavy-duty diesel 
engines 


Shell Turbo Oils—for utility, industrial 
and marine turbines 


Shell Dromus Oils— soluble cutting oils for 
high-production metal working 


Shell Macoma Oils—for extreme pressure 
industrial gear lubrication 


Shell Volute Oils— for high-speed quench- 
ing with maximum stability 


SSHELL ALVANIA GREASE is avail- 
able world-wide . . . assurance 
that your customers abroad will 
get the same performance from 
your equipment that domestic 
customers rely upon. 

You can count on Alvania' 
Grease to remain plastic in sub- 
zero weather and, equally im- 
portant, to remain stable under 
sustained high temperatures. On 
job after job, Shell Alvania Grease 
has successfully replaced dozens 
of special lubricants. 


Alvania Grease also has an out- 
standing performance record on 


the toughest anti-friction bearing 
grease applications. It is ideal for 
wet, humid applications because 
it is inhibited to prevent water 
corrosion. It gives good lubrica- 
tion under conditions which 
normally spell trouble. 


For complete information on 
this truly multi-purpose grease, 
write Shell Oil Company, 50 West 
50th Street, New York 20, New 
York, or 100 Bush Street, San 
Francisco, 6, California. In Can- 
ada: Shell Oil Company of Canada, 
Limited, 505 University Avenue, 
Toronto 2, Ontario. 


SHELL ALVANIA GREASE 


the truly multi-purpose lubricant 
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How to cut costs 
with the RIGHT motor 


Don’t be baffled by power factors, torques, effi- 
ciencies, and starting, accelerating, and thermal 
characteristics, or housing, horsepower and speed 
control. Let Century Electric help you balance these 
factors to cut operating costs with the right motor. 


Here’s how Century Electric can help you: 


10,000 Choices—Century Electric engineers 
can help you specify the right motor without having 
to rely on a few types to do all jobs. Century Electric 
makes a complete variety of integral horsepower 
motors. Over 10,000 types up to 400 hp. There is 
one for every type of equipment—transfer ma- 
chines, ball mill drives, compressors, drilling ma- 


chines, lathes, etc. For all operating conditions, too 
—dusty, corrosive, explosive or moist. 


Application Know-How—Every Century Elec- 
tric sales engineer knows motor drive systems be- 
cause he sells motors and nothing but motors. Often 
he can give you on-the-spot answers. If not, he can 
turn to an engineering staff that comes up with 
quick answers . . . samples, quotes, drawings — 
whatever you need to help solve your problem. 
You can get the right motor for your equipment 
just by contacting your nearest Century Electric 
Sales Office or Authorized Distributor. A Century 
Electric sales engineer will be glad to help you. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 





stop mold release 
problems... 


WITH DOW CORNING SILICONE PARTING AGENTS 








here they save money in molding floor tile 


VERSATILE ... ECONOMICAL ... 


There’s a Dow Corning silicone release agent 
to cure almost any “sticky” ill. Metals, rubber, 
plastics, glass... 


EASILY APPLIED 


is cleaner, resulting in improved surface finish 
and reduced scrap. Silicones can’t break 
down to form carbonaceous build-up on 
molds, so much less cleaning and maintenance 
are needed. 


countless molded parts are 
easier to remove from molds treated with 
silicones. Production moves faster, too. Release 


YOUR BEST SOURCE FOR ALL SILICONES... DOW CORNING 


Adhesives, defoamers, lubricants, cosmetic and These and many other Dow Corning Silicones 


polish additives, electrical varnishes, paint 
resins, intermediates, Silastic” (silicone rubber), 
Sight Savers", paper coatings, laminating 
resins, water repellents, and release agents. 


When you consider the entire cost, 


silicones cost less. first in 


eT iitetelsl 1] 


are cutting costs for industry . . . and are help- 
ing to make good products better. For more 
information, call the branch office nearest you 
or write direct to Dow Corning, Dept. 2015. 


Dow Corning CORPORATION 


ATLANTA BOSTON 


CHICAGO CLEVELAND 


MIDLAND. MICHIGAN 


DALLAS LOS ANGELES NEW YORK WASHINGTON, D. Cc. 
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FREE LITERATURE 
Check the information you want. 


BULLETIN 107 gives complete data on 
“Super Max” bearings. 


HOOVER HANDI-BOOK of Anti-Friction — 
Bearings outlines bearing types, problems, ilies | 


applications. 
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Maximum Capacity 
Ball Bearings 
of Outstanding Quality 


Hoover has designed “Super Max’’ bearings 
to provide. the greatest radial capacity that 
can be efficiently obtained in a single row ball 
bearing. These durable bearings utilize the 
maximum number of extra-large-size balls that 
can be introduced into the bearing, giving 
optimum load-carrying ability. In addition, the 
smoothness of Hoover Honed raceways and the 
perfect matching of Micro-Velvet balls, accu- 
rate within millionths of an inch, contribute 
to exceptional load-carrying capacity. 

Hoover ‘Super Max” bearings are recom- 
mended for applications requiring extended 
life under relatively heavy radial loads. They 
are available in open and shielded types, with 
or without snap ring, to meet maximum 


capacity requirements. 
Hoover Honed, Micro-Velvet and “‘Super Max” are Hoover trademarks. 


oOOwe»rn? 


BALL AND BEARING COMPANY 
5400 South State Road, Ann Arbor, Michigan 


Los Angeles Sales Office and Warehouse 
2020 South Figueroa, Los Angeles 7, California 


Hoover Ball and Bearing Company 
5400 South State Road, Ann Arbor, Michigan 
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the Graybar man in your elec- 
| planning. 
recommendation he makes comes 
experience with countless kinds of 
distribution equipment, motors, 
ls, wiring and lighting supplies. 
all Graybar for impartial recommen- 
. and able, in-the-plant help. 
work with you or your electrical 
. 95 





Now we’re set for a big 


future! Thanks for insisting! 


a - 


ELECTRIC COMPANY, INC. 


2 LEXINGTON AVENUE, NEW YORK 17, N. ¥. @© OFFICES IN OVER 130 PRINCIPAL CITIES 
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Complete stocks ... 
special sizes 
In addition to complete stocks 
of standard taps, we carry over 
140 special taps ranging from 
No. 0 through 2” diam. In- 
cluded are all N.C. and N.F. 
left-hand, the National Extra 
Fine series, 8 pitch series over 
1” diam., and special spiral 
point sizes 4-11 and % -10 as 
well as .005” oversize fractional 
sizes. Those below are typical. 


56-11 
spiral point 


© 120 
2). —==—aaa 
,005” oversize 


0-80 left-hand =P 


It pays to buy DoALL 


“TRIPLE DRAW” TAPS 


H.S. STEEL GROUND THREAD 


Better performance ... longer life 


There’s far more than meets the eye in comparing these taps. You’ll 
find the difference in their workability. DoALL goes beyond the quality 
standard of double draw for all taps of 4” diam. and smaller—DoALL 
gives you “TRIPLE DRAW.” This extra tempering operation further 
refines grain structure to insure added strength and wear resistance... 
extra toughness to withstand the increased torque on smaller tap bodies 
... greater protection against breakage. 








Extra quality costs you nothing extra 


When you buy DoALL “TRIPLE DRAW” Taps you get the finest, 
strongest, toughest taps on the market—with the stabilized grain struc- 
ture that means consistent quality and longer life between grinds. Yet, 
they cost no more. 


On your next order, try DoALL “TRIPLE DRAW” Taps and 
compare the performance. You'll be glad you did! 


comers Otte Ter Files 
® 


“mine 


AT YOUR LOCAL DGALL STORE 
all laboratory inspected 


THe Dé COMPANY 
DES PLAINES, ILLINOIS 
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Pulse of Business 





First Quarter A good indicator of the extent of the business recovery is the 
Construction Upturn construction upturn in the first quarter. 


Construction is one of the key industries in our economy. The 
number of homes, roads, schools, and other public buildings built 
each year is a key factor in determining annual employment and 
production. . 

Therefore, the construction figures released thus far for the first 
quarter are encouraging signs that the business upturn is solidly 
based. And they promise even further increases in the future. 








Total construction put in place in February, for instance, was $3.5 
billion. This is 12% above the previous February high set in 1958 
and close to the January ’59 record of $3.7 billion. It’s also 17% 
greater than the recession low last May. 

These Department of Commerce and Labor figures show that 
the construction advances are not merely reactions to the recession, 
but are real signs of continuing activity. 

The government estimates that a record $52.3 billion will be 
spent on construction this year—an increase of almost 7% over 
1958. The February figure is equivalent to a seasonally-adjusted 
annual rate of $54.4 billion. 








Private Building Private construction spending—which represents about three- 

‘ quarters of total expenditures—was up in January and February 
Rises 9% 9% over last year. The $5.1 billion spent in this sector was due 
largely to a 30% hike in outlays for new dwelling units, bringing 
the total up to $2.2 billion. 

Spending for public construction in the same period rose 16% to 
$2 billion. This boost here was stimulated, for the most part, by in- 
creased housing programs. 

And while nonfarm housing starts in February declined some- 
what—to an annual rate on a seasonally-adjusted basis of 1,320,- 
000 units—they were still nearly 50% above the low of a year 
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17 years’ service vindicates engineers’ choice of valve 


Crane 24” gate handles 850° F. gases 
17 years: no leaks...no maintenance 


In 1942 Commercial Solvents Corpora- 
tion, Sterlington, La., bought a hard-to- 
get Crane 24-inch, solid wedge disc steel 
gate valve. 

At that time virtually all production 
was for national defense. Any down time 
for valve maintenance meant costly de- 
lays. So, this Crane valve was really on 
the spot—to justify its choice by plant 
engineers. 

From the day the valve was installed 
to handle synthesis gas at 850° F. until 


today, the valve has not developed one 
leak. Nor has one cent been spent for 
maintenance. And the big 24-inch, hand- 
operated valve opens and closes as easily 
now as it did the day it went into.service 
—17 years ago! 

Measured in terms of production gains 
made possible by continuous, mainte- 
nance-free service, Crane quality-made 
valves more than pay for themselves. 
Ask your Crane Representative for quo- 
tations on any valves you need now. 


The valve that's in its 18th year of 
service — Crane No. 47X,150-pound, 
solid wedge disc steel gate. Avail- 
able in 2 to 24 in. Other types for 
oil, oil vapor, steam, or water serv- 
ice for pressures up to 2500 pounds 
(and higher) and temperatures up 
to 1100° F. Your inquiry solicited. 
Write to address below. 


C RAN c VALVES & FITTINGS 


¢e HEATING ¢- AIR CONDITIONING 
Since 1855— Crane Co., General Offices: Chicago 5, Ill.— Branches and Wholesalers Serving All Areas 
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Pulse of Business 





earlier (the January 59 figure was 1,350,000 
starts). 


An important reason for the strength in the 
private housing area is increased confidence in 
the economy. American consumers are taking a 
considerably more optimistic view of their earn- 
ing prospects in 1959 than they did last year 
and are making their plans accordingly. 

This is borne out by a recent survey spon- 
sored by the Federal Reserve Board in cooper- 
ation with the University of Michigan Survey 
Research Center. Spending interests of consum- 
ers center around home purchases much more 
this year than they have in recent years. 

Some 9.3% of those interviewed say they 
plan to buy homes this year. This is 1.8% more 
than 1958 and almost reaches the postwar peak 
of 9.4% that answered “‘yes” in 1955 and 1956. 





























In the area of plant and equipment spending, 
however, the outlook is not as promising. Esti- 
mates—prepared by the Department of Com- 
merce and the Securities and Exchange Com- 
mission—indicate that capital expenditure in- 
creases are lagging behind the general economic 
recovery. 

The latest projection is that business will 
spend $31.2 billion, on a seasonally-adjusted an- 
nual basis, for plant and equipment in the first 
quarter. In April, May, and June, the amount 
is slated to rise to only $32 billion. 

For the year, capital spending is expected to 
hit $31.8 billion. While this is up from the $30.5 
billion spent last year, it is still well below the ; a 
expenditures of the peak year—1957, when NEW ORDERS 
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women =TeLeS UPON 


WOLVERINE TUBE 


Worthington Central Station 
Air Conditioning Unit — 


“CLIMATE CONDITIONED AIR 
BY WORTHINGTON’’— 
WITH TUBING BY WOLVERINE 


One of the proudest names in the heating, refrigeration 
and air conditioning industry is that of the Worthington 
Corporation of Harrison, New Jersey. 


For many years Wolverine Tube has been a trusted 
Worthington supplier—is proud of the part its tubular 
products have played in Worthington’s success. Of this 
relationship Worthington says: “For a good many years 
Worthington Corporation has relied on Wolverine tubing 
for many of its product applications. This is consistent 
with our efforts to provide the most reliable and efficient 
equipment possible.” 


Wolverine supplies Worthington with different types of 
copper alloy tubing. There is, for example, prime surface 
tubing in both straight length form and in fabricated hair- 
pin bends for use in heater coils and evaporators, etc. 


Helping Worthington maintain maximum heat transfer 
capacity in the smallest possible space is Wolverine 
Trufin® Type S/T—the original, integrally-finned tubing 
for shell and tube condensers. 


Supplying Worthington’s tubing needs is another example 
of Wolverine Tubemanship at work for the benefit of 
American industry. Wolverine Tube would consider it a 
privileged trust to supply your tubular needs. For com- 
plete information about Wolverine products and services 
write for your copy of “Wolverine Serves The Refrigera- 
tion Industry.” 





onerige seamate WOLVERINE TUBE 
CALUMET DIVISION 
a ——— ones or 


fa Canada: 17250 Southfield Road 
uM Hec f NADA t 7 
SU LERE TUM ONE Allen Park, Michigan 


VERINE TUBE DIVISION 
CANADA VULCANITZER & EQUIPMENT CO. LTD. 
Jed A 


UNIFIN TUBE DIVISION 4 


Worthington Hermetic Centrifugal PLANTS IN DETROIT, MICHIGAN AND DECATUR, ALABAMA 
Refrigeration System SALES OFFICES IN PRINCIPAL CITIES 


EXPORT DEPT. 13 E. 40TH ST., NEW YORK 16, N.Y. 
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Dept. of Commerce 
(Adjusted for seasonal variation) 
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plant and equipment spending totaled $37 bil- 
lion. 

The low point for plant and equipment spend- 
ing in the recession was reached in the third 
quarter last year. At that time, the seasonally- 
adjusted annual rate of expenditures was $29.6 
billion. In the next quarter, however, spending 
picked up slightly and hit an annual rate of $30 
billion. 

Many businessmen feel that an important 
prerequisite for a boom is a strong upsurge in 
capital spending. This upsurge could come in 
the last half of the year, but it normally would 
have already shown up in industrial spending 
plans. The course of business activity through- 
out the first half, though, will undoubtedly 
play a vital role in determining future capital 
spending. 

Whatever increase will take place in plant 
and equipment spending is scheduled to be done 
by just a few industries. Manufacturing, gas 
utilities, and non-rail transportation—especial- 
ly airlines that are investing heavily in jet air- 
craft—are increasing their outlays this year. 

In nondurables, rubber, textile, and petrol- 
eum companies plan to spend more. Firms in 
the chemical and paper products field have also 
projected increases—but at a more moderate 
rate. 











Heavy capital expenditures by business us- 
ually come when increased sales are expected. 
If the steel operating rate continues at its high 
level, if automobile sales maintain the pace of 
late 1958, and if the appliance industry really 
gets going again—then plant and equipment 
spending in the latter part of the year will cer- 
tainly increase much more than first quarter 
projections indicate. 
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JANUARY-—Bought anhydrous ammonia at LATER —Moisture in furnace . . . discoloration 
bargain price on supplier’s vague of finished parts... pickling and 
quality claims... polishing necessary... 





COMPLIMENTS 




















STILL LATER—Oil! Pressure regulators TOO LATE—Parts and profits in scrap pile... 
clogged... dissociator catalyst metal treating line down for 
poisoned...incomplete dissociation... replacements and repairs... 


BE TROUBLE-FREE! Buy the trouble-free ammonia 
from Armour—purest money can buy! 








DIVISION 


1355 West 31st Street - Chicago 9, Illinois 

















Quality ammonia from the most distribution points . . . 171 cylinder stock points, 12 bulk stations! 
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The P.A.’s Outlook 


@ Optimism of P.A.'s 
Is Still Strong 


@ Business Confidence 
Index Now at 111 


@ Purchasing Agent 
Assns. Also Confident 


The optimism of the nation’s 
purchasing agents regarding the 
short-term economic outlook 
continues to be strong. 

PURCHASING Magazine’s re- 
vised Business Confidence Index 
for March now stands at 111 
(1958=100). The index has 
risen steadily since January. 

In the March survey, 80% of 
the purchasing agents polled 
think business conditions in 
their industries will improve in 
the next three months. Seven- 
teen percent feel business will 
remain the same, while only 
3% believe conditions will get 
worse. 


Good Business 


The P.A. for a midwestern 
manufacturer says that he “ex- 
pects good business through 
June. It will probably be only 
fair for the rest of the year.” 

A purchasing agent for an 
upstate New York firm notes, 
“‘a little dead wood has been re- 
leased and a little more work 
is obtained from the rest. Thus, 
we’ve been able to cut our over- 
head and better our production.” 

And the purchasing director 
for an electronics firm adds, “I 
feel the increase in business for 
most industries will continue on 
a slow but consistent basis.” 


Optimistic Reports 


Business survey reports from 
purchasing agent associations 
also are optimistic. This is true 
of recent reports from the Na- 
tional Association of Purchas- 
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BUSINESS CONFIDENCE INDEX 


How P.A.’s feel about the short-term economic outlook. 
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The revised March figure for the Purchasing Magazine Business Confidence 
Index is 111 (1958=100). Based on a representative cross-section of purchas- 
ing agent opinion throughout the country, this sensitive indicator shows a 
hearty optimism by P.A.’s in the business outlook for the next three months. 


ing Agents and the Chicago, 
Georgia, and Canadian associa- 
tions. 

The N.A.P.A. says, “overall, 
the business recovery is pro- 
ceeding in an orderly manner. 
However, there is a wide vari- 
ance in the rate of recovery 
among different industries, with 
steel leading and many of the 
capital goods groups lagging.” 

The association warns that 
“there is some concern ex- 
pressed that a part of the pre- 
sent good business is the result 
of borrowing against future 
markets as a protection against 
what appears to be inevitable 
strikes this summer. If this is 
true, a poorer third quarter 
could develop.” 


Production Increases 


Here’s what the Chicago as- 
sociation says: “Business con- 
tinues to show improvement. 
The increases reported in pro- 
duction, employment, and back- 


log of orders are contributing 
factors to the slower delivery 
picture and stability noted in 
the buying trend.” 

The Chicago group reports 
that “production continues to 
climb for the second straight 
month . . . only 6% reporting 
lower production which is the 
lowest percentage reported since 
September of 1958.” 

According to the Georgia as- 
sociation, “business is still on 
the increase.” It notes “consid- 
erable stockpiling of steel prod- 
ucts anticipating a steel strike 
in the near future.” 

The Canadian association says 
“although some members sstill 
fee] the real upswing in business 
will be later in the year... (the 
latest) survey indicates that a 
gradual] recovery is under way. 
The general feeling of optimism 
expressed is no doubt influenced 
by improved new order and pro- 
duction positions coupled with 
a brighter employment picture.” 
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Cre fine 


That’s exactly what Inland’s technical chefs will do when its giant, new sintering piant is completed in June. 
A single day’s mix—4300 tons of iron ore particles, 500 tons of crushed limestone, 250 tons of fine coke—will 
bake a cake of clinkers which can be fed directly into blast furnaces. Result—better, faster reduction of raw 
iron ore to pig iron, blast furnace production upped 10%—more and more Inland steel to feed the hungry produc- 
tion lines of fast-expanding Mid-America manufacturing! 

Building Today with an Eye to Tomorrow 


INLAND STEEL COMPANY Other Members of the Inland Family 


JOSEPH T. RYERSON & SON, INC. 
30 West Monroe Street + Chicago 3, Illinois INLAND STEEL PRODUCTS COMPANY 


* Davenport - Detroit - Houston - indianapolis INLAND STEEL CONTAINER COMPANY* 


Sales Offices: Chicago 
Kansas City + Milwaukee + New York - St. Louis - St. Pau! INLAND LIME & STONE COMPANY®* = *Division 
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Price Trends 


@ Nonferrous Demand 
Strengthens Prices 


@ Alcoa Increases 
Aluminum Output 


I NCREASED demand from purchasing agents 
has considerably strengthened nonferrous metal 
prices in recent weeks. In addition, steel buy- 
ing has picked up to a point where many P.A.’s 
can’t get exactly what they want when they 
want it. 

The situation briefly in some of the major 
nonferrous metals is this: 


Copper: P.A.’s have been buying copper in 
great quantities from both producers and cus- 
tom smelters. Supplies of the red metal have 
been getting tighter. 

Many buyers are building up their copper 
inventories as a hedge against possible strikes. 
Some also fear future price rises and the with- 
holding of scrap copper from smelters by scrap 
dealers. As a result, the price is now con- 
siderably above the 25-cent-a-pound recession 
low. 

Copper Institute figures show that ship- 
ments of copper by U.S. producers rose 5709 
tons in February to 120,134 tons. The average 
rate of production increased to a 3234 ton-per- 
day rate—the highest it has been in several 
years. 


Lead: Lead prices have also been on the rise. 
One important factor is that many smelters 
have not been able to supply the needs of their 
customers. (Turn Page) 
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SOOTHING LANOLIN 


A rich lanolin content in West LAN-0-KLEEN Handcleaner 
combats the depletion of natural skin oils during washing. 
It has a retarding effect on the defatting action of soap. 
As determined by laboratory tests. And confirmed by 
years of industrial experience. 


The lanolin in LAN-O-KLEEN is not milled into the soap by 
conventional methods. It is impregnated into a corn meal 
base by an exclusive process. In this way a higher content 
is achieved. But more important, the emollient is “free” 
lanolin. By being “free” its soothing and softening action 
is more positive and beneficial. 


LAN-O-KLEEN Offers still further advantages. Its corn meal 
base gently soaks up potential skin irritants with a soft, 
sponge-like action. A balanced combination of soaps pro- 


vides high sudsing without excessive hand rubbing. Each 
pound bulks up to 50% more than most powdered soaps 
—and lowers costs with proportionately more washings. 


FREE TRIAL OFFER. We'd be glad to supply a dispenser 
and five pounds of LAN-O-KLEEN for free trial. Or if you 
prefer, we'll send a sample for evaluation. Just call your 
nearby West office. Or mail the coupon below to our Long 
Island City headquarters, Dept. 15. 


©) Supply trial dispenser and 5 lbs. of LAN-O-KLEEN. 
0) Send a packet of LAN-O-KLEEN for evaluation. 


Name 





Position 








PROGRAMS AND SPECIALTIES 
FOR PROTECTIVE SANITATION 
AND PREVENTIVE MAINTENANCE 


eimly, 


\ j CANADA: 5621-23 Casgrain Avenue, Montreal 


WEST CHEMICAL PRODUCTS INC. 
42-16 West Street, Long Island City 1, New York 


Branches in principal cities 





WEST DISINFECTING DIVISION 
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Despite this, pressure is continuing in Con- 
gress for legislation this session to replace the 
lead quota system introduced last fall. Senator 
James E. Murray (D—Mont.), chairman of 
the Subcommittee on Minerals and Metals, has 
announced that he will recommend aid for the 
domestic mining companies. 


Zinc: Purchasing agents for galvanizers 
have been ordering moderate tonnages of prime 
western grade. Demand from buyers for die 
casters, however, has been light, reflecting re- 
cent cutbacks in production by the automobile 
manufacturers. 

Smelter stocks of refined zinc slab increased 
for the second straight month in February. 
The rise was 4684 tons, bringing inventories 
up to 200,461 tons. Shipments were off for 
the fourth consecutive month and totaled only 
66,490 tons. 


Tin: Tin prices in this country have been 
rising steadily since the beginning of the year. 
The price for spot delivery of Straits tin is 
now almost 10% above the price at this time 
last year. The recent strike at the Bolivian tin 
mines could firm up prices in that area. 


Aluminum: Aluminum Company of America 
said its production of primary aluminum has 
been stepped up. Two of its potlines that were 
closed recently have been reopened. 

According to the Aluminum Association, net 
shipments of sheet and plate declined slightly 
in the latest monthly report. But deliveries of 
foil have been on the upgrade. 
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Dr. J.N. BERRETTONI, 
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LAMSON & SESSIONS 


5000 TIEDEMAN ROAD «+ CLEVELAND, OHIO 






Director of Statistical Quality Control, asks... 


What's 
your fastener 
AQL? 


Here are important keys to obtaining guaran- 
teed fastener quality to meet your specific needs. 
Careful evaluation of print tolerances 
is the first step. This means placing each dimen- 
sion into a critical, major or minor category. 
For example, a major category may be one where 
only one dimension in a hundred is allowed to 
be out-of-tolerance. This 1% then becomes the 
Accepted Quality Level (agi). The same type of 
evaluation is applied to physical and chemical 
characteristics, plating requirements. 


Clear definition of your quality levels can 
also help reduce your costs. Example: recent 
quality evaluation of a special fastener showed 
that, out of a total of twelve dimensions, only 
two were “majors”. Why pay for twelve major 
dimensions when only two are really essential? 
L &S quality level guarantees, evidenced 
by written certifications, are based on the exten- 
sive use of statistical quality control methods. 
We use MIL-sTD-105a, MIL-sTD-414, and 
Dodge and Romig tables to certify incoming 
raw material and outgoing finished product. For 
process certification, quality control methods 
and charts of Dr. W. A. Shewhart are employed 
at every stage of manufacturing. 

Take advantage of this strict L & S Quality 
Control to cut your receiving and in-process 
inspection costs. 


L&S Fastener Engineering 
helps you “tighten up” on... 
@ PURCHASING COSTS 


@ INSPECTION AND HANDLING COSTS 
@ ASSEMBLY COSTS 


Plants in Cleveland and Kent, Ohio * Chicago and Birmingham 





Sales, 


@ Inventories Rise 
To $49.5 Billion 


Manuracturers’ inventories increased 
in January marking the first substantial rise 
Since July 1957. Sales rose slightly, while new 
orders stayed at the same level as the previous 
month. 

Seasonally-adjusted book value of inven- 
tories was $49.5 billion, up $300 million from 
December. However, the January figure was 
still about $3.4 billion below the like 1958 
month. 

Sales increased $100 million to an adjusted 
figure of $28.2 billion. The boost was confined 
to the durable goods sector, which reported 
sales of $13.7 billion during the month. 

New orders remained at $28.4 billion. Dur- 
ables rose $100 million, but nondurables were 
off the same amount. In durables, bookings for 
steel and other primary metals rose substan- 
tially. 


Manufacturers’ Sales 
Seasonally Adjusted mom of Dollars) 





All{Manufacturing | 
Durable-goods industries 
Primary metal. .... ‘ 
Fabricated metal. 





Lumber and furniture... . 
Stone, clay, and glass.... 


Nondurable-goods industries 
Food and beverage...-......-- 
ELS pasa kedewscccsees ; 
Textile.... 


Petroleum and coc! 
Rubber.......... 


Manufacturers’ Inventories 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries 
Durable-goods industries... . 





Lumber and ferniture... 
Stone, clay, and den. 


Non-durable goods industries 


Petroleum and coal.. 
Rubber. . 


Manufacturers’ New 
Seasonally Adjusted Clin 0 of Olle) 
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Dept. of Commerce—Seasonally adjusted 





1958 


1959 





Oct. 


Dec. (r) Jan. (p) 





27,158 
12,943 
2,182 
1,569 
3,993 
2,592 
898 
653 


14,215 
4,377 
385 
1,042 
947 
2,077 
2,903 
493 


27,903 27,833 
13,530 13,574 
14,373 14,259 


28,135 28,214 
13,613 
2,256 
1,586 
3,975 
3,184 
884 
655 


14,522 
4,481 
414 
1,079 
955 
2,004 
2,970 
518 


28,365 
13,673 13,823 
14,692 14,630 





(p) Preliminary 


n.a.—not available 
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How Milt Ekberg solwed 
a triple-decker purchasing 


Milt Ekberg is Executive V. P. of Bay State 
distributor Johnson deVou, Inc., Springfield- 
Worcester, Mass. Twenty-five years as an ab- 
rasive engineer have given him experience 
that is as deep as it is wide and varied. 
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problem for Chapman Valve 


When safety engineers say ‘“‘no”’ to a cost-cutting idea, 
there’s only one thing a P.A. can do... tell his suppliers 
they’ve got to cut costs and solve the safety problem. 
And, to some suppliers, that’s that. 


But Bay State distributor Milt Ekberg is a man who 
doesn’t take “no” for an answer. Having thoroughly 
analyzed the problem at Chapman Valve, he knew that 
the old-time method of torch-cutting gates and risers off 
valve-body castings was both slow and tricky. On top of 
that, each torch cut had to be finished off with a grinding 
wheel anyway. So it was a natural for one of Bay State’s 
reinforced cut-off wheels. But Chapman safety engineers, 
familiar with ordinary cut-offs, were afraid of shattering. 


Then Milt Ekberg introduced them to Bay State’s 
now-famous BZ2AA. 


In exhaustive tests with wheels supplied by all leading 
manufacturers, the BZ2AA was not only the safest but 
far and away the fastest, too...three times as fast, in fact, 
as torch cutting ...so that labor cost was cut more than 
60%. Long wheel life added further cost reductions. 


Like Milt Ekberg, your own Bay State distributor is a 
trained abrasive specialist ...a man who is well worth 
knowing because he’s a cost-conscious problem -solver as 
well as a salesman. Better grinding at lower cost... that is 
his business. 


Cut-away section of BZ2AA wheel shows reinforcement 
between layers of bonded abrasive. Improved Bay State 
bond formulation and bonding technique result in accu- 
rate control and close matching of wear rates of all three 
major components of wheel... bond, reinforcement 


and abrasive. 


Steel foundry foreman at 
Chapman Valve Mfg. Co., Indian 
Orchard, Mass., is Leo Labossiere. 
Here, he watches operator Teddy 
Crepeau remove gates and risers, 
grind smooth finish in one swift 
and uncomplicated operation using 
3Z2AA reinforced cut-off wheel. 


BAY STATE 
ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts. 
In Canada: Bay State Abrasive Products Co., (Canada) Ltd., Brantford, Ontario. 
Branch Offices: Bristol, Conn., Chicago, Cleveland, Detroit, Pittsburgh. Distributors: All principal cities. 
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Change hats 





: tin . 


You'll find out... 


with your maintenance 


a 


Vertical Likt Metal-ctad is safer 


you can see when it’s disconnected 


Peace of mind means a lot when your work involves 
contact with thousands of volts of electricity. Ask your 
maintenance man which make of metal-clad gives him 
peace of mind, and he'll tell you G-E Vertical Lift. He 
can see when the primary disconnects are parted—no 
need to guess whether or not the breaker is safely open. 


And, all live parts are automatically shielded as the 
breaker disconnects. 

Before you buy your next switchgear line-up, consider 
your maintenance man and the see-able peace of mind 
only Vertical Lift Metal-clad can give him. General 
Electric Company, Schenectady 5, New York. 511-32 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 








Washington Report 





Rediscount Rate Rise 


Spurred by Business Recovery 


The rise in the rediscount rate 
to 3% may touch off higher gen- 
eral interest rates. This, in turn, 
will raise the cost of carrying 
inventory. 

The Federal Reserve Board be- 
lieves that the business recovery 
will continue and that demands 
for money will increase. The re- 
cent hike from 24%% to 3% is 
considered a technical adjustment, 
therefore, to the general increase 
in market rates of interest. 

This action was not intended, 
however, as a strong signal to the 
business community that inflation 
was immediate. Nor is it a sign 
that the government is coming 
to clinches with inflation in a 
major effort. 

But the Federal Reserve Board 
feels that the increase in redis- 
count rates from July through 
October of last year was neces- 
sary to keep pace with the gen- 
eral psychology that a boom was 
underway. In the following 
months there came a flat line, 
with the market backing away to 
gain perspective. 

The latest increase of a half 
percent is considered by many to 
be a technical correction. The 
thinking here is that the new rate 
will hold steady for at least sev- 
eral months. It is quite apparent, 
however, that money will become 
more expensive in the future. 

Banking interests report that 
money is not tight and that credit 
is available for all reasonable 
needs. There are signs, however, 
that money may be tightening 
slightly. It’s expected that this 
trend will continue, though at a 
gradual pace. 

Federal Reserve opinion is that 
a tightening of money supply has 
little or no relationship to the 
current high level of unemploy- 
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ment. It is anticipated that re- 
covery will have reached high 
gear by the end of this year, but 
the number of jobless could still 
be as high as three million at that 
time. 


@ 1959 Productivi 
Expected to Rise 


Industrial productivity showed 
little or no improvement last year. 
This has been revealed by Ewan 
Clague, head of the Bureau of 
Labor Statistics, in testimony be- 
fore Congress. 

Clague said that “output per 
manhour for the private non-farm 
sector did not increase, and may 
have actually declined somewhat 
from the record high of 1957.” 
The reason given for the drop 
was that in a recession, a drop in 


output has an adverse effect on 
productivity. 

In the same period of time, 
under major collective bargain- 
ing agreements studied by the 
BLS, increases in wages were put 
into effect for 6.8 million workers. 
Almost half of these increases 
were automatic boosts guaranteed 
by previous agreements. Indus- 
trial wage increases last year 
averaged 12¢ an hour. 

During the current year, the 
Bureau of Labor Statistics ex- 
pects that there will be a greater 
than average increase in produc- 
tivity. The reason: equipment in- 
stalled in prior years will be ap- 
plied to a higher volume of pro- 
duction. 

In the wage sector, roughly 
three million workers will get 
automatic increases in wages in 


BOND YIELDS AND INTEREST RATES 














Yields on corporate, municipal, and U.S. Government bonds increased 
steadily between July 1958 and February 1959. However, they have de- 


clined somewhat recently. 








problem: 


A chemical company, using a cold water heat 
exchanger to cool caustic soda and sodium 
hypochlorite, was being plagued by breakage 
in the 2” dia. glass tubing. Shutdowns occurred 
about three times monthly . . . each time con- 
sumed about 15 extra man-hours to change 
tubes . . . necessitated additional processing of 
contaminated hypochlorite. 


solution: 


A heat exchanger was fabricated from 
Carpenter Titanium Tubing. Ten-foot lengths 
of this tubing were vertically submerged 
directly in each caustic soda processing vat. 


results: 


‘ Maintenance costs reduced nearly $1500 
annually! No tubing failure since Carpenter 
Titanium Tubing was installed two years ago! 
Increased production! Improved product 
quality! With a heat exchanger in each proc- 
essing vat instead of separate unit, pumps 
and pump plumbing previously required to 
transfer highly corrosive fluid, and mainte- 
nance problems connected with them, have 
been eliminated! 


Carpenter Titanium Tubing tames corrosion 
... reduces costs 


Why not take advantage of the corrosion and cavitation 

resistance, light weight and high strength of Carpenter sais 

ritanium Tubing? It is the /east expensive tubing you can TITANIUM ; 

use under many corrosion influences. It withstand n> eae Ser Seeetn. 5-2) 225A. 
y ‘ 4 u — itnstands con- = Contains complete data on the 

ditions that reduce service life of ordinary metal . . . assures “7. _—sproperties,, corrosion resistance 

minimum downtime, fewer replacements. a mentee taint 


Three commercial grades—C40, C55 and C70—in tubing 


sizes up to 4," C.D. are available. your master key 


In the food, chemical, pulp, paper and allied industries . . . to cost-saving 
the long, trouble-free service life of Carpenter Titanium 
Tubing provides countless opportunities to improve equip- 
ment performance and to reduce operating and mainte- 
nance costs. Contact your local Carpenter representative or 
distributor for the full story. 


corrosion control 


titanium tubing & pipe 
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1959 under contracts negotiated 
earlier. The BLS further expects 
this will be a heavy bargaining 
year. But there is little indica- 
tion how the bargaining will go— 
except that some increase is a 
virtual certainty. 

Steel negotiations will obvious- 
ly set the wage pace. Thus far, 
the only developments have been 
the preliminary sparring between 
the steel industry and the steel- 
workers union. 


@ Increased Capital 
Spending Predicted 


New plant and equipment ex- 
penditures still show no marked 
recovery. Spending last year 
dropped to $30.5 billion, compared 
to $37 billion in 1957. 

Surveys indicate that capital 
spending in the first quarter of 
this year was at an annual rate 
of $31.2 billion. The second quar- 
ter estimate is $32 billion. Cap- 
ital spending in 1959 is slated to 
top last year by $1.3 billion. 

One reason given by some ob- 
servers for the slowness in getting 
plant and equipment spending 
headed upward is timidity on the 
part of manufacturers. Even 
though the general recovery, as 
measured by gross national prod- 
uct, is continuing, it is steady 
rather than a series of spurts. 

Some analysts maintain that all 
the elements of large-scale re- 
newed spending for plant and 
equipment are present. But they 
believe a dramatic upturn in a 
number of business segments is 
needed to get this spending 
started. 

This could come in the spring 
if auto sales improve, if new hous- 
ing legislation spurs more hous- 
ing starts, and if good weather 
at Easter-time stimulates soft 
goods buying. 

These conditions could set off 
a new wave of plant and equip- 
ment investment. If, however, it 
does not come off in the spring, 
the gradual improvement in the 
economy by the fall will force 
the issue. Greater plant and 
equipment spending by that time 
is a certainty. 
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e U.S. Firms Facing 
Export Problems 


U. S. policy since the end of 
World War II has been pointed 
toward rebuilding and rehabilitat- 
ing the industry of Europe. In 
many respects, this objective has 
been fully accomplished. Now, 
however, this country is faced 
with the problem of competing 
with the very industries that we 
have rebuilt. 

Department of Commerce of- 
ficials report that our export vol- 
ume is dropping off. Foreign buy- 
ers are playing the field. Price is 
an important factor in selling 
abroad—and prices of U. S. prod- 
ucts are increasing in relation to 
foreign manufactures. 

World trading patterns have 
changed from a seller’s market to 
a buyer’s market. In addition to 
price, U. S. manufacturers must 
be competitive in the areas of 
salesmanship, quality, and service. 

Questionnaires have been sent 
to U. S. firms interested in export 
trade to get their ideas about 
what can be done to get and hold 
a good share of the export mar- 
ket. The Department of Com- 
merce also wants to know what 
our government can do to help 
U. S. sellers abroad. 


@ Space Buying to Hit 
$1 Billion a Year 


Purchasing for space explora- 
tion will soon add up to a volume 
of a billion dollars a year. This is 
the target figure set for next year. 

In 1959, the majority of dollars 
will be spent for science, engi- 
neering, and brains. Next year, 
however, the government will be 
buying the actual hardware. 

Buying of space equipment dif- 
fers in a major way from pro- 
curement of conventional aircraft. 
Instead of developing a satisfac- 
tory prototype and going on from 
there into mass production, the 
space buying technique is tailored 
to highly specialized units, fairly 
few in number. 

An example is the purchase of 
space capsules; a total of 12 will 
be bought. These are small in 
size—just big enough to carry a 





PADS 


FEED FINGERS 


HARDINGE COLLETS 


— PADS 


HARDINGE COLLETS — FEED FINGERS 


—~ FEED FINGERS — PADS 


HARDINGE COLLETS 


MASTER COLLETS 
FEED FINGERS-PADS 


Style or ad 
Master Collets and Pads 


The only Master Collet with No Work 
Pressure on the Screw. 


Available for: Cleveland, Cone, Green- 
lee, Gridley, Acme-Gridley, National 
Acme, New Britain and Warner & 
Swasey. 


ia 


Style —— 
Master Feed Fingers and Pads 


Pads cannot work loose. No screws — 
No Pins 


Available for: Brown & Sharpe, Cleve- 
land, Cone, Davenport, Greenlee, 
Gridley, Acme-Gridley, National Acme, 
New Britain and Warner & Swasey. 


One Source of Supply for all 
your collet, feed finger and 
pad requirements, means 
purchasing economy. 


pion 
Send for Booklet TEi- 
[a 
“WHY THEY 


ARE PREFERRED” 


ee 


HARDINGE BROTHERS, INC. 
ELMIRA, N. Y. 


Immediate Delivery from Conveniently 
located Stocks in: 

Atlanta, Boston, Chicago, Dayton, Detroit, Elmira, 
Hartford, Los Angeles, New York, Philodelphio, 
Seattle, Portlond, Minnecpolis, Ocklond, St. 
Lovis, Toronto, Montreal 
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Photographed by Robert Yarnall Richie 


pilAg Spans mocern markeks 


Shipping destinations unlimited! Night and day—every day—Railway 
Express shipments are speeding to thousands of destinations over the larg- 
est privately operated shipping network in the world. Modern equipment 
carries your shipments right to the heart of every major U.S. market, and 
to many points abroad. This is all part of the Railway Express multimillion- 
dollar modernization program to insure you faster, more complete service. 

Your shipment moves swiftly to almost anywhere in the world—with 
unified one-carrier responsibility all the way. You get door-to-door delivery 
at no extra charge (within REA delivery limits in the U.S.). And check 
the special low rates on many commodities. Next time you want safe, swift, 
sure shipping—call Railway Express! 


shipping goes MODERN 


RAIL-AIR:> SEA 
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man and the highly complex elec- 
tronic gear he will need on his 
mission. Cost of the capsules will 
be $18 million. 

Rocket engines are another 
broad category of space hardware, 
and here a larger number of units 
are involved. The National Aero- 
nautics and Space Administration 
is buying the largest of the rock- 
ets, with a million and a half 
pounds of thrust. Obviously, large 
numbers are not involved. 

For other space experiments, 
NASA will buy the rocket boost- 
ers it needs through the military 
agency which has developed the 
rocket, This is the Air Force in 
the case of Thor, Atlas, Titan— 
and the Army in the case of 
Jupiter. 

Aside from capsules and rocket 
engines, space hardware also in- 
cludes electronics. In guidance 
and control, there will be a cer- 
tain similarity in the type of elec- 
tronics used. But even here it will 
be largely on an individual use 
basis, rather than a long produc- 
tion run. 





Your Guide to Bigger and 
Better Cost Reductions 
Purchasing Magazine's 

June 8th Applied 
Va‘ue Analysis Edition 


This special edition will provide 
you with a practical handbook 
for setting up and operating a 
profitable value analysis pro- 
gram. Watch for it! 





Tracking devices are a third 
major type of space equipment 
that will be used to keep tabs 
on the space probes and satellites. 
Here again, the field is of a spe- 
cialized nature—without produc- 
tion runs. 

The billion dollars involved in 
space spending is separate from 
the _several-billion-dollar-a-year 
purchase of intercontinental and 
intermediate ballistic missiles. 
—By A. N. Wecksler 
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For Stampings Standard... 
For Stampings Right... 

Or Stampings Special... 
The Price is Light... ©) 
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BRACKETS METALLIC GASKETS SPECIAL WASHERS CLAMPS BRAZED ANO BENCH ASSEMBLIES 





Now you can be sure... with a nationally-known stampings service... 
in your area...experienced, factory-trained sales engineers available for con- 
sultation.,.for stampings in quantities one to a million...with the advantages 
of better quality, faster delivery and lower costs. Here's how it’s done: 


A FEW PIECES —at Experimental or Pilot Stage 


NO DIES! Our Machine Cut Method, applying cus- 
tom-built slitters, cutters, notching dies, slotting dies, 
bending tools and stock punches—P.us special techniques 
and skills—produce these small quantities at very low cost. 


SHORT RUNS 
LOW-COST, SHORT RUN TOOLING! 


This Method produces something more than a few, but 
less than high production quantities. Simple contour dies, 
special purpose presses keep costs ‘way low. Newly ex- 
panded facilities speed deliveries. 


PRODUCTION RUNS 
MODEST DIE CHARGES on larger quantities! 


Here is where our regular Production Tooling Method 
applies to advantage...to deliver high quantity Stamp- 
ings, and at lowest possible unit cost. 


Our service checks your requirements against 
our 3 methods...one is sure to work out best 
for you—and your budget. Let us quote your 
next job...including brazing, welding and 
assembly, if desired. 


STAMPINGS DIVISION ] 
“One Piece or a Million” in ri | 


LER LEE METALLIC GASKETS © ELECTRONIC a 


LAMINATED SHIM COMPANY, INC. 
...0n most Bid Lists 

2403 UNION STREET, GLENBROOK, CONN. 

j CLAMPS © BRAZED and BENCH ASSEMBLIES 





STAMPINGS 


BY LAMINATED SHIM CO. SPECIALISTS 
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ASPHALT- ALUMINUM 


Roof Paints and Coatings 


.-.- your best choice because: 


The coat of metallic aluminum seals out Aluminum reflects sun’s heat—int “% 
moisture—adds years to roof life by re- stay up to 15% cooler, air cond 
tarding rusting and corrosion of rustable costs are reduced. 
metal roofs, and by retarding deteriora- 
tion of built-up roofs. 





This warranty assures you of 2 full 
pounds of pure aluminum pigment 
in every gallon of aluminum- 
asphalt roof coating 


The Finest Paints 
Made with Aluminum 
inh ade Wik Reynolds supplies pure aluminum 
Or, pigment to leading manufacturers of asphalt- 

REYNOLDS Gas ALUMINUM aluminum roof paints and coatings. For 
names of manufacturers, write Reynolds 
Metals Company, P. O. Box 2346-PP, 
Richmond 18, Virginia 


PIGMENT 


Watch Reynolds TV show— 
“WALT DISNEY PRESENTS" — every week on ABC-TV. 
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Your SINGLE-SOURCE for non-ferrous metals. Federated brass, bronze, alumi- 
num, zinc, lead, solder, babbitts, plating materials, galvanic anodes, lead products. All rigidly con- 
trolled in production through processes developed by Asarco’s Central Research Laboratory to 
guarantee complete and strict adherence to specifications, order after order. All promptly avail- 
able through 21 sales offices, 11 plants, a network of strategically located stock points. All backed 
by a sales engineer force with long and thorough experience in non-ferrous application. Concentrate 
all your non-ferrous purchases with Federated Metals Division of American Smelting and Refining 


Co., 120 Broadway, New York 5. In Canada: Federated Metals Canada, Ltd., Toronto and Montreal. 


FEDERATED METALS DIVISION OF 
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<> | Industry’s chemicals: 


WHAT’S MAKING NEWS? 


A revolution in industrial thinking has taken place in 
recent years. The speed of technological progress has 
made obsolete the old formula for success which de- 
manded only a close guard over company secrets fo 
stay ahead of competition. Today's fast pace of techno- 
logical developments demands, instead, that the execu- 
tive remain alert and receptive for every new idea that 
may be applied profitably to his own business. 

















Chemical research ... good medicine 
for pharmaceutical progress 


Chemists at Dow have had a 
healthy interest in the pharma- 
ceutical industry for almost 70 
years. Since the introduction of 
the first Dow product, bromine, 
Dow chemists have helped meet 
the industry’s growing demand 
for basic chemicals and impor- 
tant intermediates. New “multi- 
purpose” plant speeds produc- 
tion of experimental chemicals 
to aid pharmaceutical progress. 


When you hand your druggist a 
prescription, it’s more than likely you’re 


Other 


Dow chemicals 
in the 


SPOTLIGHT 


also handing him an order for Dow 
chemicals. For, since Dow produced 
its first bromine in 1897, Dow chemists 
have played an increasingly important 
role as “the men behind the men 
behind the prescription counter”. 

Painstaking research at Dew, in 
cooperation with leading pharmaceuti- 
cal houses, has led to the develop- 
ment of many of the intermediates 
needed for the introduction of new 
and better drugs such as antihista- 
mines, sulfas and antibiotics. 

Today, the imposing list of high 
quality pharmaceutical chemicals sup- 
plied by Dow in abundance includes 
bromine, medicinal salicylates, epsom 
salt, chloroform, analgesic drugs and 





BROMINE 


Dow's first product, marketed in 1897. 
Great granddaddy of hundreds of modern 
Dow chemicals that serve every indus- 
trial and scientific field. 


elemental iodine. And the research 
goes on for even newer answers to 
the age-old fight against pain and 
disease. 

A new multipurpose plant at Dow 
is playing a front-line role in this fight. 
This new plant has been built to en- 
able the pharmaceutical industry to 
more fully utilize the production and 
research capabilities of The Dow 
Chemical Company. It is designed 
to produce semi-commercial quantities 
of intermediates during the critical 
period of new product development 
and market evaluation. Later, these 
products can be supplied in com- 
mercial quantities from regular pro- 
duction facilities. 


SODA ASH 


Manufacturers of nonferrous metals, 
paper, soap, textiles, petroleum products 
and countless other products depend on 
Dow for this versatile alkali. 
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DOWANOL: 


for rash-free cosmetics 
blush-free paints 


Cosmetics that irritate skin or paint 
that blushes on drying have one short- 
coming in common. They haven't been 
exposed to the virtues of the versatile 
solvent, Dowanol®. 

In cosmetics and hand lotions, Dow- 
anol DPM offers a soothing advantage 
for manufacturers who've heard cus- 
tomer complaints about skin irritation. 
Skin patch tests have been conducted 
on hundreds of subjects with not one 
case of irritation or sensitization with 
this mild, modern solvent. And manu- 
facturers report improvement in prod- 
uct clarity (even in cold weather) 
when they use Dowanol DPM as a 


mutual solvent in their preparations. 
Other Dowanol solvents are pre- 
ferred in paints and fast drying lac- 
quers. They offer better solubility 
characteristics, a wider range of boil- 
ing points and viscosities. And by con- 
trolling the drying rate of these fin- 
ishes, Dowanol helps prevent “orange 
peel” or resin blushing in lacquers. 


CALCIUM CHLORIDE: 
getting more mileage 
from highway dollars 
Most drivers have seen calcium 
chloride at work. It’s given thern trac- 
tion by melting the ice for safe winter 
driving. Or it’s kept the car ahead 
from choking them in a cloud of dust 
on unpaved roads in summer. 
But ice and dust control are only 


Today’ s fast-moving, fast-improving pharmaceutical business depends toa great extent on 
a ready supply of pharmaceutical raw materials from basic chemical companies like Dow. 


METHOCEL® 


This synthetic, tasteless, odorless, color- 
less gum adds bulk to dietetic foods, 
keeps paints in suspension, binds back- 
ing to rugs, emulsifies powdered foods. 


For More 


Marcu 30, 1959 


SEPARAN® 


Industrial water is cleaner, coming and 
going, with this fast flocculating agent. 
Settles waste from processing water 
before it's used and after. 


Information Write No. 


Dow calcium chloride speeds highway con- 
struction by improving mixing and setting 
characteristics of concrete. 


two ways in which this versatile chem- 
ical helps get more 
highways. In highway 
engineers add calcium chloride to 
concrete to make it mix more easily, 
flow more uniformly and set faster (days 
faster in cold weather). Highway main- 
tenance men mix calcium chloride with 
aggregate to form safe, solid road shoul- 
ders that stay dust-free and in place. 
In flake or pellet form, high grade 
Dow calcium chloride helps keep high- 
way building on schedule and up to 
standards then improves 
highway maintenance summer 
winter. The Highway and Construc 
tion Materials Laboratory at Dow 
users in the proper selection and ap- 
plication of Dow calcium chloride for 
highway construction and maintenance. 
* * * * 
Perhaps one of the many specialized 
Dow chemicals can help you improve a 
product or speed a process. Detailed 
information about the chemicals dis- 
cussed in this advertisement will be 
sent on request. Write to THE DOW CHEM- 
ICAL COMPANY, Midland, Michigan, Chem- 
icals Sales Department 601EE3-30. 


out of 
construction, 


service 


and 
and 


aids 


Dow chemicals basic to industry 


GLYCOLS, GLYCOL ETHERS 
AMINES AND ALKYLENE OXIDES 
BENZENE DERIVATIVES 
INORGANIC CHLORIDES 
ALKALIES AND HALOGENS 


SOLVENTS * GERMICIDES 
FUNGICIDES * HERBICIDES 
FUMIGANTS 
HUNDREDS OF OTHER CHEMICALS 
PLASTICS * MAGNESIUM 


THE DOW CHEMICAL COMPANY 
Midland, Michigan 
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Take a cost-wise look at your assembly operations, 


it is money saved—not lost— 


count on 


MORE TYPES OF FASTENERS Contincntal Assembly Special- 
ists are unbiased toward any particular types . . . Continental 
makes all types. The fastener they recommend for your job 
is the one proved best by careful cost analysis. 

MORE STANDARDS IN STOCK Continental can supply any 
recognized standard type, style or size. Also, many fasteners 
ordinarily considered “specials” are available among the 
millions of screws constantly in stock to meet needs of Con- 
tinental customers. 

MORE “SPECIAL” EXPERIENCE Continental is known 
throughout industry as the “specialist in specials,” — leads in 
production of special designs. Continental is also your supply 


CONTINENTAL 


SCREW COMPANY, NEW BEDFORD, MASS. 


HOLTITE FASTENERS 


eeerereeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeees 


HY-PRO TOOL COMPANY ... DIVISION 
RESEARCH ENG. & MPG., INC. SUBSIDIARY 
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source for special-purpose fasteners, such as HOLTITE 
NYLOK Self-locking Screws. 

MORE “SPECIAL” PRODUCTION FACILITIES With Conti- 
nental’s modern, precision controlled equipment, many special 
shaped screws formerly machined from bar stock can be pro- 
duced faster, at lower cost — with higher tensile strength and 
excellent surface quality. 


Let Continental Assembly Specialists analyze your operations 
and help you find cost-saving opportunities that are often 
overlooked. You'll see why fastener users everywhere agree, 
“You can count on Continental.” Write or phone: Continental 
Screw Co., 457 Mt. Pleasant St., New Bedford, Massachusetts. 


Th 


HOLTITE PHILLIPS 

AND SLOTTED HEAD 

WOOD * MACHINE * TAPPING 
THREAD FORMING * 

SEMS * NYLOK 

HY-PRO PHILLIPS 

INSERT BITS AND HOLDERS 


x 
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GOODZYEAR 


And here’s how Green Seal V-Belts by Goodyear 


make pulling together pay —and pay — 








On every type of drive—in 
every part of America— 

@ Seal by Goodyear are 
and outlast anything 


es Ria) 
Set be 


—AT AN OHIO CHEMICAL PLANT 


Operation: Pulverizing nickel formate 

Drive: Main drive on micro-atomizer — handles 20 h.p. at 
5,868 f. p.m. 

Service: Eight matched V-Belts with the Green Seal served 


for more than 6 months compared with 4-week life for 10 
belts of another make. 


—IN A MISSOURI PIPE PLANT 
Operation: Making fire clay and sewer pipes 
Drive: 125 h.p. ball-mill drive 


Service: Fourteen matched V-Belts with Green Seal con- 
struction served 6 years without maintenance of any kind. 





every kind of industry—in 
matched V-belts with the 


pulling together to outperform 
else belt-users can buy— 


—ON A TEXAS OIL RIG 
Operation: Drilling oi! wells 
Drive: Main drive on mud pump 
Service: 20 V-Belts with the Green Seal pulled together to 


drill 202,790 feet of hole— more than 25% better than the 
average belt-life in this service. 


“ 


—AT A SOUTH CAROLINA FABRIC MILL q 
Operation: ‘Soaping” screen-printed fabrics 


Drive: 50 h.p. “soaping” range drive with belt speed of 
1,413 f.p.m. 


Service: Ten matched V-Belts with Green Seal construction 


served 8 years with virtually no time out. 4 





\ 





Heres why 


V-BELTS 


with the 


Green @Sea 
always pull together 


The secret’s their unequalled dimensional stabil- 
ity. And it’s built into each belt via special tension 
members of steel cable or exclusive, synthetic 
Triple-Tempered (3-T) Cord. Then every set is 
precision-measured — several times over—to make 
sure they are perfect teammates. 


That means matched sets really match. Every belt 
does its part of the job. There are no “loafers” to 
put extra strain on the other belts. No belt ever 
overworks and causes a premature failure. It’s 
strictly a matter of pulling together — whether 
your drive calls for two or fifty belts. 


What’s more, every V-Belt with the Green Seal is 
designed to outperform all others. High in modu- 
lus, they’re low in stretch to minimize take-up. 
They’re friction-balanced — so covers don’t stick 
or grab in the grooves. They’re non-dusting, too. 


In short, these are the belts that give you maxi- 
mum, trouble-free hours at minimum cost. You 
need belts like these to pull together on your 
drives—large and small. 


Just contact your Goodyear Distributor—or fill out 
the handy coupon below. 


Green Seal—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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For ABSORBENCY...get 
And Hi-Dry power ‘ 
«3 Won't shred or teat in your 

6 Means lower annu 


Get Hi-Dry speed 5 
sr faster 
up water 
waste helps your budget 2 
Next time get Nibroc Hi- 


Poges. 
is in Yellow 

Poper Towe 

Sse Dept. 00, Boston, for somples. 
or 


General 





Another Quality Product 0! 


Sales Offices: 150 Causeway Street, 


nisROc Hi-Dry Towels 


6 Nibroc Towels soak 
ands 6 Less towel 
al towel costs 5 


Towels. 
“4 f BROWN COMPANY 


. Gorham, N. H. 
Mills: Berlin and Gorham oe. 


“And that’s why | buy Nibroc Hi-Dry Towels’ 


BROWN COMPANY 
Towel Sales Division 
| 150 Causeway St., Boston 14, Mass. 


| C) Send me set of Posters 


YOU TOO WILL FIND NIBROC the savingest towels 
ever. Mail the coupon today for a Customer Se 


rvice set 
of 8 Washroom Posters th 


at will help you cut towel con- 
sumption —reduce maintenance. Check 
ples, complete information and name 
Nibroc dealer. 


also for sam- 
of your nearest 


For More Information Write No. 
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| (] Send samples and complete information 


| Name Title 


| Firm 
| Street 


| City Zone 
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STAINLESS STEEL PRODUCERS 
and What They Make 


Semifinished 
Hot Rolled 


Sheets, 
Sheets, 


Company & Principal Office 


Cold Rolled 


Cold Finished — 
Electricweld 
Pipe & Tubing 
¢ & Tubing 
Mech. & Pressure 
_& Tubing 
Shoets or Strip 


Strip, 

Cold Rolled 
Bars, 

Hot Rolled 
Bors, 

Tube Rounds 
Seamless 
Pip 

Pi 

Wire Rods 
Brawn Wire 
Extrusions 
Stainless 
Clad Plates 
Stainless Clad 





ALLEGHENY LUDLUM STEEL CORP. 
Pittsburgh 
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Of the 60 producers of stainless steel... 
only ALLEGHENY LUDLUM makes all sizes, shapes, finishes and analyses 


In its November 4, 1957 issue, STEEL magazine published 
a complete run-down on the stainless steel industry. This 
article reveals that only Allegheny Ludlum, of the 60 some 
companies making stainless, produces all sizes, shapes, 
finishes and analyses. 

This can save you considerable time and money. When you 
make Allegheny Ludlum your one source of stainless, you 
work with ome sales engineer—one order, whether you buy 
sheet, strip, bars, tubing or whatever. 

And, at the same time, you get the best technical service. 
A-L’s crack research and development department is con- 
tinually searching for new alloys, and better ways to use 


today’s. Its findings are freely available to you through 
sales engineers, technicians and special literature. 

Allegheny Ludlum follows the product from the melt 
through to finished form, has greater quality control over 
the stainless you buy. And since A-L makes all forms of 
stainless, you get unbiased recommendations as to what is 
best for your individual needs. 

Profit by Allegheny Ludlum's status as the only one-source 
integrated supplier of all stainless forms. Call your A-L 
representative today . . . see how he can save you money 
and time. Or write Allegheny Ludlum Steel Corporation, 
Oliver Building, Pittsburgh 22, Pa. 


ALLEGHENY LUDLUM © 


for warehouse delivery of Allegheny Stainless, call RYERSON 
Export distribution: AIRCO INTERNATIONAL 


EVERY FORM OF STAINLESS. 
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take your pick from over 500 sizes 
in a dozen different styles now in stock 


aud 


me | 


get a kit full of samples 
in exchange for the coupon attached 











2k Molded of tough, flexible Poly 
ethylene, Caplugs won't chip, 
breok, shred or collapse. Easy 
to apply .and a cinch to remove 
they're most kind to threads 


and polished surfaces 


CAPLUGS DIVISION, 
PROTECTIVE CLOSURES CoO., INC. 
2201-5 Eimwood Ave., Buffalo 23, N.Y. 


Mail a free assortment of Caplugs, literature and prices to us, 
without obligation. 


ADDRESS 


city 





OU 


Electric 
Truck 


BATTERY 





Exide Industrial Division, The Electric Storage Battery Company, Philadelphia 20, Pa. 





Equip any electric industrial truck 
with an Exide-Ironclad Battery... 





...and you boost its work capacity 
...earn a bigger investment return. 


EXTRA POWER IN EXIDE-IRONCLAD GETS YOU 
MORE WORK FROM YOUR PRESENT SIZE FLEET 


Put a more powerful battery in any elec- 
tric industrial truck and you boost its 
work capacity. Multiply the boost by 
the size of your fleet and you get an 
idea of just how much more valuable 
Exide-Ironclad Batteries can make your 
trucks. 


Each Exide-Ironclad Battery now packs 
at least 25%, up to 44%, more power 
than the most powerful truck batteries 
previously sold. So if you want more 
truck work capacity. you can get it from 
your present size fieet. Equipped with 
new Exide-Ironclad Batteries, each of 
your present trucks can handle more 
per shift, move it farther, work longer 
hours . . . in other words, they can 
do more, much more, than they ever 
did before. 


improved battery construction 


Exide-Ironclad tubular plate batteries 
have proved their superiority in thou- 


sands of applications. Today they 
feature new, more advanced tubular 
construction that dramatically improves 
performance and extends life potential. 
This is the latest step forward in the 
50-year progress of Exide-Ironclad 
Batteries. The new armored porous 
tubing holds the active material even 
more firmly captive against loss. Greater 
porosity improves access of electrolyte 
for sustained high-load capacity. And 
inside, where vital current flows from 
the positive plates, Exide’s patented 
Silvium alloy resists corrosion as much 
as 100% longer than other commonly 
used alloys. 


Now each positive plate in Exide- 
Ironclad Batteries packs more power 


For more details on the new Exide- 
Ironclad Batteries, write for a copy of 
our 8-page, illustrated brochure #6230 


into the same battery space. Battery 
materials are used more efficiently for 
greater power per dollar. Here, truly, 
is today’s outstanding battery value for 
electric industrial trucks. 


50 years of constant improvement have 
gone into today’s Exide-Ironclad Battery. 
Latest advance is the improved tubular 
construction of the positive plate. Skillful 
application of the most modern, virtually 
ageless, materials means longer lasting 
battery power in industrial truck service 
than has ever before been possible. 


Exide Complete Power Package...includes chargers too 


For all the value and economy Exide can 
offer you, make sure you get chargers 
from Exide too. That way, you get the 
complete Exide power package. New 
Exide vertical-design chargers are spe- 
cifically designed for industrial truck 
use. Available in a full range of ratings 
for all trucks, and with operating fea- 
tures unmatched in the field. They save 
two-thirds in floor space required. Can 
be wall mounted. Operate cleaner, so 


they need less upkeep. In addition, you 
get the advantage of reliable, thorough 
and regular Exide service for both 
batteries and chargers. Write for new 
brochure giving complete information. 


Exide 
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Why G-E man-made industrial diamonds 
| are revolutionizing carbide grinding 


Metallurgical Products Department reports on users’ experience. 
Results: 35% higher average efficiency . . . at least 20% lower 
power consumption . . . than is possible with natural diamonds. 


Now it has been proved . . . grinding wheels contain- 
ing General Electric man-made diamonds actually 
out-perform natural diamonds! 

In actual production, G-E man-made diamonds 
have maintained sharper cutting edges, have cut 
more freely. They top natural bort because rigid 
manufacturing control maintains uniform quality. 
G-E man-made diamonds are more blocky and 
rough surfaced . . . provide extra support in the 
bond. They are also more friable, so that sharp, 


new cutting edges are constantly presented in the 
grinding operation. 

Wheels made with General Electric man-maue 
diamonds are available in quantity now. They’ll 
deliver a production bonus averaging 35%. Be sure 
you cash in on this superior performance by specify- 
ing wheels containing G-E man-made diamonds 
from your regular wheel supplier. Metallurgical 
Products Department of General Electric Company, 
11143 E. 8 Mile Road, Detroit 32, Michigan. 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL & ELECTRIC 


CARBOLOY® CEMENTED CARBIDES * MAN-MADE DIAMONDS + MAGNETIC MATERIALS 


Marcu 30, 1959 


* THERMISTORS + THYRITE® + VACUUM-MELTED ALLOYS 
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information For Your Catalog Files 





CIRCUIT BREAKERS 


A simplified circuit breaker catalog. Lists specifica- 
tions and construction details of circuit breakers for 
various applications. 


Wood Electric Co. 
Write No. 1 on Inquiry Card—Page 36 


COMPRESSORS 


Bulletin PP 300 features utility air compressors. 
The fully-illustrated catalog is divided into four basic 
sections for easy reference. 


Campbell-Hausfeld Company 
Write No. 2 on Inquiry Card—Page 36 


CYLINDERS 


A 16-page bulletin describing standard and special 
air and hydraulic cylinders. Also covered are related 
products, including boosters, air-oil tanks, oil tank 


level gauges, and flash welder control valves. al 


Petch Manufacturing Company 
Write No. 3 on Inquiry Card—Page 36 


DISC GRINDERS 


The eight-page illustrated catalog gives data on 
dise grinding. Bulletin DH4 describes a double hori- 
zontal spindle disc grinder. Detailed mechanical 
drawings and specifications are given. 


Besly-Welles Corporation 
Write No. 4 on Inquiry Card—Page 36 


GASKETS 


Bulletin AD-104 describes the design and construc- 
tion of spiral wound metal gaskets. Detailed are par- 
ticular features of gaskets and the various types 
available for special applications. Charts and com- 
plete specifications are also included. 


Garlock Packing Company 
Write No. 5 on Inquiry Card—Page 36 


INDUSTRIAL TRUCKS 


A selector guide to industrial trucks describing 
over 150 models. The 20-page two-color booklet lists 
selection factors like capacity, frequency of use, and 
power source. Contains facts on selection of pallets 
and skids for use with different models. 


Automatic Transportation Company 
Write No. 6 on Inquiry Card—Page 36 
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MINIATURE BALL BEARINGS 


Contains conversion tables giving other leading 
manufacturers’ numbers for equivalent minature ball 
bearings. Describes bearings to ABEC-1 and ABEC-5 
tolerances. Information is provided on clearances, 
lubrication, packaging, and ball separators. 


Landis & Gyr, Inc. 
Write No. 7 on Inquiry Card—Page 36 


STRAINERS 


A 1T-page catalog on automatic and twin basket self- 
cleaning strainers. Describes pipeline sizes from 2” to 
48”. 


S. P. Kinney 
Write No. 8 on Inquiry Card—Page 36 


WIRE PACKAGING 


A brochure presenting the various methods of wire 
packaging and the advantages of each. Packaging 
methods covered are: coils (paper wrapped), coils 
(steel strapped), steel strapped wooden racks, reels, 
fibre drums, spiders (non-returnable), and spiders 
(returnable). 


Colorado Fuel and Iron Corporation 
Write No. 9 on Inquiry Card—Page 36 


VALVES 


Catalog 59-60 describes a complete line of valves. 
The 20-page bulletin is divided into three colored 
sections according to the type of medium used. Typi- 
cal flow patterns and illustrations are given, along 
with port sizes, ordering data, and valve numbers. 


Barksdale Valves 
Write No. 10 on Inquiry Card—Page 36 


V-BELTS 


A 12-page handy guide for selecting V-belt drives. 
Contains belt data, designing information, and illus- 
trations. 


Allis-Chalmers 
Write No. 11 on Inquiry Card—Page 36 
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Sunray pressman 

displays range top that has just 

been blanked and formed 

from a quality Youngstown Porcelain 
Enameling Sheet. 


Oeccent on Excellence 


Youngstown cold-rolied and 
porcelain enameling sheets 


What modern young homemaker 
wouldn’t be in “‘seventh heaven’’ 
when she prepares meals in her new 
kitchen, accented by this modern 
Sunray “TOUCH OF TOMORROW” 
—the world’s first push-button, remote 
control gas range. 

Both Youngstown Cold-Rolled 
Sheets and Porcelain Enameling 
Sheets are the basic raw materials 
used by the Sunray Stove Co., of 
Delaware, Ohio. This is one of the 
prime reasons Sunray product quality 
is so well known throughout the 
highly competitive appliance field. 
These highly dependable Youngstown 
steels provide Sunray with increased 
production, lowered reject rates, 
faster and more accurate forming as 
well as lowered fabrication 
and die costs. 

Wherever steel becomes a part of 
things you make, the high standards 
of Youngstown quality, the 





personal touch in Youngstown 
service will help you create 
products with an “‘accent on 
excellence”’. 


YOUNGSTOWN 


SHEET AND TUBE COMPANY 
Youngstown, Ohio 


Manufacturers of Carbon, Alloy and Yoloy Steel 
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shows you 
“HOW’’... 


the widest choice of floor trucks 
in the world can cut your costs! 


For regular or “special” design floor trucks it pays to talk to Nutting 
first. Here’s why: no other company makes more models, sizes or 
combinations of equipment than Nutting. Many times items which 
you may find listed as “specials” with other makes are regular equip- 
ment in Nutting’s complete line. As a result you get “custom built” 
trucks at production line prices. You not only get overall lower prices; 
you also get the benefit of 68 years of experience, design “know-how” 
and modern manufacturing skills. To save valuable hours of your time 
and get the right equipment for your plant, talk to a Nutting repre- 
sentative first, for all your floor truck needs! 


Nutting makes over 1000 products, here are just 16 of them 


For seetunes and: wees trucksupto : All _— ofdollies : For svb-floor & 
finished products : 10,000 Ibs. capacity :  forboxes&cases -: overhead drag lines 


. 








y : de : ; 
Trailers—upto =: : : 2 wheelers 
7,000 Ibs. capacity : plastic : Shelf and tray trucks : for freight 











ww 
Steel & aluminum s : 

rames for : : Non-tilt platforms— ; Shelf trucks for 
cases & cartons : handling : Wood & steel frames ; sub-assemblies 


be 


Dollies for cylindrical : Triform & box trucks : “‘Auto-Load” barrel: Tilt style platforms — 
& odd shaped items - for packages & bundies : & drum trucks : Wood & steel frames 





Dollar for dollar, feature for feature Nutting is your best floor 
truck buy. Write for your free copy of new Junior Catalog 59G. 


NUTTING TRUCK & CASTER COMPANY 
250 Divisien Street * Faribault, Minnesota 
Please send copy of Junior Catalog 59G. 


| CEE 
TRUCK AND 
P COMPANY NAME 


’ CASTER COMPANY | elie 
Faribault, Minnesota | 
i CITY. 
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Catalog | Files 


AIR HOISTS 


Specifications, operating data, and 
accessory information on air hoists 
are given in an eight-page brochure. 
Critical dimensions for installing the 
hoists are detailed, and individual 
photographs are used. 


Yale & Towne Manufacturing Company 
Write No. 12 on Inquiry Card—Page 36 


BELT CONVEYORS 


A revised technical bulletin on 
slider-board belt conveyors. Bulle- 
tin 175-B provides construction, in- 
stallation, and operational details. 
Close-up photographs show the 
drive mechanism. Also included is 
an engineering drawing with com- 
plete specifications and capacity rat- 
ings. 





Sprout, Waldron & Co., Inc. 
Write No. 13 on Inquiry Card—Page 36 


CARBIDE TOOLS 


A 52-page file-size bulletin on car- 
bide blanks, inserts, tools, and tool 
holders. Catalog 520 also covers 
brazed single point tools, shell end 
mills, end mills, and combination 
cutters and scrapers. Keyed draw- 
ings and photographs are included. 


Sandvik Steel, Inc. 
Write No. 14 on Inquiry Card—Page 36 


CONTROL VALVES 


Single and double solenoid control 
valves are described in bulletin 582- 
A. Also listed are sizes, dimensions, 
and model numbers. 


Hunt Valve Company 
Write No. 15 on Inquiry Card—Page 36 


FLEXIBLE COUPLINGS 


Catalog 67 covers pin and rubber 
cushioned bushing, series #400 flex- 
ible couplings. It gives specifications 
and ratings on sizes that accommo- 
date these maximum bores: 14”, 
134”, 2%4”, and 234”. 


Ajax Flexible Coupling Co., Inc. 
Write No. 16 on Inquiry Card—Page 36 


GENERATORS 


A line of separate electric genera- 
tors is described and illustrated. 
Contains precise specifications of the 
various controls to operate each 
type of generator. 


Write No. 17 on Inquiry Card—Page 36 
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You’re paying for new trucks...why not own them? 


Times change. So does equipment efficiency. 
The new Clarklift fork trucks pictured above, for 
example, have been tested and proved to be 30% 
more efficient than the average truck in use today. 
Over four years of designing, testing, and field- 
proving has demonstrated time and again that 
Clarklift owners get a fast return on their invest- 
ment in extra production alone. 


And, of course, if you have old equipment, 
there’s the high cost of maintenance to consider. 
If your present trucks are frequently down for 
repairs, you’re paying dollars not only for the 
parts and labor involved, but you’re also paying 











for lost production, supply and shipping bottle 
necks, poor use of manpower. It all adds up. It 
means you’re paying for new equipment every 
day ... but without owning it. 

A planned equipment replacement program 
is worth investigating. Simply write: Planned 


Replacement, Clark Equipment Company, Battle 


Creek, Michigan. We'll 
arrange to have a repre- 
sentative call to survey 
your operation and ex- 
plain the various pro- 


grams available. 


EQUIPMENT 


'% 








For 
Herringbone’s* Ve 
purposes, 
value analysis 
is a gentleman 
named ED 


2. 

Or Joe, or Sven, or whatever the name of the man is 
in your organization whose opinion On wire rope you 
most respect. You can take all the value analysis forms 
ever made and fill them out and get some pretty prom- 
ising answers. The straightest and clearest answer 
you'll ever get is from the head gentleman who works 
with the rope; the same man who comes back to you 
and tells you that the rope he works with doesn’t work. 

We take this stand because the new Roebling Her- 
ringbone is championed by men who work with it — 
the first to feel the impact of a wire rope’s success or 
failure — and the first to tell you about either. 

Roebling Herringbone—the two-ropes-in-one rope— 
is doing things that construction operators find hard 
to believe — but love to admit. It has prompted a series 
of some of the nicest testimonials you ever saw. 


“Way and regular 


y rope in one. So they are getting the 
Sst that both types of rope construction have to give 
... and that’s plenty. 
a want to write us and get some pure, unadul- 
d reactions, opinions from men who count, 
just drop a line to Wire Rope Division, John A. 
Roebling’s Sons Corporation, Trenton 2, New Jersey. 
With these, we'll take the liberty of sending you the 
complete information on the rope that makes value 
analysis a sure thing by the mere specifying... 
Roebling Herringbone. *Reg. Appl. For 


ROE BLING 


Branch Offices in Principal Cities 
Subsidiary of The Coloredo Fuel end iron Corporation 





Two pairs of Lang lay strands pro- 
vide greater flexibility. 


Heavier outside wires of each 
strand have greater resistance 
to abrasion. 


I HERRINGBONE 
N 


One pair of regular lay strands 
provide superior stability. 
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COMPLETE LINE of 
“Red Tang” Files 


FLAT 


This MULTI-KUT FLAT file is similar in 
shape to the Reg: lar Fiat File. Fast 
cutting, it leaves a smooth finish and 
gives good results on any fileable ma- 


. 9 
terial. Furnished in 8”, 10”, 12” and The New Simonds 
14” lengths. 


wir | MULTI-KUT FILES 


This MULTI-KUT HALF ROUND com- 
bines two exclusive SIMONDS file de- ° ° . 

signs: Multi-Kut on the flat side, Spiral wit risS - ross Desi on 
Cut on the radius side, resulting in sce ins 

rapid, smooth finish filing of either flat 


or concave surfaces or for rounding The Simonds’ line of files — files that cut fast and smooth, last 
out holes. Furnished in 8”, 10”, 12” 


ond 14” lengths, longer; files that bring smiles of satisfaction are now even more com- 
WEW MULTI-KUT plete with the addition of Simonds’ new design Multi-Kut — in 


& SQUARE three shapes, four lengths. 


PEERY | in go tI The new diamond formation chip breaking grooves and varied 
a = Pe Ben fast ie shapes make the Simonds Multi-Kut an extremely useful all-around 
M - le is especially ° : ° . 

wsotel ia slota, koyways, splines, square file for maximum stock removal, smooth finish and long’ life on any 
holes and general surface work. Fur- . 

nished in 8". 10", 12" ond 14” fileable material. 

lengths. 





Factory Branches in Boston, Chicago, 


~ Shreveport, lo., San Francisco and 
For Fast Service , Portlond, Oregon . . . Canadian Factory 
trom <a UIST, 


c sete St ie in Montreal, Que. . . . Simonds Divisions: 
omplete Stocks E > ' So aaae 8b Y. 
aa your ry S AW AN ) ST E E L C O. | sy ey ages eee tad Ohio, 
Simonds Abrasive Co., Philo., Po 
SIMONDS EE ’ ’ ‘ 
Industrial Supply oh ae a FITCKBIRG, MASS. , and Arvide, Que., Conodo 
DISTRIBUTOR x xs ene 
Nano” i » 
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Letters To The Editor 





A MORALE BOOSTER 


I was very interested in your 
“Letters To The Editor” column 
in the February 2 issue of 
PurcHasiInc Magazine. The letter 
“A Fair Day’s Work For .. .” gave 
me a big lift. 

In my present capacity I pur- 
chase all of the non-productive 
materials for a large electronic 
facility of one of our larger indus- 
trial concerns. While I do not 
handle 20,000 orders in an eight 
month period as the unfortunate 
gentlemen mentioned in the let- 
ter, I do handle about 6,000 or- 
ders per year. 

By vareful accumulation of like 
items, I am able to average about 
seven individual items per order. 
The one thing, however, that prob- 
ably puts me on a par with our 
subject in the letter is that I have 
no expediter, no secretary, nor 
anyone of any description to as- 
sist me. 

This same situation prevails in 
other parts of our purchasing set- 
‘1» so I cannot say that my case 
is unique. However, I have dis- 
-overed that the non-productive 

uyer seems to acquire a tremen- 
ious number of items to purchase 
in many companies. And he is no 
doubt overloaded, The reasoning 
behind this apparently is that the 
skills needed for this type of buy- 
ing are less, but I would like to 
say that the required skills are 
great as this buyer must have a 
familiarity with many more prod- 
uts. 

At any rate, the writer can take 
heart because he does not stand 
alone. 


Name Withheld 
GOVERNMENT ACTIVITIES 


There is no doubt, in my mind, 
that “negotiated procurement” is 
broadly misunderstood by the 
public and I feel that PurcHASING 
Magazine is performing a useful 
service in spreading a better un- 
derstanding of military procure- 
ment procedures. 


48 


The new Committee on Govern- 
ment Activities Affecting Prices 
and Costs has now been estab- 
lished and has held its first meet- 
ing. Procurement procedures of 
the major procuring agencies of 
government will be a subject of 
continuing and intensive interest 
to this committee. 

We shall be glad to keep in 
mind your discussion of Value 
Analysis during these studies with 
an eye to its possible application 
in the various areas of govern- 
ment purchasing. 

John H. Hamlin 

Executive Secretary 

Committee on Government 
Activities 

Affecting Prices and Costs 

Washington 25, D. C. 


WHO IS IT? 


In the “Siraws In The Trade 
Wind” of your January 19 issue 
there is an item regarding a self- 
insulated pipe. You mention that 
it is manufactured by a small 
Pennsylvania company. I would 
appreciate it if you would let me 
know the name and address of 
this company. 

James F’. Menefee 

Manager Subcontract Negotiations 
Bendix Aviation Corporation 
Kansas City 41, Missouri 


@ It is Standard Plastics, Incor- 
porated of Fogelsville, Pennsyl- 
vania. 


THE OTHER SIDE OF THE COIN 


I read with a great deal of in- 
terest the article on standardiza- 
tion (“The Hidden Threat of 
Standardization”) which appeared 
in your March 2 issue. 

I would like to take issue with 
Mr. Levine on a few points. He 
assumes that once having stand- 
ardized on a standard commercial 
part, the purchasing agent never 
again reviews the standard. 

Two things are wrong with 
this: (1) You don’t necessarily 
standardize on a standard com- 


mercial part. You standardize on 
the one that gives you the greatest 
value for the function it is to per- 
form. The “wonderful one-horse 
shay” would be useless on the 
New York State Thruway. (2) 
You don’t forget a part once it is 
standardized; standards must be 
dynamic and must be constantly 
reviewed, 

Obsolescence and price changes 
do not usually occur suddenly, so 
that it is not necessary to nego- 
tiate the price and worry about 
the quality and functional value 
on each and every order. The alert 
purchasing agent, through coop- 
eration with his engineering de- 
partment, his suppliers, technical 
societies, and trade publications, 
will be sensitive to the changes 
in the items he buys. His stand- 
ards program will be changed 
when the need arises. 

I think Mr. Levine disregards 
the element of competition which 
standards can and do generate, 
and he is not facing up to the 
economic facts when he says the 
more efficient producer sets his 
price at the level which must be 
charged by the less efficient. 

His concern over the fact that 
all a purchasing agent has to sell 
to his management is his nego- 
tiating ability is a thought that 
never occured to me. I believe 
we, as purchasing agents, have a 
number of other responsibilities 
which are equally important. 
Standardization and value analy- 
sis stand high on this list along 
with vendor relations, inventory 
and quality control, market 
knowledge, price trends, general 
business forecasting, and good 
business ethics. 

Phil Kron 

Asst. Director of Purchasing 
Eastman Kodak Company 
Rochester 4, New York 


@ Mr. Kron is vice chairman of 
the National Committee on Value 
Analysis-Standardization for the 
eastern section of National Asso- 
ciation of Purchasing Agents. His 
area cover districts 4, 5, 6, 8 and 9. 
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_O BUSHINGS YOU GET 
RAGE BUSHING LIFE! 


etitive bushing tests 
e automotive plant: 


WITH EX-CELL 
TWICE THE AVE 


e result of comp 


: th 
This was aed 8 larg 


recently con 
BRAND ‘“‘A”’ 1,045 PIECES 
BRAND ‘‘B”’ 1,910 PIECES 


EX-CELL-O 2,255 PIECES 


r 001” of wear) 


(pe 


57-105 


Ex-Cell-O Bushings outlast all others 
—-give up to twice as much production 


As a cost-conscious manufacturer, you recognize 
the importance of these results—independently 
arrived at—to your own operations. If you ‘are 
not now specifying bushings stamped "XLO”, 
you may be spending up to twice as much as 
you need be for every bushing you buy. 

You certainly owe it to yourself—on the basis 
of this test alone—to discover the very sub- 
stantial savings Ex-Cell-O bushings offer you. 
Test them-—in your own plant—against any, or 
all, competitive bushings. ‘ 

Send your order to Ex-Cell-O Corporation at 


Detroit, New York, Downey, Cal., Cincinnati 


Ohio, and London, Canada. You'll get immediate 
shipment. Write for an Ex-Cell-O Drill! Jig Bush- 
ing Catalog today. 


EX-CELL-O 
FOR 
PRECISION 


CORPORATION 
DETROIT 32, MICHIGAN 
MANUFACTURERS OF PRECISION MACHINE TOOLS + GRINDING AND BORING SPINDLES 


CUTTING TOOLS « TORQUE ACTUATORS + RAILROAD PINS AND BUSHINGS + DRILL JIG 
BUSHINGS « AIRCRAFT AND MISCELLANEOUS PRODUCTION PARTS + DAIRY EQUIPMENT 





OVER 1500 ITEMS 
for Business, Industry 
late mal abcpan eee dtelak 


| 
my) 


——————— 


| . a KS 
LT al 


PRODUCTS, PARTS, 
SUB-ASSEMBLIES, 
MERCHANDISING UNITS 
MADE TO YOUR 
SPECIFICATIONS 








S 
Se 


ie AB 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 


IT’S FREE! 


af 


* QUALITY PROTECTED 
BY LYON 
“POINT-CHECK” SYSTEM 


Vv ASSEMBLING 
v¥ PACKAGING 


Vv FABRICATING 
v FINISHING 


Look for the “QP”’ 
on every Lyon Carton. 
It is your assurance 
of quality equipment. 
See your Lyon Dealer 

for prompt delivery of 


the world’s most diversified 
line of steel equipment 


LYON METAL PRODUCTS, INC. 


General Offices: 333 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Illinois and York, Pa. 
Dealers and Branches in all Principal Cities 


® 
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Mr. John D. Vars, Purchasing Agent, | 
Northwest Orient Airlines, 
buys Scott Towels because: 


“Northwest Orient Airlines finds Scott Towels highly 
acceptable on all tourist flights because of the 
whiteness and pleasant feel of the paper. These 
qualities help build good relations with the public 
and put Northwest in a favorable light for repeat 
business from satisfied customers ” 


Washrooms and restrooms are highly important in your em- sf 
ployee and public relations. Send for free booklet that shows 
how to create favorable. impressions through principles of SCOTT PAPER 


modern washroom design. Or ask your Scott distributor for a 
copy. He’s listed in the Yellow Pages under “Paper Towels.” 


Scott UHA Towels + Scott Muiltifold Towels + Singlefoid Towels - ScotTissue 


Distributed through the leading paper merchants of America 
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UTICA 


et-Velemmcele) b- 


multiply your strength and skill! 


Finely balanced, tight-gripping, Utica pliers and wrenches make 

it easier to do the job. The tool itself, resting lightly and naturally 

in your hand, provides the “‘vise-like grip.’’ Strength without 

force reduces hand fatigue and skinned knuckles. Every Utica plier and 
wrench is drop-forged from fine steel and electronically induction 
hardened for greater durability. Over 170 different pliers and wrenches 
from stock. All tools backed by famous full guarantee. Confer 

with your Utica Distributor. He knows what’s new and best in tools. 


VSE OGTICRA...the tools the experts usel 


Hallmark of Quality since 1895 UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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ITALIAN SPORTSWEAR IMPORTER 
SAVES U.S. CUSTOMERS 10% 


[Sast OVERNIGHT SHIPMENT BY THRIFTY 
TWA AIR FREIGHT FROM MILAN TO 
PHILADELPHIA SAVES MONEY FOR U.S. 
CUSTOMERS OF AMIT 1.S., EXCLUSIVE 
AGENTS FOR FAMOUS MAVEN OF ITALY 
SPORTSWEAR. REDUCES OVERALL 
MERCHANDISE COSTS FOR WELL-KNOWN 
FIRM. ELIMINATES WAREHOUSING AND 
EXTRA INSURANCE EXPENSE. AND FAST, 
DEPENDABLE TWA AIR FREIGHT SERVICE 
ASSURES ON-TIME DELIVERY TO MEET 
BUYER'S DEMANDS! 





NEW SUPER SKY MERCHANT 
SERVES EUROPE 


[Sactest AND ONLY DIRECT, ALL- 

CARGO FLIGHTS BETWEEN NEW WT 

YORK AND ROME . ..SERVING int ASSURES FAST, ON-TIME 

LONDON, SHANNON, FRANKFURT, DELIVERY...BOOK YOUR 

PARIS, GENEVA AND MILAN! jl TT < SHIPMENTS ON TWA FLIGHTS 
IN THE UNITED STATES 

GALL TWA OR YOUR FREIGHT FORWARDER, AND OVERSEAS. 


OR WRITE: TWA AIR FREIGHT, 
380 MADISON AVE., NEW YORK !7,N.Y. 


All TWA Alghte ae Mail 
and Air Freight. Ako - —/N THE UNITED STATES - oe sacelll AWA 





TRANS WORLD AIRLINES 


1 CBA. - EUROPE -APRICA- A814 
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New addition 
to the line of 
Grinnell 
malleable 
iron 

angers 


Grinnell’s Malleable Iron G Clamp Hanger is a new addition 
to the line of Grinnell Pipe Hangers and Supports, the most 
complete line of any manufacturer. This hanger answers a 
long-felt need for support of pipe or conduit (up to 4 inches 
in size) where application can be made directly under 
structural steel. Every Grinnell Malleable Iron 

The saddle of the Grinnell G Clamp swivels. This permits Hanger offers ... 
pipe or conduit to be installed either parallel or traverse to 
the beam axis. Separate beam clamp, rod and pipe clamp are * Safety factor gf at least 5 
not required, thus saving cost of supports and installation 
time. 

Grinnell G Clamps are made of malleable iron with a 
ribbed design for added strength. The set screw has a * Homogenous metal composition 
hardened steel cup point for clamping rigidly to beam. Full throughout 
thread engagement is provided by the tapping through the 
upper jaw. Approved by Factory Mutual Laboratories for 
use on fire protection and plumbing systems. Especially 
recommended for hanging conduit. Maximum recommended 
loads are from 210 to 450 pounds, for the smallest to the 
largest sizes, with a ated aang of 5. 


Saddle swivels, permitting suspen- 
sion of the pipe or conduit at 
any angle in a plane parallel to 


the face of the supporting flange. AMERICA’S #1 SUPPLIER OF 
PIPE HANGERS AND SUPPORTS 


® Thickness of metal increased at 
points of concentrated stress 


® Extremely high resistance to 
impact and corrosion 


© Economy 





Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses and Distributors 





pipe and tube fittings * welding fittings * engineered pipe hangers and supports * Thermolier unit heaters ° valves 
Grinnell-Saunders ee valves * pipe °* prefabricated piping * plumbing and heating specialties * water works supplies 
industrial supplies Grinnell automatic sprinkler fire protection systems ° Amco air conditioning systems 
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New book tells full story of stainless 
pipe and tubing 





ad om - 70a © me» 


TRENT TUBE COMPANY 


If you use stainless or high alloy pipe or tubing, this 
new illustrated handbook was written for you. It’s 
58 pages big — packed with informative data that 
you'll refer to again and again. 

The table of contents is too long to list here, but 
it includes, for example, analysis and conversion 
tables, corrosion characteristics, weights, alloy prop- 


CON TOUT TRENT TUBE COMPANY 
-TRENTWELD, 


A Subsidiary of Crucible Steel Company of America 
GENERAL OFFICES: EAST TROY, WISCONSIN 
MILLS: EAST TROY, WIS.; FULLERTON, CALIF. 


erties, bending, joining and installation hints. 

We can’t. guarantee how long the supply will last. 
To be sure of getting your free copy, why not clip 
and mail the coupon now? 


Trent Tube Company 
East Troy, Wisconsin 


Please send me a copy of your new tubing handbook, 
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function 


for axial assembly 


for taking up end-play 





axial assembly 


radial assembly 





nomenclature 


basic 


inverted 


bowed 


beveled 


prong- 


bowed 
e-ring 





C) 


©) 


G 





series no. 


5000 


5100 


5008 


5108 


5001 


5101 


5002 


5102 


Cl 


5131 





application 


Internal for 
Housing Bores 


External 
for Shafts 


Internal for 
Housing Bores 


External 
for Shafts 


Internal fur 
Housing Bores 


External 
for Shafts 


Internal for 
Housing Bores 


External 
for Shafts 


External 
for Shafts 


External 
for Shafts 





range 


.250-10.0 


-125-10.0 


.750-4.0 


-500-4.0 


-250-1.456 


-188-1.438 


1.0-10.0 


1.0-10.0 


.094-.438 


-110-1.375 








function 


6.4-253.8 


3.2-253.8 


for radial 


19.0-101.5 


assembly 


12.7-101.5 


6.4-37.Q 





4.8-36.5 





25.4-253.8 





25.4-253.8 





2.4-11.1 


self-locking types 








nomenclature 


crescent 


e-ring 


reinforced 
e-ring 


interlocking 


circular self-locking 


triangular 
self-locking 


triangular 
nut 





CY 


¢ 


O 


& 


& 





series no. 


5103 


5133 


5144 


5107 


5005 


5115 


5105 


5305 


5300 





application 


External 
for Shaf 


External 
ts for Shafts 


External 
for Shafts 


External 
for Shatts 


Internal for 
Housing Bores 


External 
for Shafts 


External 
for Shafts 


External 
for Shafts 


With 
Threaded Screw 


External 
for SI 





in. 
range 


-125-2.0 


.040-1.375 


094 - .438 


469-3.375 


312-2.0 


.094-1.0 


.094-1.0 


.062-.437 


.077-.755 





mm. 





3.2-51.0 





1.0-35.0 





2.4-11.1 





11.9-85.7 





7.9-50.8 








2.4-25.4 


2.4-25.4 





1.55-11.1 

















GENERAL DESIGN PRINCIPLE: 
Tapered construction permits rings to 
maintain constant circularity and 
groove pressure. 


Series 5000 and 5100: Basic types for 
axial installation. Rings provide opti- 
mum groove strength. 

Series 5008 and 5108: Best clear- 
ances. Accommodate parts having 
large corner radii or chamfers. 


Series 5103: Best clearances. Secure 
against moderate impact, vibration. 
Series 5133: Provides high coupling 
shoulders; accommodates wide groove 
tolerances. Easy servicing. 

Series 5144: Reinforced E-ring. Five 
times more gripring strength, 50% 





Catalog RR 10-58. 





Waldes Truarc Retaining Rings 
are modern fasteners that 
solve a wide variety of design 
and production problems. 
Send for your new 24-page 


higher RPM limits than standard 
E-rings. 

Series 5107: High impact resistance; 
high coupling shoulders. Accommo- 
dates extremely high rotation and rela- 
tive parts rotation. 


Series 5001 and 5101: Resilient end- 
play take-up. Accommodate wide toler- 
ances. Recommended for pre-loading 
bearings. 

Series 5002 and 5102: Rigidly locked 
end-play take-up. Recommended for 
locking one race of parallel bearing 
assemblies. 

Series 5139: Rigidly locked into posi- 
tion by protruding locking tabs. Pro- 
vides high resilient end-play take-up 
with sliding tabs for uniform flexure. 


Cannot be forced from groove without 
destroying ring. Accommodates rela- 
tive parts rotation. Equally effective 
with round, square, rectangular or hex 
shafts. 

Series 5131: Provides high take-up. 
Recommended where clearances are a 
major problem. 


Series 5005, 5115, 5105 and 5305: 
Prongs dig into shaft, locking rings 
against movement in one direction. 


Series 5300: Spring tension locks parts 
assembled with threaded screws. 


Series 5555: Self-locking against move- 
ment in either direction by spring ten- 
sion. Since no groove is required, ring 
is adjustable to any position on shaft. 


©1958 Waldes Kohinoor, Inc. 


WALDES 


TRUARC 


RETAINING RINGS 


Waides Kohinoor inc., Long Iisiand City 1, N. Y¥. 


va 
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Aree the Newest 


BS0 service that 
can make you a 
better informed 


eee * ee 
. . o 
efe «@ © eet * 


Fast...Fast... Fast tracing information is now 
available to shippers and receivers, thanks to 
BazO0’s new...DOT...(Data On Tracing). Through 
ultra modern methods, B&O sales and service 
offices across the Nation are kept informed 

of car movements 24 hours a day. 


Ship via B&O and get the benefit of... DOT... 


Ask our man! 


\. ‘. ~~. . _* ‘ — 


BALTIMORE &@€ QHIO RAILROAD 
The line of SENTINEL Service—TIME SAVER Service—TOFCEE Service 
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MORE SKILL 
EVERY HAND 


Drop Forged 
“Cc” CLAMPS 
Model ‘'GS’ 


Make rugged jobs smooth 


Billings Shop Tools are made to smooth 
out rugged jobs—to make production 
lines move easier for skilled hands. 
They're designed for practical utility, 
drop forged to develop the utmost 
strength and are guaranteed by Billings. 
*c’" CLAMPS are only one of the 
many labor saving Shop Tools in the 
Billings line. Billings selected distributors 
also stock Adjustable Strap Clamps, 
Ball Pein Hammers, Spanner, Striking 
Face, Tool Post, Check Nut and “T”’ 
Handle Wrenches; also Socket Sets 
and Hendle Parts in popular size 
drives ...skilled hands like to use Billings 
Tools. 


BUY ’EM 
from your 


BILLINGS cutie 


eae 


WRENCHES 
SHOP TOOLS 


Since 1869 Tools and Forgings of Quality 


shown 


THE BILLINGS & SPENCER CO 
HARTFORD 1, CONN 
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FOB-=“tilosoty of buying” 





A REAL exercise in futility is 
shaping up in Britain. Some news- 
papers and commentators are lash- 
ing out at fashion that’s catching 
on with the young ladies of Lon- 
don— those long black stockings 
the gals in Paris, Rome, and New 
York have been affecting lately. 
“Vulgar, comic, and rather hid- 
eous” cried Gilbert Harding of the 
British Broadcasting television 
network. This is what will change 
a woman’s mind? Anyone who 
has had a mother, sisters, or 
daughters should know better. 
The stockings have at least one 
defender, however, and if every- 
one who wore them was con- 
structed more or less along her 
lines what a wonderful place this 
world would be! The gals could 


Way EXPEDITING will never 
become obsolete: trying to trace 
a package that had been mailed to 
us from an upstate city 150 miles 
from New York, we finally were 
put in touch with the shipping de- 
partment of the company in- 
volved. “Post office tells us it will 
take 17 days for the package 


“And now, gentlemen, . . . 


go around in laundry bags and we 
wouldn’t care. The black stocking 
champion of the British Isles is 
none other than gorgeous Kay 
Kendall. 

Small prediction: the latest 
feminine fad that’s bound to cause 
yowls and yelps among the un- 
imaginative is a wig-type con- 
traption that’s worn in place of 
a hat. If you have black hair you 
put a blonde curly wig over it, 
naturally. And if you have blonde 
hair, of course you. ... Well you 
know what we mean. So don’t be 
worried if the gal who starts to 
type your purchase orders on. 
Wednesday isn’t the girl who did 
it on Tuesday. She is. She just put 
her hat on to get ready for the five 
o’clock rush. 


(parcel post, special handling) to 
reach you,” The clerk laconically 
informed us. 

About the most sensible com- 
ment that came out of the whole 
mess was that of our secretary: 
“We could have walked up there 
and picked it up in less time than 
that.” 


PyROHASING 


the “boo boo” of the week .. .” 


PURCHASING 





T HE VAN CURLER Hotel in 

Schenectady, N.Y. has a breakfast AN NO U | C I N G 
menu that reflects an interesting 0° 2 Os 
view of the social and economic 
status of various important fig- 

ures in American industrial life. @ 

The smallest, cheapest breakfast 

(75¢) is called the Secretary. 

Each succeeding one gets heavier 

and more expensive. They are, in ® 

order, The Salesman, The Engi- A leo cas A tT) mifru im & ars 
neer, The Executive, and The In- 
dustrialist (price $1.75). By the 
time you’re an _  Industrialist 
(whatever that is) you're sup- 
posed to be strong enough, and 
rich enough, to have juice, fruit, 
cereal, eggs, pancakes, bacon, sau- 
sage and whatnot before you start 
the day’s work. 

Where’s the Purchasing Agent, 
you ask? Does he qualify for The 
Executive? It’s hard to say. The 
cynical might claim he has The 
Industrialist and lets The Sales- 
man pick up the check. We pre- 
fer to think he doesn’t waste any 
time around slow hotel dining 
rooms. Just grabs a quick bite at 
a local diner and gets about his 
business. 

@ * 


Ezra The Expediter, our de- 


mon digger of little-known but 
significant facts, has forwarded us 
a newspaper clipping with some 
interesting data on a recent visitor 

BUNTING BEARING ALUMINUM is the newest metal offered 
to the U.S. The = of the Soviet in bar form as a thoroughly good bearing material. 
espionage system in this country Available in 138 sizes of 13’’ tubular and solid bars, 
in 1943 and 1944, it says, was in Bunting Bearing Aluminum Bars are in stock now on 
the Russian Purchasing Commis- shelves of Bunting distributors all over America. 


sion, located in Washington. The If you are using a low priced bronze bar, this new Bunting 

group latched on to all kinds of Aluminum Bar will meet your need for high quality at low 

confidential industrial informa- cost. Thus the high quality Bunting Precision Cast 

inks aak ie ton” accord: i. Bronze Bar is augmented by the high quality Bunting 
a y e : ording Aluminum Bar, providing dependable bearing materials 

confessed spy Victor Kravchenko, covering the entire range of requirements. 

“a 5 don cor a a official. Ask your local Bunting distributor or write for catalog 

ea ss of the Soviet Pur- and literature. 
chasing Commission at that time 
in his capacity as People’s Com- Other Products Available from your Bunting Distributor 


misar for Foreign Trade: Anastas 866 stock sizes of Bunting Cast Bronze Bearings and 267 sizes of Bunting 

Mik Cast Bronze 13’’ Bars. 667 sizes of Bunting Sintered Oil Filled Bronze Plain, 
1 mere, Flange and Thrust Bearings and 84 sizes of Sintered 
It Ss some comfort at least to re- Bronze 62"' Bars. Ask for Catalog 58. 

port that no purchasing agents 343 sizes of Bunting Cast Bronze Electric Motor ASK HIM 

were among the U.S. businessmen Bearings for all motors. Ask for Catalog 258. Your Bunting dis- 


who put on a Let’s Not Be Beastly o tributor is listed in 
to the Bolsheviks show for this RB # the claceified see- 
nimble character. And nobody ue ing. prob ae 
suggested making him an honor- usually under 


ary member of a local association. BEARINGS, BUSHINGS AND SPECIAL PARTS OF "eS — Nk + bp 
, i CAST BRONZE OR SINTERED METALS. ALCOA® ALUMINUM BARS — 

(He’s a peddler now anyway. Be THE BUNTING BRASS AND BRONZE COMPANY, TOLEDO 1, OHIO Gronse. 

careful when you look at his BRANCHES IN PRINCIPAL CITIES 


line.) 











Copyright 1958 by The Bunting Bross ond Bronze Co., Toledo, Ohio 
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Hartford Special 


Pratt & Whitney 


18 LEADERS 


stake their reputations on 


U. S. Drill Head _ : Cleereman 


Leland-Gifford 








Fosdick 


American 


Howe & Fant 


CHUCKS 


Chicago Quadrill 


Commander 


A PARTNERSHIP IN PROGRESS 


Your industrial supply distributor makes it his business to know your business. He is 
always available and ready to fill your needs quickly, dependably and economically. 
When you need chucks, you can depend upon Jacobs and the Jacobs industrial 
supply distributor who works with you... your partner in progress through service, 


THE JACOBS MANUFACTURING COMPANY, WEST HARTFORD, CONNECTICUT 





Purchasing People in The News 





Curtis Manufacturing Company, 
St. Louis Division, St. Louis, Mo., 
has announced the appointment of 
Earl B. Boub as director of pur- 
chases. Mr. Boub was formerly di- 
rector of purchases of the Star 
Manufacturing Company, St. 


Earl B. Boub 


Louis. He will replace Timothy 
Levene, who died suddenly Janu- 
ary 30th. Mr. Boub is a past presi- 
dent of the Purchasing Agents As- 
sociation of St. Louis and also was 
a director of the National Associa- 
tion of Purchasing Agents. 


National Can Corporation, Chi- 
cago, Ill., announced the appoint- 
ment of Paul A. Reemsnyder as 
purchasing agent for the Central 
Division. Mr. Reemsnyder most 
recently was controller and pur- 
chasing agent at the company’s 
Cleveland, Ohio, plant. He had 
come to National Can in 1954 
from Visioneering Company, Inc., 
Cleveland, where he did produc- 
tion planning and scheduling on 
engineering development of prod- 
ucts and machinery. Before that 
he was manager of Mongol Chem- 
ical Company, Cleveland. 


Wisconsin Motor Corporation, 
Milwaukee, Wisc., has announced 
the appointment of George Whit- 
ney as assistant purchasing agent. 
Mr. Whitney, previously a buyer, 
has been with the firm for 16 


years. 


62 


Dean Nida has been named pur- 
chasing agent for the new Royal 
McBee Corporation portable type- 
writer plant being completed in 
Springfield, Mo. Mr. Nida moves 
to Springfield from Athens, Ohio, 
where he was assistant purchasing 
agent for the Royal McBee plants 
in that city. He joined his company 
in 1947 as a purchasing and re- 
ceiving clerk in Athens. In 1953 
he was appointed to the position 
he has left to take over his Spring- 
field post. Previous to joining 
Royal McBee, Mr. Nida was as- 
sociated with the Midland Mutual 
Insurance Co. of Columbus, Ohio. 


Wyman-Gordon Company, Ing- 
alls-Shepard Div., Harvey, Ill. has 
named Charles M. Demster pur- 
chasing agent for the company. 
He succeeds John H. Roe who has 
retired after 17 years service in 
the purchasing department. 


J. H. Williams & Co., Buffalo, 
N. Y., has announced the appoint- 
ments of John T. Schaner as pur- 
chasing agent and Frank J. Weber 
as assistant purchasing agent. Mr. 


John T. Schaner Frank J. Weber 


Schaner has held the position of 
assistant purchasing agent for the 
past five years and now succeeds 
the late J. P. O’Brien. Mr. Schaner 
had previously been in production 
scheduling and materials control. 
He is a member of the Purchasing 
Agents Association of Buffalo. 

Mr. Weber joined Williams in 
1946 as a milling machine opera- 
tor. Prior to his present appoint- 
ment he had been engaged in the 
company’s time study department. 
Mr. Weber is a member of the 
Niagara Frontier Society of In- 
dustrial Engineers. 


Wayne O. Vinson has been ap- 
pointed general purchasing agent 
of The American Laundry Ma- 
chinery Company, Cincinnati, 
Ohio. He succeeds John B. Patzold 
who retired after fifty years serv- 
ice. 


Frank M. Egan has been ap- 
pointed assistant procurement 
manager of Crouse-Hinds Com- 
pany, Syracuse, N. Y. Mr. Egan 


Frank M. Egan 


joined the company in 1947 where 
he worked in the customer service 
department. Later he became its 
manager. In 1957 he became an 
assistant purchasing agent. 


Tice B. Woodcock has been 
named purchasing agent of The 
Okonite Company, Passaic, N. J. 
Mr. Woodcock was previously as- 
sistant to director of purchases, 
Kenneth T. Gordon, who is re- 
signing from the company. John 
L. Fabiny has been named assist- 
ant purchasing agent. 

Mr. Woodcock has been associ- 
ated with Okonite’s purchasing 
operation since 1946 where he 
served as a buyer until becoming 
assistant to the director of pur- 
chases in 1956. Prior to joining 
Okonite, he gained experience at 
the Passaic and New York offices 
of the United States Rubber Com- 
pany and at the Standard Air 
Conditioning Company in New 
Rochelle, N. Y. 

Mr. Fabiny began his career at 
the Hazard Insulated Wire Works 
Division, Wilkes-Barre, Pa. in 
1925. He transferred to Okonite’s 
purchasing department in Passaic 
in 1946. 
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brazing 
materials 


Joining by brazing is one of in- 
dustry’s fastest growing assembling 
methods. Contributing to its growth 
are its versatility, speed, adaptability 
to line production and its unique 
design and fabricating advantages. 


This bulletin is a handy reference 
to brazing applications, procedures 
and the proper selection of brazing 
alloys for economically and effi- 
ciently joining copper and copper 
base metals. 






















'e Transformers 
Radiators 

Motors © 

Resistance Heaters 
‘Bus Bar Installations 
«Generators 

+ Heat Exchangers 

e Resistance Welders 
e Flexible Tubing 
Railway Equipment 


RAZING IS A FAST AND VERSATILE METHOD FOR MAKING 


HIGH-STRENGTH, HIGH-TEMPERATUR 


PICAL =. 7 4), lem Vad Bley Wale). b-> 


Water Coolers 

Air Conditioning Equipment 
Induction Heaters 

Marine Equipment 

Electrical Connections 
Brewery & Bottling Equipment 
Cooling Coils 

Copper Plumbing & Heating 
Refrigeration Equipment 
Aircraft & Missiles _ 

















E JOINTS 



































Brazing is as old as the art of metalworking itself. But 
until recent years it has been overshadowed by its more 
glamorous cousin, welding. Today, it is again taking its 
rightful place. The number of fabricated metal products 
assembled by brazing has quintupled in the last decade. 
And more and more cost-conscious, quality-minded 
manufacturers find brazing the optimum solution for 
joining metals to achieve high-strength, highly conduc- 
tive, low-cost joints. Automation, too, has entered the 
picture with the result that pushbutton brazing on con- 
tinuously operating machines is becoming standard pro- 
cedure in assembly operations in all industries. 


Westinghouse Brazing Alloys 


Westinghouse Phos-Copper® and Phos-Silver* brazing 
alloys are suitable for all brazing processes—torch, 
furnace, induction and resistance brazing. Their high 
phosphorus content gives them unique advantages for 
brazing copper, brass and bronze, but prohibits their 
use on ferrous metals and high nickel ferrous alloys. 
Phos-Copper, the original low-cost, low-temperature 
brazing alloy requiring no flux on copper was developed 
by Westinghouse more than a decade ago to replace 
expensive silver solders. Phos-Copper has proved itself, 
over the years, to be a fast and economical brazing 
alloy and is, today, saving thousands of dollars in a 
wide variety of applications, ranging from rockets and 
missiles to rotors and refrigerators. 

The newest Westinghouse Phos-Silver brazing alloys 
have lower melting ranges and are recommended for 
use when brazing temperatures and electrical conduc- 
tivity are factors. The entire family of Phos-Copper and 
Phos-Silver alloys exhibit excellent tensile strength and 
shear properties when properly applied. Joints have high 
electrical and thermal conductivity. However, these 
alloys should not be used in high sulphurous atmos- 
pheres at elevated temperatures. 


Versatile Selection 


Phos-Copper and Phos-Silver brazing alloys are availa- 
ble in strips, rods, rings and wire. Some alloys are also 
available in powder form. The strip form is often used 
when two flat parts are to be joined since strip may be 
placed quickly and easily between the parts and bond- 
ed by heat and pressure. Rings are recommended when 
many identical parts are to be brazed since they can be 
preplaced accurately and thereby achieve stronger, more 
uniform joints. 


Versatile, Economical Joining 


Westinghouse brazing alloys offer many inherent advan- 
tages. They are economical and easy to use. Their self- 
fluxing properties, low melting point, plus excellent 
capillary action and flow, make them ideal for all 
brazing processes and nearly every application. Westing- 
house brazing alloys are engineered to have tensile 
strengths, electrical conductivity and corrosion resistance 
equal to or higher than most parent metals being joined. 


*Trade-Mark 


Their low melting temperatures permit faster fabrica- 
tion with minimum heat distortion. End products are 
ready for use without costly cleaning operations. 


JOINT DESIGN FOR BRAZING 


In designing for brazing assemblies, sleeve and lap 
joints should be used whenever possible. Less desirable 
but satisfactory in some applications are scarf joints. 
Butt joints are not recommended for braze joining. 
Proper joint clearances mean stronger bonds, so all 
joints should be held to as close tolerances as possible. 
Too, it is always important to have clean, oxide free 
parent surfaces. 


Typical Brazing Joints 


L44 
Le 


— 





SCARF JOINTS 


Scarf joints should be fitted carefully and components held 
firmly together during the brazing operation. Surfaces should 
be cut or machined to form as acute an angle as the work 
allows. Uniform space width is maintained between members 
to insure even capillary flow of the brazing alloy 


SHEAR AND LAP JOINTS 


Shear and lap joints have high safety factors. Overlaps three 
times the thickness of the flat sheet produce joints which are 
stronger than the metals being joined. Proper joint clearance in 
laps and sleeves insures even capillary action of the alloys 


Easy Steps To Better Brazing 
Parts to be brazed should be cleaned 


thoroughly and free from oil, grease, dirt 
and oxide. 


1. Clean 


Surfaces to be joined should be placed 
and held with proper joint clearance in 
order to prevent movement during the 
brazing cycle. 


The entire joint area should be heated 
evenly and rapidly. If possible, the joint 
area should be brought up to brazing 
temperatures before applying the brazing 
alloy. Avoid concentration of direct flame 
on the brazing material. 


4. Finish Before further processing, the brazed 
joints should be inspected and excess flux 


should be removed. 





WESTINGHOUSE PHOS-COPPER AND PHOS-SILVER BRAZING ALLOYS 


Below is a quick-reference chart for the selection and use 
of Westinghouse Phos-Copper and Phos-Silver brazing 
alloys. Phos-Copper begins to melt at 1310°F and has a 
brazing range of 1350°F to 1450°F. It is a general-purpose 
alloy for brazing copper, brass and bronze. The Phos-Silver 
brazing alloys start to melt at 1190°F. Each particular 


Phos-Silver alloy is designed for a specific series of jobs. 
Should you require assistance in selecting the brazing alloys 
with chemical and physical properties best fitted for your 
particular applications, Westinghouse engineers will work 
with you. Contact Westinghouse Electric Corporation, 
Welding Division, Buffalo 5, N. Y. 


QUICK SELECTION TABLE — WESTINGHOUSE BRAZING ALLOYS 





Alloy 


Description and Uses 


Nominal 
Chemical 
Composition 


TEMPERATURES 





Liquidus 


Solidus 


Brazing 
Range 


Standard 
Packaging* 





Westinghouse 
PHOS-COPPER 
RODS, WIRE, 
RINGS, POWDER 


AWS Class— 
BCuP-2 


An economical, very fluid medium temper- 
ature, self-fluxing brazing alloy for copper. 
Withstands moderate vibration. 


Meets Specifications: 
eU. S. Navy (47-C-3-Mil-C-20158) 
e American Bureau of Shipping 
e Alternate for Mil. Spec. 47S13C 
(Mil-S-15395)—15% Silver Alloy 


Joint Clearance: .001” to .003” 


Phosphorus: 
7.25% to 7.35% 
Copper: Balance 


1450° F 
to 
1461° F 


1310° F 


1350° F 
to 
1500° F 


RODS: 
36” long, all sizes 
25-Ib cartons 
18” long, all sizes 


50-Ib cartons 
WIRE: 


Approx. 10-Ib coils 
RINGS: 1000 min 
POWDER: 

1-, 5- & 10-Ib cans 





Westinghouse 
PHOS-COPPER 
STRIPS 


AWS Class— 
BCuP-1 


A low-cost filler metal with wide melting 
range and low fluidity. Used primarily for 
preplacing in electrical connections with 
resistance welding or to supplement spot 
welding operations. 

Joint Clearance: .003” to .005” 


Phosphorus: 
4.80% to 5.20% 


Copper: Balance 
Max Impurities: 
0 


1640° F 
to 
1660° F 


1310° F 


1450° F 
to 
1700° F 


STRIPS: 


15-lb random 
coils 





PHOS-SILVER-2 
RODS, WIRE 


AWS Class—None 


A 2% silver alloy with comparable char- 
acteristics to Phos-Copper. Slightly lower 
liquidus temperature makes it ideal for 
special jobs where temperature is a factor. 


Joint Clearance: .001” to .003” 


Phosphorus: 

6.9% to 7.1% 
Silver: 

1.80% to 2.20% 
Copper: Balance 
Max Impurities: 

0 


1435° F 
to 
1455° F 


1350° F 
to 
1500° F 


RODS: 
36” long, all sizes 
25-Ib cartons 
18” long, all sizes 
50-Ib cartons 
WIRE: 


Approx. 10-Ib coils 





Westinghouse 
PHOS-SILVER 
RODS, WIRE, 
RINGS, POWDER 


AWS Class— 
BCuP-4 


A very fluid 6% silver alloy for close 
fit-up work. Lowest melting range of all 
phosphorus brazing alloys makes it ideal 
where temperature is a factor. Joints have 
excellent electrical properties and tensile 
and shear strengths. 


Joint Clearance: .001” to .003” 


Phosphorus: 

7.20% to 7.35% 
Silver: 

5.80% to 6.20% 
Copper: Balance 
Max Impurities: 

0 


1310° F 
to 
1330° F 


1275° F 
to 
1400° F 


RODS: 

36” long, all sizes 

25-lb cartons 

18” long, all sizes 

50-Ib cartons 
WIRE: 

Approx. 10-Ib coils 
RINGS: As required 
POWDER: 

1-, 5- & 10-Ib cans 





Westinghouse 
PHOS-SILVER-6M 
RODS, WIRE, 
RINGS 


AWS Class— 
BCuP-3 


A 6% silver alloy recommended for use 
where close fit-up cannot be maintained. 
Is very ductile and fills gaps and fillets 
without affecting strength. 


Joint Clearance: .002” to .005” and larger 


Phosphorus: 

6.05% to 6.20% 
Silver: 

5.80% to 6.20% 
Copper: Balance 
Max Impurities: 

0 


RODS: 
36” long, all sizes 
25-Ib cartons 
18” long, all sizes 
50-lb cartons 


WIRE: 


Approx. 10-Ib coils 
RINGS: 1000 min 
POWDER: 

1-, 5- & 10-Ib cans 





Westinghouse 
PHOS-SILVER-15 
RODS, WIRE, 
RINGS, POWDER 


AWS Class— 
BCuP-5 


15% silver alloy for use where close fit-ups 
cannot be made and joint ductility is para- 
mount. Similar to Phos-Silver-6M. 
Meets Specifications: 
e Military—(MIL-S-15395) 
e U. S. Navy—Bureau of 
Aeronautics (47S-13C) 
e Federal Agencies and U. S. Air Force 
(QQ-S-5610) 
Joint Clearance: .003” to .005” 


Phosphorus: 

4.9% to 5.10% 
Silver: 

14.8% to 15.2% 
Copper: Balance 
Max Impurities: 

0 


1465° F 
to 
1485° F 


RODS: 
36” long, all sizes 
25-Ib cartons 
18” long, all sizes 
50-lb cartons 
WIRE: 


Approx. 10-Ib coils 
RINGS: 1000 min 
POWDER: 

i-, 5- & 10-Ib cans 








Westinghouse 
PHOS-SILVER-65 
STRIPS 


AWS Class—None 





6% silver alloy with a wide melting range 
and higher melting point than Phos-Silver- 
6M. Its “mushy” flow makes it ideal for 
preplacing in lap joints particularly when 
ductility is required. 


Joint Clearance: .003” to .005” 





Phosphorus: 

4.90% to 5.10% 
Silver: 

5.80% to 6.20% 
Copper: Balance 
Max Impurities: 

{1} 





1575° F 
to 
1595° F 











STRIPS: 
15-Ib random 
coils 





* See Price List No. 26-930 for complete ordering data. 


NEED MORE COPIES? 


Make this bulletin part of the joining file 
used for design and product engineering as 
well as purchasing. Tell us how many copies 
you need. No obligation, of course, for the 
quantity you can use. Complete prices will 


also be included. 


Welding Division 


Westinghouse Electric Corporation 
4454 Genesee Street, Buffalo 5, New York 


PRINTED IN U.S.A 








Highlights of This Issue 





“ Will They Miss You When You're Gone? 


The man bank examiners suspect first is the one 
who never takes a vacation. The P.A. who “just 
can’t get away from the office” isn’t necessarily 
dipping his fist in the till, but there’s good reason 
to guess that all is not well in his department. A 
real executive has his affairs so well-organized 
and his people so well-indoctrinated that they 
don’t need his constant attention. Stuart Heinritz, 
continuing his series on the role of purchasing in 
industry, examines the “indispensable P.A.” idea 
in the light of modern management principles. 
See p. 71. 


“ How To Train A Buyer 


If you have more than a one-man department, 
sooner or later you'll be faced with a replacement 
problem. This may involve training a man com- 
pletely new to purchasing. A midwestern com- 
pany’s successful system for making buyers from 
trainees in 12 weeks offers some interesting ideas 
and suggestions on which you can build your own 
program. See p. 78. 


“ When Customers are Vendors 


Reciprocity is a term that used to lift many an 
eyebrow and raise many a hackle in the pur- 
chasing profession. With good cause, too. As 
practiced not so long ago it was merely a shake- 
down way of doing business that simply reduced 
purchasing to clerkdom. There are other, more 
intelligent and realistic ways of practicing rec- 
iprocity. See p. 80. 


“ Food for the Thoughtful P.A. 


As always, we have a number of features de- 
signed to keep purchasing men thinking and 
arguing about various aspects of their jobs. Don’t 
miss these: Letters—A standardization expert 
rebuts a recent attack on standardization; New 
& Notable—a quick look at three ideas of interest 
to purchasing. 


Photo Credit: Page 88, International Ladies Garment Workers Union. 





Coming in Future Issues 


Watch for the special Value Analysis 
Issue. Publication date: June 8, 1959. A 
comprehensive study of applied value analy- 
sis—how it works, how it pays off. 
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speedy 
fastener 
Ca service 


RIVETS + NAILS 
THREADED PARTS 


In Between Sizes ¢ Lengths to 
7 Inches « Close Tolerances ¢ 
Special Heads « Any Metal 
including Monel « Inconel ¢ 
Stainless 


FAST DELIVERY... 
SHORTor LONG RUNS... 
DESIGN ASSISTANCE 


Over 250 wire sizes in stock—from 
-024” up to %” diameter—in 30 
alloys .. . all geared to meet your 
requirements quickly to our usual 
high quality standards. 


MANUFACTURERS 
SINCE 1850 


sonn Hassall inc. 
P. O. Box 2268, Westbury, 
Long Island, New York 
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Compact central power control—with Vacu-Break protection 


BullDog Vacu-Break® Power Panels provide the efficient, 
VACU-BREAK HEAD economical way to centralize lighting and power distribution. 
One compact panel controls a host of lights and motors... 
saves space .. . provides real circuit flexibility. 


CLAMPMATIC SPRING 


Sere BullDog Power Panels are prefabricated . . . switch units are 
CENTER INSULATING BARRIER quick-make, quick-break, standardized and interchangeable. 
Units are available from 30 to 600 amperes. It is simplicity 
hipaa aie ce itself to convert the panels when circuit requirements change. 


a 
STATIONARY LINE SIDE JAW ' ’ 
ss th Exclusive Vacu-Break control snuffs arcs quickly . . . Clamp- 


matic® action assures bolt-tight switching connections— 


VACU-BREAK CONTROL snuffs arcs im- longer equipment life. For safety’s sake—and superior per- 
mediately when breaking circuits under load. formance—specify BullDog Vacu-Break Power Panels. 

The enclosed head limits the oxygen available 

during the brief arcing period. Closeness of 

the head material causes the arc to cool and 


extinguish quickly. ‘‘Double-break" action G BULLDOG ELECTRIC PRODUCTS DIVISION 
reduces the distance the Vacu-Break head i g i-T-E CIRCUIT BREAKER COMPANY 
® 


must travel before the arc is extinguished. In BOX 177 ¢ DETROIT 32, MICHIGAN 
addition, Clampmatic action assures bolt-tight 


contacts, accelerates breaks. In Canada: 80 Clayson Rd., Toronto 15, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 
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Who Worries 
Most 


About Value? 


PURCHASING MAGAZINE 
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Tue MAN from the advertising agency offered the same old 
dreary argument. He had ’phoned in for an explanation of 
value analysis for a client and then when he got it objected 
that it wasn’t rightfully an activity of the purchasing depart- 
ment. It belonged, he said, more properly in design en- 
gineering. 


' This doubter was given, as many others have been, a careful 
explanation of the logic in having value analysis programs 
directed by purchasing. He was told that purchasing claimed 
no monopoly on value analysis; on the contrary, purchasing 
is the first to admit that any cost reduction program requires 
team effort by purchasing, engineering, production, sales and 
in most cases suppliers. It’s purchasing’s unique position and 
function in a company, our argument went, that makes it the 
logical choice to direct the program. And we explained the 
position. The ad man seemed satisfied. 


The crusher came only a few hours later. Two more vocifer- 
ous doubters were heard from. But this time they were neither 
ad men nor engineers. They were purchasing agents partici- 
pating in an association forum meeting on value analysis and 
they said frankly they were at a loss for arguments to con- 
vince management (and themselves) that control of value 
analysis belonged in purchasing. 


We thought up to now that the major concern was to resist 
the encroachments of those who would establish separate de- 
partments of “value engineering” and cut purchasing out of 
value analysis. (See the editorial, “The Claim Jumpers,” p. 57, 
PURCHASING Magazine, Aug. 18, 1958.) It appears now that 
a primary need is for continuing education and indoctrination 
of our own people. If they are uncertain about their own 
responsibilities and doubtful about their own claims to the 
leading role in value analysis, who can blame the claim 
jumpers for moving in? 


Their first lesson could well take the form of a simple 
question and answer period. These are the questions: Which 
is the most cost-reduction-oriented department in any com- 
pany? Which department is in the most strategic position to 
analyze all the needs of all the company? Which department 
has the widest contacts with vendors and the greatest know- 
ledge of what they have and what they can do to lower costs? 


There’s only one answer to all three. Anyone who knows 
it knows why value analysis belongs in purchasing. 


huf Vill 
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Buyers Guide to Ryerson Stainless Stocks & Services 


Here’s a quick guide to the nation’s larg- 
est stocks of stainless steel—2,351 sizes, 
shapes, types and finishes of stainless in 
stock at Ryerson. 
_ This wide selection assures you of get- 
ting the best stainless for every applica- 
tion. Extra care in storage, handling and 
shipping—such as padded shear clamps 
to protect finish and flatness of sheets, 


guards the high quality of Ryerson stain- 
less stocks. And in addition, the help of 
full-time stainless specialists is yours 
when you call Ryerson. 

See your Ryerson catalog for a com- 
plete listing of stocks and call your near- 
by Ryerson plant for quick shipment of 
stainless—any type or size—one piece or 
a truckload. 


PLATES—availabie in 9 analyses including 
plates to Atomic Energy Commission require- 
ments and to ASTM specifications for code work. 
Also low carbon types for easy welding. 


RINGS AND DISCS — Machine cut to 


your order. This service assures size accuracy, 
smooth edges, flatness and unaffected corrosion 
resistance in a lower-cost, ready-to-use product. 


SHEETS —11 analyses of Allegheny stain- 
less sheets in stock including nickel and straight 
chrome types. Also extra wide sheets to reduce 
welding costs, expanded and perforated sheets. 


HEADS—as.me. flanged and dished heads 
in types 304, 304L, 316 and 3161 are on hand 
in large quantities, and in a wide range of 
gauges and sizes. 


BARS AND ANGLES — rounds, squares, 
flat’s, hex's and angles in 8 types including 
free-machining bars with both analysis and 
mechanical properties controlled. 


~ — 


PIPE AND TUBING —tight wots, stang- 


ard and extra heavy pipe, ornamental and reg- 
ular stainless tubing. Also screwed type and 
welding fittings and Cooper stainless valves. 





I-v- BM 
Increased Value in Buying Metals 
Ask about this Ryerson Plan for 1959 


RYERSON STEEL 


Member of the <> Steel Family 








NATION’S MOST COMPLETE SERVICE .. . ON STEEL... ALUMINUM... . PLASTICS . . . METALWORKING MACHINERY 
SERVICE CENTERS IN PRINCIPAL CITIES COAST TO COAST 


For More Information Write No. 201 on Inquiry Card—Page 36 
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Are You the 
Indispensable P.A.? 


There’s such a thing as being too good at your job. If you have 
too much control over your department, if everything hinges on 
what you alone decide, you aren’t doing your job properly even 
if your department is the model of efficiency. The true test of 
the head man in purchasing is how well his department runs when 
he’s not there. It’s the function—not the man—that’s important. 


By Stuart F. Heinritz 


T HE HEAD of a purchasing department (or 
any other department, for that matter) who prides 
himself on a super-personalized type of executive 
performance may be somewhat disillusioned to 
learn that the management experts frequently 
give him a much lower rating on the job than 
he feels he deserves. 

Often as not, he’s a fellow with many fine 
attributes, both as a buyer and as an administra- 
tor. He knows his job so thoroughly, and keeps 
so closely in touch with what is going on, that 
he is able to exercise well nigh perfect control 
over every phase of the activity. He knows how 
things should be done, and sees to it that his de- 


The real test of a purchasing executive is the 
way his department operates when he’s away. 
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partment runs smoothly and efficiently. 

He is a man of decision, with a ready solution 
for any problem that may arise within the scope 
of his responsibility. He is his own trouble shoot- 
er; he follows through and gets things done. He 
has the respect of his associates and his subordi- 
nates because they know that, if occasion de- 
mands, he can step in instantly and competently 
into any position in the department. So far as the 
company is concerned, he’s “Mr. Purchasing.” As 
long as he’s around, there’s no need to worry. 
Leave it to him, and you are assured of high 
quality service. 


When the P.A.'s Away 

However, according to the management author- 
ities, the real test of the department is what 
happens when he’s not around. It’s the function 
that matters. The function is indispensable, but 
not the man. Whenever the function and the man 
are too closely identified, in a single person, the 
function is highly vulnerable. 

From the standpoint of company management, 
this viewpoint makes a lot of sense. It is so con- 
vincing that quite a few companies nowadays 
make it a point to see that their key executives 
periodically get away from their primary jobs, 
for the express purpose of testing the competence 
of the functional organization and the capacity 
for succession. Vacation leaves are made manda- 
tory. Extended field trips are encouraged. Special 
projects are assigned—sometimes even invented 
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Successful delegation depends on a clear statement of policy... 


—to provide what is equivalent to a leave of 
absence from the executives’ nominal duties. 

If this seems like a waste of specialized talent, 
it has an important compensating advantage. For 
in the absence of the responsible individual, it 
puts the spotlight on three vital phases of his 
administrative responsibility — policy, organiza- 
tion, and training. And if there are deficiencies 
in any of these areas, corrective measures can 
be taken before such deficiencies create more 
critical emergencies. 

These principles are just as important in the 
small department as in the large one. Indeed, in 
the small department the problems may be harder 
to resolve for the very reason that personnel is 
limited and greater functional responsibilities rest 
directly in each individual. 

The “leave of absence” technique may not be 
practicable under these circumstances, from the 
manpower angle alone. But even in the two-man 
department, if the P.A. can’t get away from his 
desk without his absence affecting the purchasing 
program, he and his management ought to do 
something about it promptly. And the remedies 
are the same—policy, organization, training. 

The indispensable P.A, would do well to heed 
management’s insistence on those three factors 
as a basic part of administrative responsibility. 
For through neglect of those factors he forges the 
chains that bind him to his desk. He is quite 
likely to find himself so indispensable in that 
position that he is unable to broaden the scope 
of his service or to break away when advance- 
ment beckons. 


Basic Policy 

Policy is the framework within which consistent 
decisions are made and effective action is taken. 
Our indispensable P.A., like any responsible exe- 
cutive, has a policy, and presumably a sound one. 
That’s what makes it possible for him to come up 
so promptly with decisions and to direct depart- 
mental activities toward the desired ends. But 
he is remiss in his failure to define that policy 


The indispensable P.A. has the knack of 
making prompt, sure decisions. 


and commit it to writing for everyone to under- 
stand and follow. Consequently, whenever a de- 
cision is required—even on the simplest problem 
—he is the only one who can make it. So he 
spends a lot of time making the same decisions 
over and over again. With proper guidance and 
authorization, his assistants and subordinates 
could make them just as well. This would leave 
him free for more constructive administrative 
activities. 

Don’t blame the assistant for not taking policy 
into his own hands, or guessing what policy should 
be in any given instance. Such direction is a part 
of administrative responsibility. 

A clear statement of policy is the only effective 
means for delegating authority. It is the positive 
means of control, assuring that decisions and 
actions will be consistent and in accord with 
judgment at the top. It is the foundation for 
“management by exception”, which represents 
the most economical use and conservation of exe- 
cutive talent and effort. Most important in this 
discussion, it sets up the function with minimum 
dependence on the individual. Having set the 
policy, the P.A. and his company can have con- 
fidence that departmental operations, the day-to- 
day decisions and actions, will go on competently 
whether the department head is at his desk or not. 

















In the well-organized department, there’s 
always an assistant who stands ready to 
take over. 


Assigning Responsibility 

Organization, implemented by personnel, is the 
key to reliable departmental performance. It fixes 
the responsibility for carrying out every necessary 
detail of the operation in an orderly manner. 
Each person knows just what his duties are, and 
these duties add up to total performance. But 
again, the specific duty or function is tied up with 
the individual. The organization plan must pro- 
vide for a secondary assignment or succession of 
responsibility for each phase of the operation. 
Otherwise the absence or displacement of any 
individual creates a gap in the orderly procedure. 

In any fairly sizable department, where there 
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is a clearly defined “line”. organization indicating 
logical succession, or where the various activities 
—buying of specific commodity classifications as 


The P.A. has an opportunity to observe 
potential successors as they come up the 
departmental ladder. 


well as auxiliary duties within the department— 
are assigned to a group or section instead of to 
an individual, this presents no serious problem. 
The assistant, or junior buyer, stands ready to 
take over. Continuity of operation is maintained. 

In the small department, where the specific 
functions and responsibilities are necessarily 
identified with a specific person, without the bene- 
fit of organization in depth, some other provision 
must be made. If our indispensable P.A. is on 
hand, he can of course make the decision and the 
assignment as the need arises. But just as he can 
improve administrative performance by defining 
policy, he can improve it by defining alternative 
responsibility in advance. 

Sometimes this can be done simply by “pairing 
off” the buyers, provided the work load is not 
too heavy. Sometimes it involves the designation 
of an understudy for each desk or function, from 
among other departmental personnel. In either 
case, there is opportunity for whatever special 
training may be required, and there is assurance 
of continuity of performance. 

One mark of the well administered department 
is that there is never a question as to getting the 
job done or who shall do it, and that the person 
on whom this responsibility rests is reasonably 
prepared to shoulder it. The department head who 
strives intelligently to build a winning team 
shouldn’t be obliged to double as a utility infielder 
and shouldn’t experiment with impromptu pinch 
hitters to keep the team going. 


Continuity of Leadership 

With the proper definition of policy and organ- 
ization, the department head has the best possible 
assurance that the job will be done as he wants 
it done. There is no need for personal supervision 
at every turn. To this extent the department head 
is ready to meet the “leave of absence” test of 
administrative competence. But routine operation 
is by no means all there is to his executive posi- 
tion. There remains the very important factor of 
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his own function, embracing leadership, over-all 
responsibility for the purchasing program, rela- 
tionships with top management and with other 
departments, participation in company councils, 
policy making, planning, and dealing with the 
exceptional and unforeseen circumstances that re- 
quire decision and action beyond stated policy. 

One of the prime reasons for fixing policy and 
operative responsibility is to leave the department 
head free to concentrate on these larger aspects 
of his job. These are the functions that are identi- 
fied with him and with his position. What happens 
in these areas when he is away, for a day or for 
a month? Management is concerned about the 
continuity of that leadership. It should be a con- 
cern of the department head as well. 

Presumably the P.A. has an understudy or as- 
sistant. But at this level of organization, the 
record of succession is not altogether impressive. 
Many companies having an established and gen- 
erally adequate policy of promotion from within 
the ranks nevertheless feel impelled to seek exe- 
cutive replacements from the outside when the 
top position becomes vacant. 

The evidence in such cases strongly suggests 
that the fault lies not in the principle of orderly 
promotion, all the way, but in a common failure 
to have the right man ready at the right time. The 
qualifications for departmental leadership are of 


THE BODY SNATCHERS 


Whenever a top executive position has to be 
filled, many companies feel impelled to get 
replacements from the outside. 


a higher order, and a different order, than those 
for the operating assignments. If the individual 
in line lacks the qualifications to take that last 
step up the ladder, the man at the top must surely 
share the blame. 

There are many excellent assistants who are 
damned with the designation, “a good No. 2 man,” 
because they lack that spark of potential stature 
and leadership that would qualify them for the 
No. 1 spot. Their limitations are not necessarily 
their own fault; rather, they are to be commended 
for having made the most of the abilities they 
have. It may be very comfortable to have such a 
man around; every Crusoe needs his man Friday. 
But having such an understudy does not build 
for the future, and it does not meet the “leave of 
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Seniority in itself is not a qualification for leadership... 


absence” test. It is a failure on the part of the 
department head to provide organization in depth 
at the very point where it is most needed. When 
the time for succession arrives, management has 
the regrettable and unpleasant duty—but still a 
duty to the company—to pass him by. 

In any department with good line organization, 
with clearly defined channels of authority and 
promotion, the mechanism for continuity is pres- 
ent. But it is not automatic. Seniority in itself is 
not a sufficient qualification for leadership, nor 
should it be so considered. In a business system 
based on individual opportunity, we like to be- 
lieve Napoleon’s declaration that every grenadier 
carries a field marshal's baton in his knapsack. 
Unfortunately, experience does not support that 
generalization. There was only one Napoleon, and 
his empire fell with him, 

There is, of course, opportunity for observation 
and selection as good men come up the depart- 
mental ladder. If the field of choice is wide 
enough, and if the original recruitment has been 
sound, the chances are favorable that executive 
talent will be found in the ranks and can be 
cultivated. But somewhere along the line these 





Index of Purchasing Articles 


Single copies of PURCHASING Maga- 
zine’s 1958 Editorial] Index are now 
available. The index contains a complete 
listing, by subject and author, of all 
major editorial articles that appeared 
in the 26 issues of Purchasing during 
1958. 

The articles are grouped under these 
general headings: Cost Reduction, Value 
Analysis and Purchasing Research; 
Economic Factors in Purchasing; 
Forms, Procedures, Office Equipment 
and Administration; Inventory Control 
and Stores Operation; Materials, Prod- 
ucts, Processes, Equipment; Regular 
Features; Purchasing Policies; Pur- 
chase Law; Purchasing, General; Pur- 
chasing and Management; Relations 
With Other Departments; Relations 
With Suppliers; Standardization; Traf- 
fic and Transportation; Training, Edu- 
cation and Selection of Personnel. 

For your copy of this valuable guide 
to new developments in purchasing 
simply drop a card or letter to: 


Edit. Dept.—Index Sect. 
Purchasing Magazine 
205 E. 42nd St., New York 17, N. Y. 











men have to be recognized and tabbed as the 
potential leaders of tomorrow. Then, if they meas- 
ure up to that appraisal, along with their im- 
mediate job training they must be given the op- 
portunity to develop and exercise executive skills 
and the guidance to familiarize them with the 
responsibilities of the job ahead, that they may 
be ready. 

In fact, when we look at continuity of leader- 
ship in the longer view, seniority—the accident 
of age—may actually work in reverse, for each 
man must work in his own time. Some years ago, 
a man who had built a strong purchasing depart- 
ment from scratch for a highly successful manu- 
facturing company took an objective look at the 
organization he had created, and a look ahead. 
He was immensely proud of his department, of 
its people, and the job they were doing. And it 
was truly his department, in every sense. It bore 
the stamp of his personality, his professional 
standards, his purchasing philosophy, and his ex- 
ecutive direction. It was well esteemed by the 
company management. They let him run it pretty 
much as he pleased, and he knew that the job was 
his for as long as he wanted it. So great was his 
pride in this accomplishment that it disturbed 
him deeply to realize how intimately it was bound 
up in one indispensable man, even though that 
man was himself. 

He had a number of able associates of his own 
generation who had grown up with the depart- 
ment and might be capable of taking over. But 
he expected to be around as long as any of these, 
so that was not the answer. Instead, he concen- 
trated his attention on a promising assistant some 
dozen years his junior, tested his capacities of 
ability and initiative, and brought him along as 
rapidly as the younger man was able to take 
responsibility on merit, with maturing experience 
and judgment. When this man was eventually in- 
stalled as a personal assistant, he saw to it that 
newcomers to the staff possessed, among other 
qualifications, a suitable age range to project that 
plan and potential still farther into the future. 


“No One Is Indispensable" 

When, in the course of time, this P.A. elected 
to step aside some years ahead of mandatory re- 
tirement, and management protested that he was 
irreplacable, he could say with all honesty: “You 
are generously overestimating me, for no one 
is indispensable. At the same time, you under- 
estimate me, for I would not feel that I had done 
my job unless I had some one ready to take over. 
I do not presume to name my own successor, but 
if you will take my recommendation, the company 
will be set for another dozen years just as com- 
petently as if I were to stay on and I shall be 
very happy about it.” 

P.S.: The younger man has that job today, and 
everybody is satisfied. 
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Director of Purchases Andy Hopple 
is a firm Believer in a formalized 
approach to evaluating vendors. He’s 
found that having an evaluation 
program improves vendor service. 


a 

ENDORS PERFORM BET- 
TER when they know they’re be- 
ing evaluated objectively,” de- 
clares Andy Hopple, director of 
purchases for Nutone, Inc., Cin- 
cinnati, Ohio. 

This is why each of Nutone’s 
six buyers evaluates his own ven- 
dors on both quality and delivery. 
The evaluation procedure is quite 
simple. It requires just two forms. 


Discuss It With Vendor 


Quality is extremely important 
to Nutone’s production of chimes, 
fans, hood fans, and many types of 
appliances. So buyers attempt to 
make Nutone’s 200 or so vendors 
quality conscious. “One of the best 
ways to do this,” says Hopple, “is 
to discuss with the vendor his 
quality performance as shown by 
his quality performance record.” 

The quality performance record 
(see cut) is made up by the qual- 
ity control department. It lists 
each shipment from the vendor. 
Indicated on the report is the 
action taken on the shipment: 
accepted, rejected, or accepted 
though not according to specifica- 
tions. 

At the end of each quarter, 
the vendor is given a rating. The 
rating, expressed as a percentage, 
is derived by dividing the number 
of shipments accepted less those 
accepted (though not according to 
specifications) by the total num- 
ber of shipments for the quarter. 
For example, if the total number 
of shipments for the quarter is 68; 
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A Two Form System for 


Evaluating Vendors 


= 
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Nutone’s buyers use this report form to evaluate a vendor’s quality per- 
formance. The report, which is made up by the quality control department, 
shows whether the vendor is meeting quality requirements. 


the total accepted 66; and the total 
accepted though not according to 
specifications is 2, then the rating 
is: (66 — 2)/68, or 94.1%. 


Delivery Evaluation 


The other part of Nutone’s ven- 
dor rating program concerns de- 
liveries. The buyers evaluate de- 
livery performance on the basis 
of the vendor’s delivery record as 


shown on the traveling requisi- 
tion.Vendors are repeatedly re- 
minded of the importance of on- 
time delivery. And if the case 
arises where a vendor is habitual- 
ly late, Hopple will sometimes 
write a letter to the sales manager 
or president of the vendor’s com- 
pany, pointing out the interde- 
pendence of Nutone and vendor. 
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When Purchasing 


Is in Charge... 


There’s no doubt that the purchasing department 
at McCormick and Company has received manage- 
ment recognition, And there’s no doubt that this 


has helped it do an outstanding job of handling 
a particularly difficult procurement operation. 


Lester JONES’ position in 
McCormick and Company reflects 
top management’s opinion of a 
man and of a function. 

Director of Purchases Jones is 
in the top operating group of the 
company. His responsibilities go 
far beyond purchasing and inven- 
tory control. As a member of all 
important company committees he 
takes part in decisions on pricing, 
marketing and development of 
new product lines. 

Purchasing’s significant role is 
based on two things: the famous 
Multiple Management system de- 
vised in 1932 by Charles P, Mc- 
Cormick, and the realization that 
good buying can mean the differ- 
ence between profit and loss. 


Much More Than Buying 


Themes of the McCormick man- 
agement philosophy are represen- 
tation and participation. A system 
of boards enables employees at 
every level to discuss company 
problems and offer recommended 
solutions to management. As ex- 
expressed at a recent meeting of 
the American Management Asso- 
ciation, it is “simply democracy 
in business,” 

Purchasing’s contribution goes 
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far beyond buying because of the 
amount of money it spends on 
highly sensitive, volatile commod- 
ities. Before McCormick prices a 
new product, or even starts re- 
search on one, it must count on 
purchasing for data on the long 
range supply and price outlook 
of the basic raw material in that 
product. It expects purchasing to 
analyze the probable position of 
competitors on price and supply of 
the material. 

Consider the situation in one 
of McCormick’s most important 
commodities—pepper. In 1950, the 
wholesale price jumped from 12¢ 
a pound to close to $3.00 per 
pound. In ’54 and ’55 it hit 50¢ 
a pound. In ’57 it hit 30¢. It’s now 
around 20¢. “It takes an alert 
P.A. to stay on top of a situation 
like that” according to Jones. 
“When you buy a thousand tons 
of pepper a year under those con- 
ditions you have to watch your 
step. It you’re off by ten cents a 
pound you can endanger your 
company’s whole profit position.” 

Overall procurement and in- 
ventory policies and objectives are 
set by the Procurement and In- 
ventory Committee, made up of 
Jones, the director of finance and 
the controller. Originally it had 


Director of Purchasing Lester Jones keeps 
in daily contact with the leading spice 
markets of the world. 


been set up to meet regularly but 
experience showed that more flex- 
ibility was needed. It now meets 
as necessary—at intervals of two 
weeks, two months, or even two 
days if the situation demands it. 

Jones keeps a daily inventory 
and commitment record on major 
items (black pepper, tea, vanilla 
beans, etc.) on his desk. Any 
political changes in such hot areas 
as Formosa or Indonesia are 
watched carefully from day to 
day, in addition to the usual mar- 
ket fluctuations. When develop- 
ments occur rapidly decisions to 
tie money up in long-range com- 
modity contracts must be made 
quickly. So purchasing’s informa- 
tion must be accurate and up-to- 
the minute. 


Promotion from Within 


Written reports are kept to a 
minimum. “We try to make our 
progress reports verbally” says 
Jones. “We found we were dupli- 
cating information and wasting 
time when we tried to put every- 
thing on paper. It’s surprising the 
amount of useless work you can 
eliminate by questioning the need 
for every written report.” 

An important aspect of the Mul- 
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McCormick’s delightful reception room—Friendship Court—is another aspect of the 
company’s human relations program. It’s a reproduction of an old English inn, facing 
on busy Baltimore harbor, and staffed with charming hostesses. 


tiple Management system is pro- 
viding a chance for employees to 
advance within the company. Pur- 
chasing’s approach is to have two 
McCormick-trained men for each 
position. 

Buyer trainees spend a part of 
every day in some other depart- 
ment, and spend the rest of the 
time working with regular buyers. 
They are checked regularly to see 
what progress they are making 
and given further training in par- 
ticular departments when this is 
called for. The trainee is observer 
as well as observed. Jones receives 
reports from him on where he has 
been and what he has seen as well 
as from the heads of departments 
that have helped train him. 

Jones maintains the same close 
relations with all members of his 
department that he has with top 
management. In addition to regu- 
lar department meetings, he holds 
personal conferences with every 
individual about once every three 
months. On both occasions he en- 
courages suggestions and out- 
spoken opinion on any problem 
that relates to the person and the 
company. 

“The biggest job” he says, “is 
developing mutual respect among 
people. The whole concept of Mul- 


Marcu 30, 1959 


tiple Management is based on 
sound human relations at all 
levels. Harmony must prevail in 
any good organization, and par- 
ticularly in purchasing above all 
others. You can establish budgets, 
schedule materials, analyze val- 


ues, and standardize. But who will 
carry out these programs? It can 
only be done most efficiently by 
people who have pride of owner- 
ship and participation, who know 
they can build a good future in 
an organization.” 


Value Analysis: How It Works, How It Pays Off 


More expert help on value analysis is coming your way. Each 
year PURCHASING Magazine has issued a special annual Value 
Analysis Edition. And each new edition has been acclaimed as 
a basic reference for anyone interested in this important pur- 
chasing technique. Now another significant addition is to be made 
to this authoritative bibliography: the June 8, 1959 edition, Ap- 
plied Value Analysis—How It Works, How It Pays Off. 

The issue will feature a practical exercise in the application 
of value analysis ideas and techniques. The editors of PURCHAS- 
ING Magazine will go through the whole value analysis concept 
using actual products. They will demonstrate the latest methods 
for organizing a value analysis program, and for analyzing parts, 
materials and processes. Every method used by the editors in 
this special project will be applicable to companies both large 
and small. 

Don’t miss the latest and best information on value analysis 
in PURCHASING’s June 8 issue. Additional copies of the issue 
will be reserved for you if you order now. Special pre-publication 
price: $1.00 per copy. After publication, price of the issue will 
be $1.50. 





Director of Purchases Senyard (right) explains assembly of a Lyon product 
to trainee Ted Landgraf. Former trainee K. I. Mode (left) is now assistant 


purchasing agent. 


From ‘Trainee to Buyer 


In ‘Twelve Weeks 


A step-by-step review of an intensive training program 
that has helped the purchasing department of Lyon Metal 
Products increase its effectiveness and prepare for the 


future. 


- 

OU’VE just finished a 12- 
week training program in pur- 
chasing. It’s taken you through 
many departments linked to the 
purchasing function, and _ has 
dwelled on many aspects of your 
job. We hope we have given you 
a clear insight into the influence 
of purchasing on your company’s 
future, your fellow employees, 
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our suppliers, our customers and 
our community.” 

With these words, you might 
informally “graduate” from the 
basic training course given to new 
purchasing employees of Lyon 
Metal Products, Inc., Aurora, IIL 
It has been explained to you that 
the avenues to promotion in pur- 
chasing are open to anyone with 


ability. You know the average age 
of second-line executives ready to 
step up to top position at Lyon , 
is 35. 


First Week 


Behind you is an intensive pro- 
gram that started with an inter- 
view with Director of Purchases 
S. C. Senyard. He outlined, pur- 
chasing policy and the general ob- 
jectives of the company. You 
learned that Lyon purchasing is 
centralized at Aurora—that it 
negotiates for another plant in the 
East, three warehouses and 15 
dstrict sales offices. You learned 
that centralized purchasing re- 
duces personnel cost by eliminat- 
ing duplication and overlapping 
functions; that combining pur- 
chases means savings in materials 
costs. The director of purchases 
did not neglect the importance of 
purchasing to the company’s pub- 
lic relations. He knew that as you 
learned more about purchasing 
you would understand why it 
builds and improves good public 
relations. You were told of the 
mutual advantage of prompt and 
courteous interviews with all ven- 
dor representatives. 

During the interview, it was ex- 
plained that your weekly assign- 
ments would be divided between 
theory and practice—that it was 
important to become familiar with 
suppliers’ machines and methods. 
You would learn this through ven 
dor plant visits. 

Following the interview you got 
your first assignment. It took you 
to the steel and capital equipment 
section in the purchasing depart- 
ment. Your first practical buying 
experience consisted of “sitting 
in” on vendor interviews with the 
section purchasing agent. 


Second Week 


Out in the plant for two and a 
half days, you studied the steel 
room operation under a plant 
supervisor. You learned how sheet 
steel coils are received, stored and 
processed, The remainder of the 
week, assignment to the tool room 
involved study of the uses of tool 
steels, dies and die specifications 
and tool subcontracting. 


Third Week 


Back in the purchasing depart- 
ment again, you were assigned to 
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the maintenance, repair and op- 
erating supplies section. During 
the week you also learned some- 
thing about the special procedures 
for the eastern plant purchasing 
and got more actual buying prac- 
tice under the supervision of an 
assistant purchasing agent. 


Weeks Four—Six 


The fourth week you studied 
the operation of the cost, general 
accounting and records section for 
two days. One day was spent in 
the auditing and tabulating de- 
partment. For one day you 
learned how the credit depart- 
ment’s function relates to purchas- 
ing. This was followed by a half 
day in payroll and a half day in 
the personnel and office service 
departments. 

The fifth week, which was spent 
in the advertising stationery buy- 
ing section, gave you both actual 
buying experience and practice in 
combining forms for purchase. 
You learned why buying office 
supplies for one year at one time 
saves material cost—that “gang” 
printing reduces cost through 
standardization. You saw studies 
going on to keep office supplies in- 
ventories flexible and to further 
reduce costs. 

You started the sixth week with 
a two-day study of stationery 
stock room, advertising and sales 
promotion methods. This showed 
you how the marketing function 
depends upon consistent quality 
purchasing. 

The chief plant and equipment 
engineer devoted most of the next 
two days to teaching you some- 
thing about capital equipment 
maintenance. You won't easily 
forget the cost and downtime sav- 
ings that can be made with a reg- 
ular preventive maintenance pro- 
gram. 

The last day of this week you 
spent in the finishing division test 
laboratory. You learned, through 
watching paint mixing and spray 
finishing operations in the plant, 
why quality of outside purchases 
is important to your company’s 
reputation for quality products. 


Final Weeks 


Another week in the purchasing 
department. This time in the ma- 
chine screw and finishing section. 
Under the guidance of an assistant 
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P. A. you were given more prac- 
tical buying experience. You grad- 
ually become better versed now 
in the fundamentals of negotia- 
tion. 

To get more office training, you 
spend a day in the general sales 
department. A morning in the 
traffic department and an after- 
noon in the scheduling depart- 
ment round out your second day 
of the eighth week. Purchasing’s 
relationship to the budget, cost 
control and safety sections were 
high spots of your training during 
the third day. The last two days 
of this week you study depart- 
ments with which you will be 
working very closely: plant pro- 
duction control, production en- 
gineering, estimating and plan- 
ning. 

The ninth week, interspersed 
with studies of additional policies 
and procedures, you process 
orders in the hardware and car- 
ton purchasing section. Back in 


the plant during the tenth week, 
your training was directed first 
to the operation of the small parts 
stock room. You learned how 
lumber, cartons and other pack- 
ing materials are used. You de- 
voted an entire day to this. You 
also spent a day in the inspection 
department. 

The clerical phases of purchas- 
ing occupied the eleventh week. 
You study receiving ticket post- 
ing, follow-up routines, filing, 
more order processing, and other 
general clerical functions. 

The twelfth week is the final 
one in the program. Appropriate- 
ly, it is spent studying the job 
you will be assigned and in visit- 
ing vendors’ plants to see the 
manufacture of some of the things 
you will be buying. When you 
finish this week, you will be “on 
your own” in a dynamic profes- 
sion with virtually unlimited op- 
portunities. 


Knowledge of the function of purchased materials is an important part 
of training. Packing Supervisor Dave Edwards (right) describes packing 
operations as Trainee Ted Landgraf and Purchasing Director Senyard 
watch. 
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Reciprocity Doesn’t Have to Be 


P.A.’s can use reciprocity as an integral part of their buying program. 
But they have to understand its strengths and weaknesses, its advantages 
and limitations. Here’s how the director of purchases of a major corpora- 
tion makes reciprocity work without compromising purchasing’s authority. 


By Leonard Sloane 


COMPANY 
NBE-WELLS N 
1 AD. BOX 2194 een 
LOS ANGELES 94, 


April 30, 1957 
c. Kelley» Dresser Industries, Inc. 
R. C. 


ro 
FROM 


w. N- Hilliard, Los Angeles 


SUBJECT Obsolete Material 


1 which 
lete Materia 
on aan member companies 


£ 
is a list © 
tain if they have use for 


he 
r you toc 
ake to ascer 


it. 


e following 
= would Like 
or other eng? 

1 or any pat aan 
: and in good eontisto®. sass i 
—~ ro (E-3335) an Lge 
wt. for the Nic eae geen me, 

onable offer- All ved 
Los Angeles, Californ 
and subject to prior 


The materiel 


1 
4) Commercia 
= : rough turned, 
approx: 


3335 Modif 
Furnace Stee 


- 3%" © Nicro (E- 
traightened - in 
bes. 


Quality» 
Machine 8 


Yo All Plane 
al ig das 1957 Me Agents 
* Rg. €. : 
Subject 


Pleane cheek 


belore we dispone tatty and 


* OF it cleewhere, | MVE any 
i . > inter : 
Under *. eat in this material 


Drone, 

seume that Procedure ig -. 
——« You, Bear from you within ten days 

+ We will 


INTERNAL RECIPROCITY—Within the Dresser organization, in- 
dividual companies carry out a form of reciprocity too. Division P.A.’s 
try to sell obsolete material to other divisions before disposing of the 
material through other channels, 


To SOME P.A’s, the word 
“reciprocity” is an anathema and 
should never be mentioned in 
polite company. But many pur- 
chasing executives are now be- 
ginning to view the problem this 
way: Used wisely and carefully— 
and in conjunction with the other 
purchasing standards of price, 
quality, service, and delivery— 
reciprocal buying can be of con- 
siderable value to the purchasing 
agent and his company. 

Robert C. Kelley, director of 
purchases and traffic at Dresser 
Industries, is one top purchasing 
executive who sees nothing wrong 
with a well-planned reciprocity 
program. But he is also aware 
of its limitations. As he says: 

“There is nothing sinful about 
buying from a customer. Remem- 
ber though, it’s just an added tool 
for us. Reciprocal buying should 
never be the prime sales appeal 
of any supplier.” 


Trade Relations 


Kelley has established an active 
program of reciprocal buying, 
which is particularly important at 
Dresser since it sells industrial 
supplies. The corporation is com- 
posed of 13 companies that sell 
mainly to the oil, gas, and chem- 
ical industries. 

An important element in Kel- 
ley’s reciprocal buying program is 
the Trade Report. Arranged al- 
phabetically and containing two 
sections, it is made up by Kelley 
for distribution within the com- 
pany. One section lists the names 
of vendors whose total purchases 
from Dresser top $10,000 annually. 
The other lists Dresser’s major 
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customers. Companies that both 
buy from and sell to Dresser are 
listed with an asterisk in both 
sections for easy cross-reference. 

The report is compiled at head- 
quarters from individual trade re- 
ports sent in by the purchasing 
agents of the various Dresser com- 
panies. Purchase lists are pre- 
pared semi-annually, while sales 
are figured out on an annual basis. 


No Rigid Policy 


Kelley asserts that, “there’s no 
rigid policy compelling our com- 
pany P.A.’s to place orders with 
our customers. But we do ask our 
buyers to keep their copies of the 
Trade Relations report handy. 
When a buying decision has to be 
made among company A, B, and 
C, for example, and all are equal 
so for as quality, delivery, and 
price, if B happens to be a good 
customer, the trade relations rec- 
ord might swing the order to 
him.” 

While in industry generally, 
there are about 25 major com- 
panies which have full-time trade 
relations managers to handle the 
complexities of reciprocity, Kel- 
ley performs that function in ad- 
dition to his purchasing and traf- 
fic duties. He works with the 
sales department, but keeps a 
sharp dividing line separating his 
purchasing activities and those in- 
volving trade relations. 

“T figure that our trade rela- 
tions program helped the company 
obtain an extra $1 million in sales 
last year that we wouldn’t have 
gotten otherwise,” Kelley notes. 
“This year I expect it to add 
around $2 million.” 
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Dresser’s Bob 
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Kelley: “There’s nothing wrong in 


buying from a customer.” 


At the annual meeting of pur- 
chasing agents from the member 
companies, the entire trade rela- 
tions program is discussed and 
analyzed. The P.A.’s are shown 
how their purchases from certain 
vendors can help the sales pro- 
gram of other companies in the 
Dresser organization. 


Inter-Company Purchases 


Allied to this program is Dres- 
ser’s program for inter-company 
purchases. The member companies 
manufacture thousands of differ- 
ent products, from turbines to 
buildings and from pumps to parts 
for computers. There is, therefore, 
a wide range of items that P.A.’s 
can buy from other companies 
within the corporation. 

The company P.A.’s are en- 
couraged by Kelley to buy from 
other members of Dresser when- 
ever possible. Naturally, the pur- 
chasing agents insist that the price 
be competitive and that all other 
conditions are at least as favor- 
able as those offered by outside 
suppliers. 

“None of the company P.A.’s 
‘report’ to me,” says Kelley: “It’s 
a ‘dotted line’ relationship, with 
my staff providing advice when 
asked. So all of these inter-com- 
pany purchases are on a voluntary 
basis.” 


National Contracts 
Kelley’s corporate staff provides 


another important service by co- 
ordinating the Dresser purchas- 
ing activities. Since the corpora- 
tion can negotiate national con- 
tracts for many items purchased 
by most of the individual com- 
panies, Kelley can generally ob- 
tain a much lower price. 

For example, when one com- 
pany purchases a component for 
the first time, the P.A., by working 
through Kelley’s office, can buy 
the item at the OEM price if at 
least one other Dresser company 
uses the same component. Or a 
company can continue buying an 
item through the same local deal- 
er or supplier as before, but at a 
lower price if Kelley negotiates a 
national contract through the ven- 
dor’s main office. 

“The name Dresser means more 
to a supplier than the name of one 
of our individual companies,” he 
says. “That’s why many vendors 
are willing to give us a better 
price than they will the local 
P.A.” 

Kelley feels that each company 
P.A. should be conscious of his 
relationship to the corporation 
while conducting his procurement 
activities. He urges each of the 
companies to make full use of the 
corporate buying power. In that 
way, the P.A. for even the smallest 
of the Dresser companies can 
sometimes make savings in ways 
that are usally reserved for com- 
panies on the Fortune 500 list. 
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Are You Facing the Management 
Facts of Life ? 


I TALK to you,—the buyer, P.A., 
or director of purchases, You have 
had long experience in purchas- 
ing—especially if you are near the 
top. Hard work has brought both 
recognition and pay. And the end 
is not in sight. 

Books are written on industrial 
purchasing. Universities offer 
courses of study. Associations hold 
meetings. All these tell how to 
buy, how to organize and delegate, 
how to select sources, etc. 

Just one thing is wrong. The 
people in other departments with 
whom you work and cooperate, 
and your own boss in top man- 
agement, have not read these 
books or attended the fine lec- 
tures. To them, unfortunately, 
purchasing is more or less neces- 
sary, But is it important? Or is 
it merely a side issue of manu- 
facturing or finance? Does it call 
for searching analysis or routine? 
Special skills or average abilities? 
An executive or a clerk? Is it 
part of the overhead? Or does 
purchasing pay its way, and more? 
You bet your business life on the 
answers! 


Look at Yourself 


What Is Your Job? Surprising 
how difficult it may be to find a 
concise and adequate answer to 
this question. And yet a statement 
of one sentence should be all that 
is required. 

Your duties are not your job. 
Do you buy materials, equipment, 
etc.? Probably so,—but this is not 


82 


your job. Do you run a depart- 
ment, hire and fire, organize—del- 
egate—supervise? So what, these 
are merely sidelines! The fact is, 
management does not care what 
you do. 

You have real authority? You 
can commit the company for thou- 
sands of dollars? This may give 
you prestige, but it is not impor- 
tant. And it is not a true measure 
of your worth, 

One thing only determines your 
position, and its values: your re- 
sponsibility! Has management told 
you what you are responsible for? 
Perhaps—but let’s emphasize 
something. To be responsible 
means to be held accountable for 
a desired end result. We don’t 
want to play on words here. But 
it is not at all unusual to hear that 
the purchasing man is responsible 
for supplying the requirements of 
raw materials, operating supplies, 
and equipment—with or without 
reference to inventories. This is 
work, not results. 

Responsibility should be asso- 
ciated only with the total per- 
formance objective, So: 

The senior purchasing executive 
is responsible for recommending 
(or establishing) policy and for 
ensuring that procurement meth- 
ods and action always are directed 
toward maximum profit for the 
corporation. 

Responsibility and authority are 
inseparable. All authority is del- 
egated, and redelegated, down 
from the president. Usually he 


retains sole right to approve the 
policies you recommend but he 
delegates to you power to act and 
to control procurement methods 
and performance. 

If you are not the senior P.A., 
your responsibility is similar, 
though less broad in scope. You 
suggest policy, and act or direct 
performance toward profitable op- 
erations as a commodity specialist, 
value analysis expert, market re- 
searcher, or expediter. 

Get management to tell you 
exactly what your responsibility 
is and the battle will be more 
than half won. 


Set Your Objectives? 


You have two objectives: policy 
and profitable procurement. 

Probably you have been hear- 
ing about purchasing policy for 
years. What is your policy? Have 
you ever asked anyone to tell you 
theirs? Ask the next five P.A.’s 
you meet. You'll get five different 
answers, Too often what is ex- 
pressed as policy is nothing more 
than procedure such as the prac- 
tice of always obtaining three or 
more bids or filling job openings 
from within the company. 

There is only one basic pur- 
chasing policy: 

“To effect procurement with 
sound controls, full development 
of competitive commerce and tech- 
nology, and decisions on organiza- 
tion, methods, and commitments 
that support the profit objective.” 
Secondary objectives include: 
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(1) Controls. To restrict nego- 
tiations for goods and services, 
and their acquisition, to those so 
authorized, and to effect efficient, 
economic procurement, in an eth- 
ical manner, within the minimum 
essential controls. 

(2) Competitive Purchasing. To 
develop sales offers, to a degree 
relative to importance of the items 
involved, on equal specifications, 
from reliable sources truly repre- 
sentative of the market; and to 
award procurement on the most 
advantageous basis after impartial 
consideration of competitive qual- 
ity, service, and costs. 

(3) Speculative Buying. To re- 
frain from purchases, in excess of 
scheduled production and conserv- 
ative inventories, for anticipated 
profit from rising prices (unless 
the risk is clearly recognized and 
approved by the president prior 
to commitment.) 

(4) Gifts and Entertainment. 
To accept no gifts and entertain- 
ment from vendor companies or 
their representatives other than 
those which the purchasing agent 
or buyer returns in kind,—such as 
a business luncheon. 

By now you are thinking,— 
“All well and good, but this is all 
theory.” And my answer:—“It 
sure is.” But this is the stuff that 
supports successful purchasing. 
Believe me, many companies 
strive hard to put these building 
blocks together in the right order. 
But this is only the start. 


What Is Your Authority? 

In purchasing your authority 
comes from two sources: 

(1) Authority by Delegation. 
Someone in management, and it 
may be the board of directors, 
president, or your immediate su- 
perior, must tell you what you 
have the power to do. Unfortun- 
ately, this is often handled care- 
lessly—by conversation, or merely 
by implication from your job title. 

(2) Authority by Documenta- 
tion. Even if you are supposed to 
purchase production items, for in- 
stance, this does not mean you 
just go out and buy them. Who 
is authorized to say they are 
needed? Someone in operations 
who sends a signed requisition. 
This is authority by documenta- 
tion. Unfortunately, the chances 
are the authority of the plant man- 
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ager or other production super- 
visor is also vague. How do you 
know he can sign a requisition for 
$1 million worth of chemicals for 
1959? 

The facts of business life are 
that these seemingly vital con- 
siderations often are not clearly 
defined. So you must be con- 
stantly on your guard. 

How should authority be del- 
egated to you? Here is how one 
company president did it: 


Resolved that the Purchasing 
Agent be, and he hereby is, 
authorized to sign and deliver on 
behalf of the Corporation,—con- 
tracts, agreements, and other in- 
struments in writing for the pur- 
chase of raw and supply mate- 
rials, parts, and equipment re- 
quired in the usual course of 
business in amount not to ex- 
ceed $————————- in any one 
instance. 

Resolved that the Purchasing 
Agent be, and he hereby is, 
authorized to delegate to any 
employee of the Corporation the 
authority above granted, and 
such delegation may be general 
or specific and subject to what- 
ever limitations the person mak- 
ing the delegation shall impose. 

Resolved that any delegation 
of authority made in accord with 
the prior resolutions shall be in 
writing,—of which one copy shall 
be delivered to the Secretary and 
another copy to the person to 
whom authority is delegated. 


Your authority, is a vital thing. 
Don’t take it lightly, don’t assume 
it, and don’t use it unless you are 
sure of it. 

Incidentally, this is a two way 
street. If you make a good deal, 
you want it to be binding. No one 
should be able to question it or 
terminate it on the basis that you 
lacked authority to act for the 
company. 


What Do You Do? 


You and your staff should do 
everything necessary to discharge 
your responsibility. Of course you 
are so authorized. So the circle is 
complete: you are charged with 
definite objectives, authority is 
granted, and you act. 

But life is not so simple—as 
we all know. First, has your man- 
agement, and have you, settled 
the continuing struggle as to the 
type of organization you should 
have. Centralized or decentralized 
—which is the best approach for 
your company? In any business 
the president has responsibility 
for profit. In a central organiza- 
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tion, the President retains this 
responsibility alone. In a decen- 
tralized operation, the managers 
directing each semi-autonomous 
unit are charged with its profit- 
ability. In theory, the corporation 
merely supplies money or other 
assets to these separate units each 
of which then operates as a 
smaller business. But this never 
works out 100%. Always there is 
an area of compromise. This tends 
to create general confusion and 
problems for purchasing in par- 
ticular. 

Where there is decentralization, 
the most difficult problem to re- 
solve is that of division of re- 
sponsibility for purchasing be- 
tween the senior purchasing ex- 
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ecutive on the central corporate 
staff and the head of each “profit 
unit”. The solution comes only 
from a searching analysis of pur- 
chasing responsibility (the true 
measure of job worth), authority 
(a strong psychological and pres- 
tige factor), and functions (the all 
important area of day by day 
working relationships). 

Once your position has been 
established, what you do relates 
to four basic actions: 

(1) Supervision. Purchasing is 
a service function, performed by 
people who may be in one or 
several purchasing departments, 
possibly far apart geographically. 

Someone in purchasing must 
supervise the acquisition and 
training of personnel, develop- 
ment of procedures and forms, 
administration of work, and re- 
- view and appraisal of perform- 
ance. Can you do all this? Do 
others do it for you? Does anyone 
do it at all? 

(2) Purchase and Lease. Now 
we come to the heart of the mat- 
ter: purchasing. Are you responsi- 
ble for all types of purchasing? 
If not, to what extent, and how, 
do you control other people who 
do buy? An important point here 
is,—who negotiated the purchase? 
We all know it is fairly common 
to have the general manager, chief 
engineer, president, et al, nego- 
tiate some of the “big deals” after 
which the P.A. writes the order. 














PYAARS’ 


This is bad—not because it usurps 
your perogatives—but because it 
splits responsibility for the trans- 
action and makes it extremely 
doubtful as to who reaches a 
“meeting of the minds” with the 
vendor. Will your signature be on 
the order or contract? Then don’t 
sign it unless you are completely 
satisfied with the purchase re- 
gardless of who negotiated it! 

And what about leasing? Many 
job descriptions I have seen, and 
most purchasing procedures, say 
nothing at all about leasing. Yet 
this is merely another form of 
purchase—possession without title 
or vested interest. If your goal is 
profitable procurement, you ought 
to consider leasing any large 
equipment authorized for “pur- 
chase”. The money you would in- 
vest has an interest cost and might 
make more profit if it were em- 
ployed as working capital. 

(3) Research. Every purchasing 
department should include a re- 
search activity. Purchasing needs 
a feel of the economy and a knowl- 
edge of markets, —for the near 
future and longer,—say ten years 
ahead in its major commodities. 

(4) Reports. Finally,—tell the 
president, briefly, about your per- 
formance. You have succeeded? 
Good, then say so. He may not 
know unless you speak up. You 
have problems? who hasn’t? Men- 
tion these too. Purchasing has a 
selling job to do! 








“He was absent for a week once and I never knew it. . .” 


Bear in mind that I mention 
supervision, purchase lease, mar- 
ket research, and reports,—not as 
something every good P.A. should 
handle, but only as these activities 
serve to discharge your responsi- 
bility. 

Purchasing Is a Profit Making 
Job! Remember, you are a money 
man spending over one-half of the 
total corporate income. Every de- 
cision you make is first, last —and 
always,— a financial one. It has 
an immediate and direct impact 
upon profit. 

Your decisions on controls, pro- 
cedures, and forms; your deci- 
sions on organization, staff, per- 
sonnel, and job assignments; your 
salary levels, administration, train- 
ing,—and office facilities—all are 
direct charges to pretax profit. 
Market analysis, commodity stud- 
ies, volume procurement, intelli- 
gent and able negotiations—all 
affect quality and service re- 
ceived and the price you pay— 
again with money that otherwise 
would be profit before taxes. In- 
deed, your knowledge of the 
sources, cost, and use of money 
should be second only to that of 
markets, materials, and purchas- 
ing methods. 

You also have a part in cor- 
porate income. All business today 
considers its major markets and 
customers. 2urchasing has been 
afraid of “reciprocity” (and to be 
sure you can’t have the tail wag- 
ging the dog.) Still, under con- 
ditions of equal quality, service 
and price, it only makes good 
sense to look to your major cus- 
tomers as sources of supply. This 
poses very real problems of co- 
ordination with sales. Assist, but 
do not be dominated. This too has 
a direct bearing upon profit. 

These are the basic facts of 
industrial purchasing. Unfortu- 
ately many elements of good pur- 
chasing are outside your control. 
Authority comes down from the 
president. Controls must meet the 
requirements of the comptroller. 
Indeed, of the four purchasing de- 
cisions, you make only one. Others 
authorize the purchase, receipt 
and acceptance, and pay. 

So why not send this article 
to your president, your boss, and 
all those with whom you work? 
Let it serve you. Act now. 
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How to Plan 
Salesmen’s Calls 


Purchasing and major suppliers’ representatives work out 
a definite schedule for calls. It lists dates, frequency, and 


people to be seen. Copies go to all interested parties. 


A COMPROMISE between re- 
stricted and unlimited calling 
hours for salesmen has_ been 
worked out between Bath Iron 
Works, Inc. and its major sup- 
pliers. 

The purchasing department of 
the Bath (Maine) shipbuilding 
firm prepares a “Sellers’ Cal] Pro- 
gram” every twelve months, in 
cooperation with its technical per- 
sonnel and suppliers’ salesmen. 
The typed schedule lists the sales- 
man, his product, frequency of 
call, day of the week to call, and 
the people he should see. Fre- 
quency of call is generally based 
on the volume of business he does 
with Bath. The system, developed 
by E. O. Barsness, purchasing 
agent, has been successful in elim- 
inating useless calls and helping 
to make all other calls more effec- 
tive. 

The program is considered 
chiefly as a guide in cases of emer- 
gency, the schedule is of course 
ignored. Schedules are re-evalu- 
ated and re-issued every year. 

Mr. Barsness is by no means 
trying to discourage vendors from 
calling on Bath. He has in fact 
prepared a comprehensive state- 
ment on “How to Sell to the Bath 
Iron Works Corp.” that outlines 
what and how his company buys. 
He does suggest, however, that in 
the interests of both buyer and 
seller, salesmen other than those 
of major suppliers give advance 
notice of their calls by phone or 
card. 
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*S CALL PROGRAM 
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E. 0. BARSNESS 
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Monthly 


Aluminum Products 
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Sample of salesman’s call schedule 
made up every twelve months by 
purchasing department in conjunc- 
tion with major suppliers. Frequency 
of calls depends on volume of busi- 
ness involved. 
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A quick look at some worthwhile 
ideas and suggestions for improv- 
ing your purchasing practice, 
developed by purchasing people 
in both industry and government 


Compact Policy Manual 


on Purchasing policies of the II- 

IH inl dang, hang oa linois Power Company, Decatur, 

on snc tn a +r Ill. are clearly set forth in an at- 

é *OSRY propesiion = tractive 12-page, 6%” x 8” 

be rere che printed manual. The manual is 

vere cnn a ne distributed to personnel in pur- 

chasing and other departments 

and to suppliers. It cannot, says 

President Allen Van Wyck in an 

introduction, “provide the answer 

q to every problem. But the prin- 

a ciples stated will serve as a guide 

= Rel for intelligent action and fair deal- 

ctn of ing in the process of obtaining the 

best value for each dollar spent.” 

. The manual was prepared under 

“arth tags ay a he mina oe the direction of A. Kraakevik, 
- manager, services and supplies. 
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Cash Dk = wher © Population 
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NETRUCTIONS FoR oy _ 


Sa etcrt0 areminn 





Rejections 








Cost Money! 


Some simple artwork printed in 
bright red ink is helping Benjamin 
Electric Manufacturing Co., Des 
Plaines, Ill. drive home the high 
cost of rejections. A big red dol- 


Suppliers Learn 
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lar sign is surprinted on all four 
copies of its Notice of Rejected 
Material form, Copies of the form 
go to the shop, inspection, and 
purchasing. One copy remains 


What Parts Do 


with the material. Purchasing 
notifies suppliers of rejections. 
Effect of the big red sign is diffi- 
cult to measure accurately, but it 
definitely does help. 


Suppliers of Norair Division, 
Northrop Corp., Hawthorne, 
Calif., won’t be “working in the 
dark” any more if the success of 
the firm’s first Supplier Symposi- 
um is any indication. Representa- 
tives of 165 firms—big and small 
—who supply parts, systems, and 
sub-assemblies for the T-38 Talon 
suversonic trainer and the N-156F 
counterair fighter programs at- 
tended the first meeting. The all- 
day affair was designed to ac- 
quaint ail sub-contractors with the 
finished airplanes, where their 
parts were used in them, and the 
operational functions of these 
parts. Up to then, few of the ven- 
dors did not know how or where 
their parts were used. J. W. 
Hinchcliffe, Director of Materiel, 
played a leading role in the sym- 
posium. Photo shows Norair rep- 
resentative explaining company’s 
Performance and Cost Evalua- 
tion program to a group of sup- 
pliers. 
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How to Comply With 
The Labor Laws 


If your vendor runs a sweat shop or violates 
the Fair Labor Standards Act in other ways, 
you as a buyer may be liable. 


By Lyle E. Treadway 


Tue FIRST two articles of this 
series discussed the general legal 
principles affecting terms and con- 
ditions to be printed on the pur- 
chase order form. It was recom- 
mended that the printed form con- 
tain terms stipulating the right to 
cancel if delivery is not made 
within the specified time. It was 
also. strongly suggested that 
printed conditions include a clause 
giving patent and copyright pro- 
tection to the buyer. 

This article covers the Fair 
Labor Standards Act and the pur- 
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chase order terms and conditions 
that are needed because of it. Two 
sections of the F.L.S.A. are of 
direct concern. These are Section 
12, dealing with child labor, and 
Section 15, covering goods pro- 
duced in violation of wage. and 
hour requirements. 

Section 12 (a) provides in part, 
“No producer, manufacturer, or 
dealer shall ship or deliver for 
shipment in commerce any goods 
produced in an establishment sit- 
uated in the United States in or 
about which within thirty days 


prior to the removal of such goods 
therefrom any oppressive child 
labor has been employed .. .” 

In Section 15 (a) it is provided 
“it shall be unlawful for any 
person—(1) to transport, offer for 
transportation, ship, deliver, or 
sell in commerce, or to ship, de- 
liver, or sell with knowledge that 
shipment or delivery or sale there- 
of in commerce is intended, any 
goods in the production of which 
any employee was employed in 
violation of section 6 or section 
7...” (dealing with wages and 
hours.) 

Apparently the buyer violates 
these “hot goods” provisions only 
when his company ships or selis 
goods which he purchased and 
which were produced in violation 
of the act. It appears, therefore, 
that MRO items, consumed in the 
buyer’s plant and not sold or re- 
shipped, need not concern the pur- 
chasing agent. In its interpreta- 
tion, the Department of Labor has 
pointed out that ultimate con- 
sumers are not affected by this 
provision. 


Buyer Protected 


The provisions as quoted above, 
without any qualification, consti- 
tuted a “booby-trap” for purchas- 
ing agents. No way was provided 
for the innocent buyer to protect 
himself against a charge of viola- 
tion when the law was strictly 
construed. 

Fortunately, this problem was 
recognized by the Congress and in 
amendments adopted in 1949 it 
was provided in Section 12 
“. . any such shipment or de- 
livery for shipment or sale of such 
goods by a purchaser who ac- 
quired them in good faith in re- 
liance on written assurance from 
the producer, manufacturer, or 
dealer that the goods were pro- 
duced in compliance with the re- 
quirements of this section, and 
who acquired such goods for value 
without notice of any such viola- 
tion, shall not be deemed pro- 
hibited by this subsection .. .” 


This is the third and final article in Mr. 
Treadway’s series on purchase order terms 
and conditions. Mr. Treadway is well 
qualified to discuss purchasing legal prob- 
lems. A graduate lawyer, he is purchasing 
agent of Federal Glass Company and is a 
former vice president of the National As- 
sociation of Purchasing Agents. 
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The exception protecting pur- 
chasers in Section 15 (relating to 
wages and hours) is to the same 
effect but refers only to “written 
assurance from the producer” 
without mentioning dealers, 

The exact language of these ex- 
ceptions should be carefully ana- 
lyzed. Several requirements must 
be met by the purchasing agent 
before he enjoys the protection of 
the statute. It will be worth while 
to examine these requirements in 
reasonable detail. 

Taking the requirements in the 
order appearing in the statute, it 
is first necessary that the buyer 
acquire the goods in good faith. 
This must be interpreted in ac- 
cordance with the usual legal 
meaning of the term. 

Applied to the law in question, 
good faith would require not only 
honesty of intention, but also that 
a purchaser must not know, have 
reason to know, or have knowl- 
edge of circumstances which ought 
to put him on inquiry that the 
goods in question were produced 
in violation of the Act. This broad 
requirement is in accordance with 
interpretations by the Department 
of Labor. It puts on the purchas- 
ing agent the burden of “keeping 
his eyes open” concerning produc- 
tion of goods purchased. 

The exception next requires 
that goods must have been ac- 
quired in reliance on written as- 
surance from the producer. Again, 
as the Department of Labor has 
pointed out, this puts on the buyer 
the burden of obtaining from the 
supplier a written certificate of 
compliance. 

It will not be sufficient for the 
purchasing agent to merely insert 
int his order form a statement that 
“seller warrants that goods ship- 
ped on this order were produced 
in compliance . . .” Nor will it 
even suffice if the purchase order 
provides that the order is valid 
only for goods produced in com- 
pliance with the requirements of 
the Act. 

Likewise, a provision that ship- 
ment will be construed as a guar- 
antee of compliance is mot re- 
garded as sufficient by the Depart- 
ment of Labor. It is quite clear, 
therefore, that the buyer is only 
protected if he actually obtains 
written certification of compliance 
from the seller. (Turn Page) 
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Purchase Order Terms You Can Use 
Basic Clauses 


There are three basic clauses that should be ay some in 
every purchase order. They cover the principal points discussed in 
this and the two previous articles in this series on purchase order 
terms and conditions. 

(1.) Time is of the essence on this order. Purchaser reserves 
the right to cancel this order, or any part thereof, without 
obligation, if delivery is not made at the time(s) specified. 

(2.) Seller warrants that there has been no violation of copy- 
rights or patent rights in manufacturing, producing, or selling 
the goods shipped or ordered and seller agrees to hold the pur- 
chaser harmless from any and all liability, loss, or expense 
occasioned by any such violation. 

(3.) All goods shipped against this order must have been 
produced in compliance with the requirements of the Fair Labor 
Standards Act of 1938, as amended, including Sections 6, 7, 
and 12, and regulations and orders issued under Section 14 
thereof. Seller must certify this compliance on each invoice 
submitted in connection with this order. 


Optional Clauses 


In addition to the three basic clauses above, there is an almost 
infinite number of special clauses which purchasing agents may want 
to add to their orders. Among the more common are the following: 

(1.) The terms and conditions of sale as stated in this order 
govern in event of conflict with any terms of seller’s pro- 
posal, and are not subject to change by reason of any written 
or verbal statements by seller, or by any terms stated in seller’s 
acknowledgment, unless accepted in writing by us. 

(2.) We reserve the right to inspect all shipments after de- 
livery to us and to reject any material which may be defective 
or not in accordance with specifications as to quality or per- 
formance. 

(3.) If price is omitted on order, except where order is given 
in acceptance of quoted prices, it is agreed that seller’s price 
will be the lowest prevailing market price and in no event is 
this order to be filled at higher prices than last previously 
quoted or charged without purchaser’s written consent. 

(4.) In the event any article sold and delivered hereunder 
shall be defective in any respect whatsoever, seller will indemnify 
and save harmless purchaser from all loss or expense by reason 
of all accidents, injuries, or damages to persons or property 
resulting from the use or sale of such article or which are 
contributed to by said defective condition. 

(5.) If seller performs services, or constructs, erects, inspects 
or delivers on buyer’s premises, seller will indemnify and save 
harmless buyer from all loss or expense by reason of any ac- 
cident, injury or damage to persons or property occurring in 
connection therewith. 

(6.) Purchaser may at any time insist upon strict compliance 
with these terms and conditions, notwithstanding any previous 
custom, practice, or course of dealing to the contrary. 


Government Contracts 


In addition to these clauses, companies working government 
contracts must use a number of other clauses to assure conform- 
ance to Armed Services Procurement Regulations. For example, 
they might use the following clause if the order is CPFF (cost 
plus fixed fee): “Costs are to be determined in accordance with 
Part 2, Section XV of the Armed Services Procurement Regula- 
tions.” They might also add that “This purchase order must in- 
clude a dollar breakdown of “Estimated Total Cost, Fixed Fee, 
and Total Commitment of the Order.” 

Other appropriate clauses are devised for other types of 
contracts. 











It should also be noted that the 
written assurance required must 
certify “the goods were produced 
in compliance . . .” This is in- 
terpreted to mean that the cer- 
tificate must apply to the particu- 
lar goods purchased and delivered. 

As convenient as blanket cer- 
tificates may be, the law apparent- 
ly does not protect the buyer if he 
merely obtains blanket assurance 
that all goods shipped in the past 
were produced in compliance. 
Neither does a blanket certificate 
that all goods shipped in the fu- 
ture will be produced in compli- 
ance with the Act seem to be 
sufficient. As construed by the 
Labor Department, the buyer, in 
order to be protected, must obtain 
a certificate from the seller cover- 
ing each separate shipment. 

Lastly, the exception requires 
that the buyer must acquire the 
goods “for value without notice 
of any . . . violation.” The matter 
of acquisition without notice is no 
more than an affirmation of the 
good faith requirement previous- 
ly considered. But purchase “for 
value” is an additional test which 
may be difficult to define. It in- 
dicates, certainly, that acquisition 
must have been for a considera- 
tion having reasonable relation- 
ship to market value of the goods. 
It probably does not mean that the 
buyer must have paid any specific 
market price. 

Wher all of the above require- 
ments of the exception protect- 
ing buyers are considered, the 
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SAY, JOE,DO YOU REALLY 


NEED ALL THESE TERMS 
ON YOUR PURCHASE ORDER? 





conclusion seems inescapable that 
the purchasing agent should in- 
clude in the terms of his printed 
order a provision that (1) th 

seller must produce or furnish 
goods produced int compliance 
with F.L.S.A. and (2) must certify 
on each invoice that the goods 
covered by the invoice were pro- 
duced in compliance with the Act. 


Right of Inspection 


The complicated demands of 
modern industrial procurement 
often make it necessary that 
equipment be closely inspected, 
checked and tested after delivery 
to the buyer. Under these circum- 
stances the purchasing agent 
needs assurance that he can re- 
ject shipment, if necessary, after 
delivery to him. For this reason, 
many companies include printed 
terms in their order forms setting 
forth the right to inspect and re- 
ject after delivery if material 
shipped is not in accordance with 
specifications. The . purchasing 
agent does not want to be bound 
to acceptance and payment mere- 
ly because his receiving depart- 
ment took shipment from the rail 
or truck line without objection. 

Printed provisions asserting the 
right to inspect may be desirable 
for the purpose of making the 
matter clear to suppliers. It is not 
at all necessary, however, from a 
legal standpoint. The Uniform 
Sales Act (effective in 34 states) 
and the Uniform Commercial 
Code (recently adopted in Penn- 


sylvania and Massachusetts) both 
spell out the right of the buyer 
to inspect goods delivered before 
“acceptance” in the legal sense. 
Even in states where it is not 
provided by statute, the common 
law decisions affirm the pur- 
chaser’s right to inspect before he 
is obligated to accept and pay for 
the goods. 

However, the right of inspec- 
tion must be exercised within a 
reasonable time. This is true re- 
gardless of whether the right to 
inspect is shown on the purchase 
order. Failure to inspect and 
notify the seller of defects within 
a reasonable time will operate 
legally as a waiver of the defects. 
If, for some reason, the buyer 
needs an unusual length of time 
to make performance tests of 
material or equipment, he should 
secure this right by special pro- 
visions in his order. 


Buyer's Terms Govern 


The purchasing agent is natur- 
ally concerned that his printed 
order terms and conditions be ef- 
fective in dealing with suppliers. 
To accomplish this, additional 
terms are sometimes included 
which provide that buyer’s terms 
are to govern the transaction re- 
gardless of any acknowledgment’s 
or other writings by the seller. 
For the same purpose order terms 
may stipulate that the price must 
not be higher than that shown on 
the order—unless accepted in 
writing by the buyer. Also, to 
secure the desired legal effect, 
terms are sometimes used which 
make the transaction subject to 
the laws of a particular state. 

The problem arises as to how 
far the purchasing agent should 
go in inserting provisions for his 
legal protection—from the stand- 
point of good supplier relations. 
Numerous provisions of arbitrary 
character may cause the supplier 
to view the buyer’s order with 
alarm and, in actual practice, 
sometimes result in rejection of 
the order. These considerations 
should be weighed, along with 
other factors, in deciding what 
terms should be included to in- 
sure that the purchaser’s terms 
will govern. 


(Please turn to page 148) 
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MATCHLESS STEAM HOSE 


oe 2 


How to stay alive working next to ive steam 


Steam—indispensable workhorse in an industrial plant. 
But if it breaks loose, steam may cause death on contact. 
Yet this man works with complete security—literally 
within an inch of his life—because he’s working next 
to the hose that steam cannot burst: wire-braided 
U.S. Matchless® Steam. 

This hose gives ample notice when replacement is 
needed. Even after long, hard service (and with 200 
pound steam pressure) the safety-sure wire-braid con- 
struction of U.S. Matchless prevents it from bursting. 


Mechanical Goods Division 


Instead, just a wisp of steam is allowed to seep through. 
This acts as a safety device, telling you that replace- 
ment is needed. That's why plant safety councils all over 
the country find no match for U. S. Matchless. 

Despite its great ruggedness, this hose is flexible, 
lightweight, easy to handle. 

° ° ° 

When you think of rubber, think of your “U.S.” Distributor. 
He’s your best on-the-spot source of technical aid, quick 
delivery and quality industrial rubber products. 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Y. 


For More Information Write No. 202 on Inquiry Card—Page 36 
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In Canada: Dominion Rubber Company, Ltd. 


For More Information Write No. 203 on Inquiry Card—Page 36— 
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Olin Aluminum 


hits a new high 


in quality and service 


Olin Aluminum, the nation’s newest major 
producer, has earned in two short years a key 
role as a basic supplier of metal in the 
automotive, construction, transportation and 
consumer durables fields. 

Vast tonnages of sheet, coil, extrusions, 
rod, bar and casting alloys are now 
flowing into the top-quality lines of the 
country’s leading manufacturers. 

Olin Aluminum is fast gaining special 
recognition for the unusually high quality of 
its personalized service. Equally important, 
product quality is rigidly controlled from 
bauxite mining to your production line. 

Our experienced staff of highly trained 
specialists welcomes the chance to give you 
individualized, detailed service. Call your 
nearby Olin Aluminum Sales Office or 
Authorized Distributor. 

Metals Division, Olin Mathieson Chemical 
Corporation, 400 Park Avenue, New York 22, N. Y. 


LIN 
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Products and ideas 


Plastics and Steel Sheet 
Combined 


Ps uaa and steel sheet have 
been combined to create a versa- 
tile material known as_ vinyl- 
coated steel sheet. Versatility is 
shown by the variety of parts il- 
lustrated. Possible fabrications 
range from flat-work to deep 
drawing. 

The new material can withstand 
elongation of at least 30% without 
damage. Little or no post-fabricat- 
ing processing beyond cleaning is 
required. 

Vinyl-coated steel production in 
sheets and coils involves curing 
and bonding of liquid plastisols 
to the steel in a continuous mill- 
coating process. Prior to cooling, 
the coating can be embossed with 
any texture that can be engraved 
on a printing roll. Available in 
many surface textures. Can be 


peer Aes end , "on ific si These parts are made of vinyl-coated steel sheet. 
Se Ge Te ee ee Fabrications ranging from flat work to deep drawing, 
525 William Penn Place, Pitts- such as the box in right foreground, are within the 
burgh 30, Pa. workability range of the new steel. 


Fluorescent Lamp Gives 15% More Light 


Ax improved version of G.E.’s 
Power-Groove fluorescent lamp 
tube produces 15% more light, 
but consumes only 7% more elec- 
tric power. The additional light 
produced by one 8-foot tube is 
worth $2.60 a year to the user, 
yet the lamp price is unchanged. 
Another advantage is that the 
weight of the lamp is reduced by 
nearly one-quarter. 

Increase in light output results 
from the fact that there are 
grooves on both sides of the tube. 
In the previous model, the grooves 
were on one side only. In existing 
Power-Groove fixtures the im- 
proved lamps will start and oper- 
ate reliably, in most cases with 
increased light output. Large 
Lamp Department, General Elec- 


tric Company , Nela Park, Cleve- This improved G.E, Power-Groove fluorescent lamp has grooves on both 
land 12, Ohio. sides of the tube which provide more light at less cost. 
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Mio 
Bono 


Conraners 


ONLY MEAD 
BACKS UP 
CONTAINER 
QUALITY 
WITH A BOND! 





$900,000 bond assures you of |.C.C.-approved quality standards 


Every Mead Bonded Container you buy is bonded to insure that it equals 

or exceeds specifications set up under Rule 41, Uniform Freight Classification 
and Rule 5, National Motor Freight Classification. If a Mead Bonded 
Container does not meet |.C.C.-approved standards, Mead will immediately 
pay the full cost of defective containers or rush replacements to you. 

Mead Containers, Inc. has complete confidence in the quality of its corrugated 
shipping containers produced in 14 strategically located plants. 

This quality assurance, plus the best in container research and design 
services, is yours when you specify Mead Bonded Containers. 


For information, write or call collect your nearest Mead Containers office. 


For More Information Write No. 204 on Inquiry Card—Page 36 
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MEAD CONTAINERS, INC. 
Executive Offices, 4927 Beech St., 
Cincinnati 12, Ohio 

National Sales Offices, 230 Park Avenue, 
New York 17, New York*6124 N. Milwaukee 
Ave., Chicago 46, Ill. and in principal cities 
Subsidiary of 

THE MEAD CORPORATION 





SANDVIK 


QUALITY 


PRODUCTS 


Serve Millions 
Of Americans 


In razor blades and refrigerators, in clocks 

and cars, in hand saws and industrial tools, 

in chemicals and candy...almost anywhere you 
look, Americans use Sandvik products. 


From coast to coast, Sandvik’s consistent 
product quality and specialized service benefit 
both industry and the individual consumer. 
That's the reason why Sandvik has been 
growing with America since 1878. 
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SANDVIK STEEL, INC. 


1702 Nevins Road, Fair Lawn, New Jersey 





Branch Offices: Cleveland « Detroit « Chicago * Los Angeles 
IN CANADA: Sandvik Canadian Ltd., Montreal 9, P. Q. 
Works: Sandviken, Sweden 








For More Information Write No. 205 en Inquiry Card—Page 36 
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Shelving for Panel Trucks 


- aa 


Steel shelving for installation in- 
side panel trucks utilizes previ- 
ously wasted space over the 
truck’s rear wheel wells. It pro- 
vides low cost, compartmentalized 
storage for such items as tools, 
spare parts, supplies and equip- 
ment. Fenco Div., Alan Wood 
Steel Co., 200 Brower Ave., Oaks, 
Pa. 


Write No. 18 on Inquiry Card—Page 32 


General Repair Kit 


Virtually unlimited industrial 
repair jobs can be handled with 
a new epoxy-polyamide chemical 
compound, Plastic Mastic. It is 
practical and economical for re- 
pairing floors, walls, ceilings, 
driveways, curbs, masonry, bricks, 
machinery, fixtures, tanks, pipes, 
plumbing, furniture, and for fill- 
ing leaks, breaks, holes and cracks. 
It is permanently effective with 
almost every known material such 
as concrete, metals, wood, ceram- 
ics, glass, rubber, cloth, paper 
products and most plastics. Wil- 
liamson Adhesives, Inc., 8220 
Kimball Ave., Skokie, II. 

Write No. 19 on Inquiry Card—Page 36 
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Richard G. Schorling, Asst. V. P.—Purchasing and Property, 
CONTINENTAL AIR LINES, Stapleton Field, Denver, Colorado, says: 


“Our library of Yellow Pages directories 
helps us find suppliers quickly 
in any city along our System.” 


“Our four buyers in Denver and one in Los Angeles are responsible 
for keeping up a stock of 80,000 items—everything from flowers 
to jet engines. With the dependable help of the Yellow Pages, from 
each city along our system, we can locate local sources of supply and 
suppliers in the very areas where an item may be needed. 


“Recently we wanted a new sign for our Wichita, Kansas office. 
Our first step, here in Denver, was to look up sign people in the 
Wichita directory, contact those with whom we might want to do 
business, describe the project, request designs and bids. We refer to 
hundreds of Yellow Pages headings this way.” 


Whatever your needs, wherever you want to 
buy, there’s a Yellow Pages directory that can 
help you find it faster and easier. Fulfill your 
purchasing needs with the handy Yellow Pages. 


America’s Buying Guide For Over 60 Years! 


For More Information Write No. 206 on Inquiry Card—Page 36 
For More Information Write No. 207 on Inquiry Card—Page 36> 
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Peter Schladermundt 
and Sharonart 








combine for a new design concept... 


Tomorrow’s business machines will have the low, sleek profile and functional beauty 

you see in this typewriter design created by the nationally known industrial 

designer Peter Schladermundt especially for the Sharon Steel Corporation. 

Gone is the bothersome cloth cover and in its stead a regular built-in secretarial workshop 
that includes typewriter accessory and lighted shorthand book and note compartments. 
And when the day is through the desk area is made neat by simply 

dropping the attractive machine lid. 

Ingenious? Yes, but perhaps the most important aspect of the design is the functional 

use of Sharonart, Sharon’s popular patterned steel. By fashioning the work areas of 
Sharonart the usual marks of wear never show, and by forming the cover of this amazing 
metal many styles are immediately available to the manufacturer by simply 

changing the pattern . . . and here, too, wear is practically eliminated. 

It’s the kind of forward thinking that has made Sharonart the most popular material 

of its kind. Literature and information available from the Sharon salesman in your area or 
by writing direct to Sharon Steel Corporation, Sharon Pa. 


<C> SHARON Quel STEEL 
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Throwaway Insert Cutter 
Blocks 


The advantages of throwaway 
carbide tooling now have been ap- 
plied to block-type boring tools. 
This throwaway insert block using 
precision-ground, square carbide 
t'ps, provides: elimination of car- 
bide grinding; instant tip indexing; 
lower cost per cutting edge; and 
lower tool inventory. 

Designed for use in standard 
block-type boring bars, the new 
blocks are available in two-cutter, 
as well as single-cutter microme- 
ter-adjustable styles. Davis Boring 
Tool Division, Giddings & Lewis 
Machine Tool Co., Fond du Lac, 
Wis. 

Write No. 20 on Inquiry Card—Page 36 


“One Touch” Pressure 
Lubricator 


A reservoir type pressure lubri- 
cator for “one touch” cutting tool 
lubrication. Heavy cast iron base 
keeps this lubricator where you 
want it and a convenient cast iron 
handle makes it easy to carry, 
easy to position at the machine. A 
precision oil pump controls the 
amount and the pressure of the 
cutting oil flow. The flexible oil- 
tight metal hose is positioned to 
deliver the oil right at the cutting 
edge of tools. C-B Tool Co., Lan- 
caster, Pa. 

Write No. 21 on Inquiry Card—Page 36 


One Shelf Storage Rack 


A one-shelf adjustable storage 
rack for storing loads in which one 
shelf is required. Does not require 
any sway bracing front or back 
regardless of heavy loads stored 
at any height giving access front 
and back at all times. A two-step 
assembly makes possible setting 
up the racks in a matter of 
minutes. Only two parts are in- 
volved: the vertical uprights and 
the cross-bars which hook into 
double siots set at an angle on the 
uprights at the height desired to 
give maximum rigidity and safety 
in storing. Palmer-Shile Co., 12625 
Mansfield, Detroit 27, Mich. 

Write No. 22 on Inquiry Card—Page 36 


Miniature Gear Broaching 
Technique Permits High 
Torque Transmission 


A “knurl” broaching technique 
is available for mounting minia- 
ture precision gears on hubs with- 
out deformation of the gear con- 
centricity. The technique has been 
used previously for mounting 
miniature shafts on linkage arms, 
where dimensions were too small 
to permit normal fastening meth- 
ods. Joinings made by broaching 
proved strong enough to resist se- 
vere torsional and tension forces 
that loosened or ruptured joints 
made by other methods. Libra- 
scope, Inc., 808 Western Ave., 
Glendale, Calif. 

Write No. 23 on Inquiry Card—-Page 36 





Your 
complete 
source for 
HYDRAULIC 
HOSE 


FLEXONICS 


Flexonics offers the 
most complete line of 
factory pressed-on and 
field attachable hose 
assemblies . . . bulk 
hose .. . Teflon*. . . and 
a wide range of sizes 
and types of standard 
and special-purpose 


couplings. 


For a quick answer to 
your hydraulic hose 
problem, consult the 
Flexonics Sales Engi- 
neer or write for catalog. 


*DuPont Trademark 


INDUSTRIAL HOSE 


FLEXONICS CORPORATION 
1316 South Third Avenue * Maywood, Illinois 


Canada: Flexonics Corporation of Canada, Limited, Brampton, Ontario 


(H- 320 
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TO LOAD 
A TANKER... 


meme orerer: 
A WHEEL... 


METAL HOSE...in the broadest line of sizes and 
materials for lower cost, faster delivery 


Whatever the medium you have to convey, or the 
pressure, temperature, motion and corrosive fac- 
tors to be considered . . . FLEXONICS is more 
fully capable of supplying the size (from 3/16” 
to 24” I.D.), construction and material of hose 


you need. This can mean important savings in 


cost... in time. And, if your requirements neces- 
sitate special engineering, FLEXONICS is the 
source for help. FLEXON .: 


Write for the complete FLEXONICS Metal 
Hose Design Guide. Whatever your field, 
you will find it valuable reference. 


INDUSTRIAL HOSE 


FLEXONICS CORPORATION + 1316 SOUTH THIRD AVENUE - MAYWOOD, ILLINOIS 


TOMORROW'S 


Divisions 


ENGINEERING INDUSTRIAL HOSE - EXPANSION JOINT + BELLOWS + AERONAUTICAL - AUTOMOTIVE 
TODAY Flexonics Research Laboratories, Elgin, Illinois 
in Canada: Fiexonics Corporation of Canada, Limited, Brampton, Ontario 


For More Information Write No. 208 on Inquiry Card—Page 36 
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Cut and Thread Pipe by Hand ? 


es-not me or my men when | 
can get the new tough fast little 


Ribzaib’ 300 


Power Drive 


5319.50 | 


*Subject to change without notice. 


Weighs only 79% lbs. 
—all metal! 


Pats. 


Apetes 
: 
Full Speed... 
yw + es 
even on 2’ pipe or conduit 


This new 300 is clear out of its price class! 
Its RIt@oa1-built motor has extra power 
and extra-long brush life . . . heavy- 
duty bump-proof switch . . . RIfaID 
Speed Chuck with guaranteed tight grip, 
forward, reverse, replaceable jaw inserts 
and all-metal hand wheel .. . 2 extra- 

Stand for 
strong tool support bars... and a lot of / RIzeaID 
other features that make it far the most 300 
for your money. You can’t afford to be ’  *Price $27.00 
without it—see and try the new 300 at 
your Supply House! 


mame me 


~ 


a 
The Ridge Tool Company j 


THREADED PIPE... it’s Tight... it’s Best... Costs Less! 
For More Information Write No. 210 on Inquiry Card—Page 36 





Correct Lubrication in Action... 
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Fork Truck for Outdoor- 
Indoor Work 


A 2000 Ib. capacity fork truck 
is designed for work both indoors 
and outdoors. The unit, called the 
C-20-B Special, has a combination 
of pneumatic drive tires and 
cushion steer tires which provide 
both traction, needed for opera- 
tion on rough surfaces or ramps, 
and easy steering on smooth flat 
floors. With a turning radius of 64 
inches, the truck is easily maneu- 
verable through trailer and box- 
car doors. Directional controls and 
lift-lower controls are mounted on 
the steering column within finger- 
tip reach of the operator. Indus- 
trial Truck Division, Clark Equip- 
ment Co., Battle Creek, Mich. 
Write No. 24 on Inquiry Card—Page 36 


Miniaturized Self-Sealing 
Coupling 


1010 series coupling is only 
2% inches long and weighs slight- 
ly over % oz. Connection is by a 
simple bayonet-type lock and each 
half is self-sealing with Viton A 
“O” rings. Coupling is suitable for 
electronic cooling systems, test 
stand, filling and charging connec- 
tions, pressure sensing and other 
general aircraft or missile applica- 
tions where lightweight and com- 
pactness are desired. Aeroquip 
Corp., Jackson, Mich. 

Write No. 25 on Inquiry Card—Page 36 
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AIR FREIGHT EXCLUSIVE 


Radar keeps deliveries on time—another 
United Air Lines “extra” at no extra cost 


United, as the only coast-to-coast airline with all-fleet radar, can promise you un- 
matched delivery performance and a smoother ride for fragile shipments. Whether your 
shipment goes by DC-6A Cargoliner or one of the 900-plus daily passenger flights, 
on-time schedule dependability is improved by radar, a feature customers appreciate. 


AND MORE “EXTRAS” 


Reserved Air Freight guarantees 
you space aboard any United flight 
on as little as three hours’ notice. 


Personalized service—a follow- 
through feature, monitors your 
shipment from origin to destination. 


— pete 


Door-to-Door service —a conven- 
ient United feature for minimum 
handling, maximum speed. 


Centralized cargo control insures 
that there'll be space on the flight 
you want when you want it. 





FREE BOOKLET 


Tells how United Air Lines saves 
shippers money, provides better 
service. How about you? Just 
write to Cargo Sales Division, 
United Air Lines, 36 So. Wabash 
Avenue, Chicago 3, Illinois. 


UNITED = 


v® 


YOU PAY NO MORE FOR EXTRA CARE WHEN YOU SHIP UNITED AIR LINES 


For More Information Write No. 211 on Inquiry Card—Page 36 
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Correct Lubrication in Action... 


Mobil ‘sparks’ “48,380 





eet bh 
mame ees 
. \ 


Complete Engineering Program 4 
Proved Petroleum Products oO 4 


SOCONY MOBIL OIL CO., INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP., MOBIL OVERSEAS OIL CO., INC. 








saving for Exide Battery 


Here’s how Exide Industrial Division of The Electric Storage Battery Company 
turned up new ways to cut maintenance costs, with the help of Mobil 


““How can we make it better, or more efficiently?” 
That’s The Electric Storage Battery Company’s 
challenging attitude. For five years now Socony 
Mobil has helped meet this challenge in the com- 
pany’s Philadelphia plant. During this period 
Mobil’s lubrication program has saved $48,380 
in maintenance costs. 

Mobil’s Correct Lubrication program helped 
put the plant’s lubrication on a sound engineering 
basis. Every machine’s needs were charted . . . 
rigid maintenance schedules established. Even the 
oilermen’s routes were revised to improve effi- 


Repair of roller drive chains interrupted schedules 
of Grid Casting Units at five-month intervals. Mobil 
recommended installation of 4 gravity feed oilers 
with lubrication brushes that cut downtime, main- 
tenance time, too. Saving —$8,003. 


Plate Filling Machines were being greased by hand 
at thirty-minute intervals. Mobil recommended 
automatic grease system with water-resistant Mobil 
product. This saved 25 man-hours per week . . . cut 
bearing wear rate 25% . . . has already saved $15,300. 


ciency. As a result, 1,256 maintenance man-hours 
a year are now available for other purposes. 
Other sizable savings are listed below. 

This is Correct Lubrication in Action. Lubrica- 
tion specialists who work closely with plant super- 
visors. In-plant lubrication training for mainte- 
nance personnel. Research and laboratory facili- 
ties. These services and many more are all backed 
by Mobil’s 93 years of lubrication experience. It’s 
helped Exide Industrial Division produce top 
quality batteries for less cost. It can help you 
cut costs, too. 


Inspection revealed abnormal wear of bull gear on 
grinding-mill and need for major overhaul and re- 
placement. Mobil recommended grinding teeth, re- 
setting gear and use of heavy, high-film strength 
gear oil. Gear replacement avoided—$10,000 saved. 


Modern lubricating equipment, efficient routing and 
charts prepared for every machine in Exide’s plant 
by Mobil engineers reduced lubrication application 
time 68%. Types of lubricants were cut from 25 to 
10, simplifying storage and inventory. 


Correct Lubrication 


Another reason Youre Miles Ahead with Mobil! 








Alcoa has hundreds of 
Gus Hoglunds to help you 
design it, make it, sell it 


All of Alcoa’s skills are mobilized to a 
single purpose: To put more than just 
16 ounces of metal in every pound of 
Alcoa Aluminum you buy. Here are 
12 of the dozens of ways to do it: 


1. Research Leadership, bringing you 
the very latest in aluminum alloys and 
applications. 


2. Product Development by specialists 
in your industry and your markets. 


3. Process Development Labs for aid in 
finishing, joining and fabricating. 


4. Service Inspectors to help solve pro- 
duction problems at your plant. 


5. Quality Control to meet top stand- 
ards or match your special needs. 


6. Complete Line including all commer- 
cial forms, alloys, gages, tempers. 


7. Availability via the nation’s best 
stocked aluminum distributors. 


8. Foremost Library of films and books 
to help you do more with aluminum. 


9. Trained Salesmen with a wealth of 
on-the-spot information. 


10. Sales Administrators constantly on 
call to service your orders. 


11. Year-Round Promotions expanding 
your old markets, building new ones. 


12. The Alcoa Label, leading symbol of 
quality aluminum, to mark your goods. 
Added Values 
With Alcoa 
Aluminum 


ADDED 
VALUES 


. is a case book of Alcoa special 
services and a guide to their availa- 
bility in design, manufacture and sales. 
Your copy, with some of the most re- 
warding information you may ever 
read, is waiting and it’s FREE. Write: 
Aluminum Company of America, 2017-C 
Alcoa Building, Pittsburgh 19, Pa. 

For More Information Write No. 213 
on Inquiry Card—Page 36 
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Toroidal Coil Winding 
Machine 


Toroidal coil winding machine 
accommodates a wide range of 
cores from .062 ID. up to two 
inches O.D. on one machine with- 
out changing heads. Built-in elec- 
tronic turnscounter accurately re- 
cords turns on core up to 1200 
per minute. Wire sizes from +46 
to 26. The machine features 
ten available sizes of shut- 
tles for loading optimum foot- 
age of wire, automatic sector and 
progressive bank winding in either 
direction, dynamic braking and 
jockey stick for adjusting position 
of core in any direction if neces- 
sary when sector winding. Avail- 
able with predetermined counter. 
Gorman Machine Co., 480 So. 
Main St., Randolph, Mass. 

Write No. 26 on Inquiry Card—Page 36 


Less Exposure to 
Radioactivity With Geiger 
Counter Tubes 


Two amperex geiger tubes make 
it possible for average size hospi- 
tals, industrial and medical labora- 
tories to undertake research with 
radioactive tracers using reduced 
amounts of radioactive materials. 


More reliable and accurate than 
existing units, it can also be ex- 
pected to replace geiger counter 
systems now being used in nuclear 
installations and laboratories. 

A system using the two ampe- 
rex tubes weighs only 400 pounds 
as compared to 4,000 pounds for a 
conventional unit. Only two tubes 
are needed wherzas a convention- 
al system may require as many as 
30. A unit utilizing the amperex 
tubes also is appreciably less ex- 
pensive. 

The amperex type 18515 geiger 
tube (bottom) is the beta radia- 
tion detector tube and fits into the 
cup-shaped anode of the amperex 
type 18517 (top) cosmic ray guard 
tube. Amperex Electronic Corp., 
Hicksville, Long Island, New 
York. 

Write No. 27 on Inquiry Card—Page 36 


Economical “Thriftmill’’ 


THRIFTMILL 


High-speed Thriftmill can eco- 
nomically be used for profiling, 
slotting, peripheral milling and 
numerous other end milling op- 
erations. It offers the tool buyer 
savings on initial purchase price 
of 15-20% over conventional end 
mills because of its “ground from 
the solid,” volume production. The 
Thriftmill brings the “throw- 
away” tool concept to many end 
mill applications. Brown & Sharpe 
Mfg. Co., Providence, Rhode Is- 
land. 

Write No. 28 on Inquiry Card—Page 36 


“This first clause says we can’t 
read the other clauses.” 


For More Information Write No. 214 
on Inquiry Card—Page 36> 
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Photograph by Bruce Davidson 


NO ONE TOLD GUS HOGLUND YOU COULDN’T WELD ALUMINUM 


Twenty years ago, Gus Hoglund 
gathered a dozen skeptics around a jar 
of flux, a torch and some bits of alumi- 
num. He was breaking trail for the man 
who now brazes 350 percolator spouts 
an hour . . . and for the company that 
will crack a new market with welded 
aluminum cans, churned out at 500 
a minute. 


Even when doubting Thomases 


granted you could weld aluminum, they 
had to be taught how to do it. Gus 
Hoglund and his Process Development 
crew gave lessons by the thousands. 
And their work between classes with 
alloys and techniques has led to the 
development of welded aluminum 
structures three times as strong as the 
best of the past. 


Aluminum is second to no other metal 


in variety of commercial joining 
methods. With the industry’s largest 
staff of engineering specialists to solve 
your joining problems, you get extra 
value in every pound of Alcoa® Alumi 
num you buy. Call your local Alcoa 
sales office today; the man who answers 
will have the proof. Aluminum Com 


Alcoa Build- 
ing, Pittsburgh 19, Pennsylvania. 


pany of America, 2017-( 


Yatcoa helps you design it, make it, sell it 
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The Norton Measure of Value 

. . . the true measure of savings 

on materials you buy for your 

production is the cost-per-piece 
produced. 


Call your Norton Man — he has 
the experience, the products, and 
knows how to save you money 
where it counts. There’s a Norton 
expert in the fields of — abrasives, 
grinding machines, refractories. 


PURCHASING 





Economists could argue the definition of the value of a 
grinding wheel in many ways. But it would usually come 
down to this — What is it worth to the purchaser. 

You can buy less expensive grinding wheels than Norton 
wheels and save on immediate cost. But if the lower cost 
wheels do not perform their jobs efficiently or cause produc- 
tion delays because of poor quality or wheel misapplication 
— you haven’t made a bargain — you’ve made a costly 
mistake. 

The only accurate measure of the value of a grinding 
wheel is how much it produces for you per dollar cost — not 
merely how much you paid for it. Here is why Norton grind- 
ing wheels are worth more to you — 

Norton Company gives you the most advanced research 
engineering and manufacturing facilities in the entire abra- 
sive field — and you get this great scope of detailed knowl- 
edge on a personal basis — your Norton Man. 

Every Norton Man starts his career by spending a mini- 
mum of one year in a carefully planned training course in 

the Norton plant and a comparable period of training in the 
¥, field to assure a broad, thorough understanding of grind- 
OU Can ing before he goes ‘‘on his own.’’ The average experience of 
all Norton Men in the field is 15 years in addition to their 
specialized training. The Norton Man is the most knowl- 
edgeable man in abrasives that you can consult. Make him 

roaduce your consulting abrasive engineer. 


. He will make an Abrasive Requirement Study for you. 

















This study lists the correct specifications for each abrasive 
job in your plant to assure you lowest cost-per-piece pro- 
duced. He is also available for complete field testing on 
specific problems. 

For example, your Norton Man can increase production 
by pointing out ways for better wheel usage and fewer 
wheel changes. He has the widest selection of grinding 
wheels in the industry from which to select the best wheel 
for new product grinding operations and for improving your 
current grinding jobs — both at the lowest cost. And with 
Norton grinding wheels you can be sure of precise duplica- 
tion order after order. 

Norton offers true abrasive economy. Economy that pays 
off in lower cost-per-piece produced. Call your Norton Man. 
NORTON COMPANY, General Offices, Worcester 6, Mass. 


NORTON 


ABRASIVES 


Making better products... 
to make your products better 
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years 
of results that satisfy 
just about everybody... 


except Oakite. And we never will be 
satisfied. Our goal has always been to furnish 


even better cleaning at even lower cost-AND 
IT ALWAYS WILL BE! 


Sure we’re proud of the hundreds of Oakite 
‘firsts’ in developing fine cleaning com- 
pounids, cost-cutting methods, time-saving me- 
chanical equipment. But we'll never rest on 
pride. As soon as we find a satisfactory answer 
to a cleaning problem—our research starts 


searching for an even better one. 
That’s why so many users continue to rely 
on Oakite to reduce their “per unit” cost. 


They know that year after year, they are get- 


ting the best cleaning for the lowest possible 


OAKITE 


years’ leadership in industrial cleaning 


cost. 





Oakite’s pioneering in the future will mean 
what it has meant for the past 50 years: not 
only better products, but better service . . . 
better methods . . . better equipment. All 
deliberately designed with you in mind to 
give you the most for your cleaning dollar. 

This handy guide is a distillation of 50 
years of Oakite cleaning experience. It can 
save you valuable time—and cold cash, too 
—on all your cleaning operations. Send for 
it. Oakite Products, Inc., 50A Rector Street, 
New York 6, N. Y. 


For More Information Write No. 216 on Inquiry Card—Page 36 
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Drum-Warmer for 


55-Gallon Drums 


Drum-warmer device for apply- 
ing heating or cooling to conven- 
tional 55-gallon steel drums. It 
consists of a single-embossed 
Platecoil with, quick-acting clamp 
and flexible connections to permit 
rapid change from one drum to 
another or changing the location 
on an individual drum. Insulated 
handles are included for safe, 
easy handling of the drum warm- 
er. 

The flexible connections can be 
connected to steam lines, hot or 
cold water or some other refriger- 
ation source to add or withdraw 
heat from the contents of the bar- 
rel. Platecoil Division, Tranter 
Manufacturing, Inc., Lansing, 
Mich. 

Write No. 29 on Inquiry Card—Page 36 


Production Machines Are 
Obsolescent-Proof 


A new line of obsolescent-proof 
lathes, automatics, and chucking 
machines use modular construc- 
tion. They combine great rigidity 
with many interchangeable com- 
ponents that universally unite 
with any one of six precision, 
heavy-duty headstocks and four 
rigid beds. Modular construction 
permits the purchaser to buy only 
what he needs when he needs it 
and permits him to add compo- 
nents or change them at any time. 
Cleveland Hobbing & Machine 
Co., 1311 Chardon Road, Cleve- 
land 17, Ohio. 

Write No. 30 on Inquiry Card—Page 36 
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WELDYNAMICS 


NEWS ABOUT ARC WELDING AT WORK CUTTING COSTS 


he. 


“Squirt” 


Welder welds heavy plate in 1/4 the time. 


WAR AGAINST HIGH COSTS NETS 


BARGE BUILDER 75% BONUS 


The Wiley Manufacturing Com- 
pany of Fort Deposit, Maryland, 
builder of welded barges and large 
custom built cranes, initiated 
cost reduction program that re- 
sulted in real savings. 

Stanley Welsh, general superin- 
tendent, and J. J. Evans, general 
foreman, faced with ever rising 
labor costs, decided bold action 
was necessary if the company 
was to keep prices competitive. 
Since welding is the largest single 
operation in the Wiley yards it 
was only logical that they should 
look for a way to reduce welding 
costs first. 

Enlisting the aid of Joe Gulley, 


a Lincoln welding engineer out of 


Lincoln’s Baltimore office, the 
Wiley men began a detailed sur- 
vey of their welding procedures 
and processes. 

Mr. Gulley assisted Mr. Evans 
and his weldors to analyze the 


For More Information Write No. 217 on Inquiry Card—Page 36 
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methods and electrodes used for 
welding sub-assemblies and for 


joining the sub-assemblies to the 


main structure. It was found that 
by positioning the smaller units 
iron-powder Jetweld electrodes 
could be used and speed increased 
considerably. 

The jack-pot, though, was won 
by switching to semi-automatic 


Welded units form the barge on the ways. 


Structural members are fabricated on the 
ground with Jetweld, then welded into 
sub-assemblies. 


Jack Evans, General Foreman at Wiley, 
sparked a cost reduction program that 
succeeded. 


for welding of heavy plate. By 
using a Lincoln “Squirt”? welder 
propelled on a gas cutting buggy, 
Wiley is able to weld heavy plate, 
up to *; inch, in '4 the arc time 
previously required to weld it 
manually. 

Mr. Evans states that these 
savings are made even greater 
because very little plate prepara- 
tion is necessary. Bevel is elimi- 
nated in plate up to '%”’ and weld 
cleaning is greatly simplified. The 
resulting welds are better, too, 
than can be made manually. 

The result—a 75% saving in 
arc time on this operation! 

Although no overall cost fig- 
ures were immediately available, 
Mr. Evans estimated that they 
had been able to reduce total 
welding costs by at least one third. 


The LINCOLN ELECTRIC CO. 
Dept. 1401, Cleveland 17, Ohio 
The World's Largest Manufacturer 
of Arc Welding Equipment 
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COLUMBIA-SOUTHERN 


PROFIT IS COMPOUNDED at many points. . . research, 
processing, packaging, shipping, selling. That’s the 
big reason you look so closely at the total “‘package”’ 
you get when you buy such essential materials as 
chemicals. 

You require, naturally, basic raw materials of 
dependably high quality. You’re concerned with 
assurance of on-schedule delivery, geared to your 
specific handling and use. You’re looking for ideas 


CHEMICALS HELP YOU 


and technical assistance that help open new markets 
and aid in developing new products. You want 
practical, cost-conscious counsel, not inapplicable 
theory. To sum it up, you need a chemical partner, 
not simply a supplier. One handy? Why, of course: 

Columbia-Southern Chemical Corporation, One 
Gateway Center, Pittsburgh 22, Pennsylvania. 
Offices in fourteen principal cities. In Canada: 
Standard Chemical Limited. 
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y LIQUID CHLORINE -- 
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MAKE TOP-QUALITY PRODUCTS AT A PROFIT 


CAUSTIC SODA and RUBBER PIGMENTS SODA ASH is CHLORINE regroup: 
its voracious appetite | improve natural and indispensable to the molecules for eco 
work thriftily to synthetic stocks, manufacture of j nomical processing 
produce textiles, - make possible use metals, glass, soaps | of paper, plastics 
petroleum products, of sales-spurring and detergents, wonder drug: 
packaging films, in colors in quality pigments, other solvents, hundreds 
numerable goods. rubber goods chemicals of products 


COLUMBIA-SOUTHERN CHEMICAL CORPORATION 


A Subsidiary of Pittsburgh Plate Glass Company 


Anhydrous Ammonia, Barium Chemicals, Benzene Hexachloride, Calcium Chloride, Calcium Hypochlorite (Pittchior*, Pittabs*), Carbon Tetrachioride, 
Caustic Potash, Caustic Soda, Chlorine, Chlorinated Benzenes, Chloro |PC, Chrome Chemicals, Hydrogen Peroxide, Muriatic Acid, Pacific Crystals, Per 
chlorethylene, Rubber Pigments (Calcene*, Hi-Sil*, Silene*), Soda Ash, Sodium Bicarbonate, Sodium Sulfate, Titanium Tetrachloride, Trichlorethylene 











Life in these excited states ... 
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ACE-ITE 


all-purpose toughie 


High-impact, 
rubber- plastic, 
most economi- 
cal for average 
chemicals. 2 to 
6”. Screw or sol- 
vent welded fit- 
tings. Valves 4 
to 2”. NSF- 
approved. Bul. 
80A. 
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ODD SHAPES? | 


lyou make...we line 


oe 


Rubber or plas- 
tic lining is eco- 
nomical life 
insurance for 
costly “special” 
equipment. It’s 
a specialty with 
ACE. Write for 
Bul. CE-53. 
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PLASTIC VALVES 


for matched systems Chetos of Rivt- 


cler PY¥C, 
Ace-Ite rubber- 
plastic, Ace 
polyethylene or 
Ace Saran to 
match any plas- 
tic pipe. Sizes 
Y% to 2”. Also 
larger plastic- 
lined valves. 
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An easier way 
to put corrosion 
under your thumb 


Specify the equipment that’s engi- 
neered to stay on the job under the 
toughest corrosive service... Ace 
equipment by American Hard 
Rubber Company. Now nine kinds 
of plastic and rubber pipe, plus 
pumps, valves, tanks, and special 
equipment to solve any corrosion 
or contamination problem. 


CAS CE SS Go Ge GE ley 


I 
3 
| 
i 
i 
! 
i 
ad 


: 

i 

! 

i Ace-Hide, tough 

j as a rhinoceros, 
insensitive to 

I corrosives, 

: makes this finest 

} of acid pails. 

‘ Also dippers, 
bottles, funnels, 


ee ee eee | 


EE 


: ocessing equipment of rubber and plastics 





, AMERICAN HARD RUBBER COMPANY 


For More Information Write No. 


DIVISION OF AMERACE CORPORATION 
Ace Road * Butler, New Jersey 
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Low Current Silicon 
Rectifiers 


Fifty-eight additional types of 
low current silicon rectifier cells 
featuring low reverse current 
leakage are now available. Twen- 
ty of the new types are pig-tail 
lead devices and thirty-eight are 
stud - mounts. Semiconductor 
Products Department, General 
Electric Co., Syracuse, N. Y. 
Write No. 31 on Inquiry Card—Page 36 


Electrical Outlet Box 
for Heavy Duty 


Outlet box eliminates the need 
for many long lengths of cord. As 
many as four power tools, lights, 
etc., may be plugged in at the 
point of use. No. 14 cable in 25- 
or 50-foot lengths is standard, and 
six different outlet receptacles are 
available. The box is made of 
metal and is covered with a thick 

(Please turn to page 118) 


PURCHASING 








Safetex seals fast... and stays fast. In an instant, the exclusive 
Safetex glue formula welds tape to box. And Safetex keeps that 
firm, sure grip without drying-out or popping-off. Safetex peak 
performance makes one-pass sealing possible—just one of many 
ways that Safetex can help speed-up shipping department pro- 
cedures and cut shipping department costs. Give your Safetex 


distributor a quick call. He'll be glad to show you how Safetex 





can get things done better and faster. 


SAFETEX SUPERSTANDARD GUMMED TAPE oa ) 


CENTRAL PAPER COMPANY, MENASHA, WISCONSIN 
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The customer needed plastic mold steel cut to his ery because it had both the steel and the saw (big 24” 
specs as fast as he could get it. The Crucible ware- x 42” hacksaws which can slice a 40” block in 4-4% 
house confirmed his order, gave him immediate deliv- hours). 





maintains a variety of 
local facilities for handling 
customers’ special requirements 


‘We regularly rely on the Crucible 
warehouse’s equipment. Why, it would 
take us all day to cut steels they can 
cut in minutes. We’ve tried to do these 
cutting jobs ourselves and, frankly, we 
lose money nearly every time.” 

This purchasing agent’s words are 
probably typical because countless com- 
panies, all over the country, rely on the 
31 local Crucible warehouses for han- 
dling their special needs. Unusual cut- 
ting of specialty steel grades and sizes 
we just an example. Or, if a warehouse Customers’ Master Files quickly give Inside Ac- 
can’t handle extras, such as forging, count Salesmen details on your receiving sched- 
grinding, machining, boring, polishing, ules and special requirements. 
etc. itself, it arranges to have them 
done conveniently and economically 
outside. 

It’s entirely possible that your plant 
has these facilities. Even so, it can pay 
you to find out what the local Crucible 
warehouse has to offer. As one mate- 
rials buyer put it: 

“We have a ‘get to know the sup- 
pliers’ policy. I’ve visited the Crucible 
warehouse personally and made a list of 
its equipment. Here it is— under ‘Sup- 
pliers’ Facilities.” Two weeks ago, when 


- 


all our saws were tied up, we had the Inside Account Salesmen keep reference sources Fleet of trucks and special delivery 
Crucible warehouse cut the steels. They handy — give you fast breakdowns of analyses, vehicles maintained at each warehouse 


2 oi a . 4 * or heat-treating, machining data. ensure prompt, nearby deliveries. 
did it immediately, so my list paid off.” 


All Crucible warehouses maintain TOOL STEELS—Water, oil, air hardening, shock 
stocks, services and facilities to serve resisting, hot work, plastic and die casting 
you. If you’d like to know more about steels in all forms, including bars, sheets 
them, phone or visit the warehouse plates, drill rod, hollow bars, forgings and 
nearest you —any time. Its facilities "o" ground stocks 
and services are part of Crucible’s inte- HIGH SPEED STEELS—Crucible’s famous ‘'Rex'’® 
grated operation, from ore to mill and steels: Rex Thrift Finish rounds, hot rolled and 
warehouse delivery to you. Crucible old drawn flats and squares, drill rod, forg- 
Steel Company of America, Dept. ngs, sheets, plates, and tool bits 
PC13, The Oliver Building, Mellon STAINLESS STEEL — Bars, sheet, strip, wire, 
Square, Pittsburgh 22, Pa. cold heading wire, metalizing wire, plates, 

angies 
FREE MACHINING STEELS — Crucible Max-el® 
rounds, hexagons, plates and brake die steel 


; Full stocks of specialty steels enable ware- 
STOCK LIST ALLOY STEELS — bars, billets, strip and sheet housemen to ready your order for shipment 


Keeps you up-to-date COLD ROLLED CARBON SPRING STEELS overnight — or earlier. 
on local stocks of spe- a DRILL STEELS — Hollow and solid drill steels 
cialty steels. Just ask For All ALUMINUM EXTRUSION DIE STEELS 

the Crucible salesman 

to place your name These Steels HOLLOW TOOL STEEL 

on the regular mail- WELDING AND HARD FACING ROD 

ing list. PLASTIC MOLD STEELS 


PERMANENT MAGNETS 





CRUCIBLE | STEEL COMPANY OF AMERICA 


Branch Offices and Warehouses: Atlanta « Baltimore « Boston « Buffalo « Charlotte « Chicago « Cincinnati « Cleveland « Columbus « Dallas « Dayton 
Denver ¢ Detroit « Grand Rapids « Harrison * Houston « Indianapolis ¢ Kansas City « Los Angeles « Milwaukee * New Haven * New York 
Philadelphia ¢ Pittsburgh « Portland, Ore. « Providence * Rockford « Salt Lake City « San Francisco « Seattle « Sprin d, Mass. ¢ St. Louis 
St. Paul ¢ Syracuse « Tampa « Toledo « Tulsa * Toronto, Ont, 

















HIGH PRESSURE 
LOW COST 


This 8 pound Meehanite Metal casting made for the Joy Manufacturing 
Co. by Hamilton Foundry is a fourth stage air compressor cylinder. Pres- 
sures build up to 6,000 p.s.i. and require a high strength, pressure tight 
and wear resisting casting. Alloyed Meehanite®, oil quenched and tem- 
pered, raised Brinell hardness of the cylinder wall to 275-300, and in- 
creased tensile strength to 60,000 p.s.i. Meehanite was chosen for this 
casting because controlled structure and small uniform flake graphite pro- 
duce pressure tight castings of uniform density and strength. 

Manufacturing costs drop when uniform, high quaiity castings go through 
production. In this case, Meehanite castings from Hamilton Foundry give 
Joy tight control on finished parts costs by combining dimensional accuracy, 
uniform machinability, a low rejection rate, and delivery on schedule. Pres- 
sure tightness, long service life and fine surface finish insure Joy’s repu- 
tation for product quality. 

When new and unusual design problems arise in the selection of metal 
and the casting of parts, you will find that the skill and integrity of your 
foundry is your best insurance that specifications—and delivery schedules 
—will be met. 


GRAY IRON * ALLOYED IRON * MEEHANITE® * DUCTILE (NODULAR) IRON * NI-RESIST * DUCTILE NI-RESIST * NI-HARD 


The Hamilton Foundry & Machine Co., 1551 Lincoln Ave., Hamilton, Ohio * TW 5-7491 
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(Continued from page 114) 
coating of yellow colored Neo- 
prene rubber, which has a high 
dielectric strength, and is oil- and 
chemical-resistant. The Ericson 
Manufacturing Company, 1660 
Hayden Avenue, Cleveland 12, 
Ohio. 

Write No. 32 on Inquiry Card—Page 36 


One-Piece Mounting 
Has Three Compression 
Sections 


Double extension center bonded 
mounting is used for isolation of 
severe vibratory, shock and relat- 
ed disturbances. First use for a 
mounting based on this advanced 
design is in an engine suspension 
for a sulky-type rotary lawn mow- 
er. The basic design is applicable 
to flexible suspensions for all 
types of mobile, transport-mount- 
ed and portable equipment. Major 
performance advantage of the 
mounting results from its superior 
radial flexibility combined with 
good axial restraint. Torsional dis- 
turbances, distortion and relative 
motion can be absorbed without 
loss of stability. Lord Manufactur- 
ing Co., Erie, Pa. 

Write No. 33 on Inquiry Card—Page 36 











“Do I ask you how you MAKE it?” . 


PuRcHASING 





Bearing Buying Guide 
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NO. 2 


A REPORT ON FAFNIR BEARING DEVELOPMENTS AND DISTRIBUTION ACTIVITIES 








“NEW LOOK” IN FAFNIR 
BALL BEARING PACKAGING 


The trim “new look” in the packaging 
of Fafnir standard precision ball bear- 
ings is further evidence of how Fafnir 
continually keeps up with the times — 
even in the design of the boxes bearings 
come in! 

Printed in bright green with bold red 
and white lettering, the box is designed 
to stand out on crowded stock room 
shelves. To make ready identification 
even easier, the lettering used for the 
name FAFNIR follows the style adopted 
for all the company’s printed matter — 
bulletins, advertisements, displays, sim- 
ilar material. 

Box construction has been improved 
also. It’s sturdier, and the use of an in- 
genious locking box flap eliminates the 
need for the protective gummed tape that 
was formerly placed around each box. 


Illustrated ...top of trim new Fafnir package. 





287 AUTHORIZED FAFNIR DISTRIBUTORS 


AWARDED SERVICE PLAQUES 


In recognition of their years of service. 
as suppliers of Fafnir ball bearings, 287 
Authorized Fafnir Distributors were 
awarded Fafnir service plaques during 
the past year. 

Ten of the awards went to distribu- 
tors of 35 years standing. Twenty-six 
plaques were awarded for 25 and 30 
year association with Fafnir. Other 
plaques were awarded as follows: 48 
for 20 years service, 26 for 15 years 
service, 101 for 10 years service, and 75 
for 5 years service. 

Such awards mean much more than 
recognition and appreciation on Fafnir’s 
part. They speak for a distributor's 
ability to meet his customers’ needs and 
his reputation for fair dealing, quality 
products, and good service — a reputa- 
tion that makes for enduring customer 
loyalty and business success. 

They speak, too, for the company 
represented by the distributor. Long 
years of distributor loyalty are a reliable 
indication of “fair dealing, quality prod- 
ucts, and good service” on Fafnir’s part 
— facts worth knowing when you buy 


FAFNIR BEARING 
COMPANY 


Fafnir Service Plaque is designed for en- 
graving of distributor’s name and the number 
of years he has served as an Authorized Dis- 


NEW PILLOW BLOCKS FEATURE 
INTEGRAL SEAL BALL BEARINGS 


Designed for standard and heavy duty re- 
spectively, these LSA and LSAO pillow blocks 
have cast iron housings with machined bear- 
ing seats and bases. 

Self-aligning wide inner ring ball bearings 
are equipped with integral, contact-type Plya- 
Seals or slinger-type Mechani-Seals. Fafnir- 
originated self-locking collar secures bearing 
to shaft quickly and easily. No machining of 
shoulders, no mounting accessories needed. 
The new units have the same base-to-center- 
height dimensions and bolt-hole spacings as 
Fafnir SA and SAO series. Units are factory- 
prelubricated . . . provision for relubrication 
if application warrants. 


LSA pillow block (left) is a standard duty 
type; LSAO (right) is heavy-duty type. 





YOU STILL CAN'T BEAT IT FOR FAST, 
SURE INSTALLATION! 


Originated by Fafnir, and 
widely copied, the Wide 
Inner Ring Ball Bearing 
with Self-Locking Collar 
can't be beat for fast, sure 
installation. Here’s the 1- 
2-3 of it... 


. Bearing slip-fits onto shaft. Self- 
locking collar is eccentric cam 
type ... mates with cam on bear- 
ing inner ring 


. With cam of collar positioned over 
cam on inner ring, collar is turned 
in direction of shaft rotation, 
securing entire assembly to shaft 
with positive locking action. 


. Set screw further insures security 
by exerting a wedging action to 
hold the collar always in engaged 
position. Locking action of collar 
is thoroughly effective where re 
verse loads are not encountered, 
and increases with operation of 
machine. 





ball bearings. 


tributor of Fafnir ball bearings. 


FAFNIR 


BALL BEARINGS 


MOST COMPLETE LINE IN AMERICA 


Simple. . . speedy. . . foolproof! 


Branch Offices: Atlanta* * Baltimore * Boston (Cambridge)* 
Charlotte* * Chicago* * Cincinnati * Cleveland « Dallas* 
Denver* * Detroit* * Houston * Indianapolis * Kansas City* 
Los Angeles* * Memphis* * Milwaukee * Minneapolis* 
Moline * New Orleans (Metairie) * NewYork (Woodside)* 
Philadelphia* ¢ Pittsburgh* * Portland, Ore.* * Rochester 
San Francisco (Millbrae)* * Seattle* 

*Includes warehouses 
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Complete ... 


Accurate... 


Easy to use... 


“We use Conover-Mast Purchasing Directory in place of all others, as it is 
always up-to-date and complete.”—J. F. Sayre, Pur. Supt., Armstrong Rubber 
Mfg. Co., Des Moines, Iowa 


DESIGNED FOR INDUSTRIAL PURCHASING ONLY 


The handiest buying directory available to industrial purchasing 
agents—complete in one volume. 


e wholly industrial; no con- e trade name, address section, 
sumer goods listed and special mechanical data 
section included in back of 


e company size indicated by book 
average employment—an ac- e modern type and layout on 
curate and current measure white coated paper stock 


If you want reliability and convenience try C-MPD. For more informa- 


tion write to: 
Conover-Mast 


PURCHASING DIRECTORY 


205 EAST 42nd STREET, NEW YORK 17, N. Y. 




















Forging tube end in Shelby mill. In addition, Ohio Seamless can supply tubing flared, swaged, expanded, upset, flanged, shaped, etc. 


66 Our machining time on this landing gear part in Ostuco tubing that give us extra savings in set-up 
SAE 4140 plummeted from 400 to 180 minutes when time and tool grinding costs... 99 


we changed from forgings to Ostuco Forged Tubing. 
8 Bing B ing These actual figures, from an eastern manufacturer, 


“In addition to getting over 80% more parts per indicate the machining economies Ostuco Forged 
workshift, we like the free-machining qualities of Tubing can effect in your product. The starting 
point is to call your nearest Ohio Seamless office, 
listed in the Yellow Pages, or the plant at Shelby, 
Ohio — Birthplace of the Seamless Steel Tube 
Industry in America. AA-ses0 


sat me) OHIO SEAMLESS TUBE DIVISION 


of Copperweld Steel Company + SHELBY, OHIO 


Seamless and Electric Resistance Welded Stee/ Tubing + Fabricating and Forging 


For More Information Write No. 224 on Inquiry Card—Page 36 


Marcu 30, 1959 





*«** 
. 
* 


; Haven't needed any 

of ‘em, J. B, since we 
standardized on Bostitch 
staplers and staples. Best : 


production headache cure 


l've ever found. 























Don’t fall victim to fastening headaches. Avoid 
them with the right combination of Bostitch sta- 
plers and Bostitch staples. Don’t be misled by 
“look-alike duplicates” of the Bostitch real thing. 

We make over 800 staplers, more than 200 
kinds of staples. There’s a combination for head- 
ache-free fastening of everything you can fasten 
with staples. 

You can get precisely the stapler and staple 
you need for your production job quickly and at 


Fasten it better and faster with 
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fair prices. With them come the most thorough 
technical and service assistance in the business. 
What you really get when you standardize on 
Bostitch staplers and staples is long-term, low- 
cost, trouble-free fastening. 

Let us show you how we can help relieve or 
prevent production headaches, too. Call a Bostitch 
Economy Man. He’s listed under “Bostitch” in 
your telephone directory. He’s nearby waiting 
for your call to offer his help. 


BOSTITCH 


RS AN D STAPLES 


723 Briggs Drive, East Greenwich, Rhode Island 
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GENERAL ELECTRIC ANNOUNCES 


New Totally Enclosed D-c Motors 


KINAMATIC ... to meet modern 


needs for faster, more automatic 
production in severe environments, 
General Electric announces a com- 
plete line of totally enclosed direct- 
current motors. 


Designed for Tough Duty, d-c Kina- 
matic enclosed motors give you 
maximum mechanical protection 
plus the wide speed range and 
versatility required for close con- 


trol of machines and split-second 
timing of processes. 


Standard Mounting Dimensions of 
enclosed d-c Kinamatic motors save 
you time and money. With this 
better protected, more powerful 
direct-current motor, your ma- 
chines will operate with less down- 
time ... faster... easier... and 
with less maintenance. 





Additional information is avail- 
able at your nearest General Elec- 
tric Apparatus Sales Office. Or, if 
you prefer, write for Bulletin GEC- 
1372, Direct Current Motor and 
Generator Department, Erie, 
Pennsylvania. 813-10 
*Trade-Mark of the Genero! Electric Company 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 





Office Equipment and Supplies 





Make Your Messages Move Fast 


Wis more companies opening 
branch plants and geographically 
broadening their spheres of opera- 
tion, instant communication has 
become a major problem for in- 
dustry. 

The Owens-Corning Fiberglas 
Corporation, Toledo, Ohio, has 
overcome this obstacle by install- 
ing a fully automatic teletype- 
writer communications system. 

The new system links eight 
Fiberglas plants, 36 sales offices, 
and 10 communications centers. 
The three basic elements that 
make up the system are: (1) the 
teletypewriter; (2) the message 
tape; and (3) the switching cen- 


ter where complete supervision 
and control of the nationwide 
operation is maintained. 

To send a message, an opera- 
tor types on the keyboard of the 
teletypewriter and thus prepares 
a message in tape form. At sev- 
eral of the branch offices, the 
operator receives the messages 
from a dictating machine. 

She next places the prepared 
tape in an automatic transmitter, 
or sending unit, which sends it on 
its way. This machine is under 
the control of equipment at the 
switching center. There is no 
further manual handling neces- 
sary to get the message to its 


The switching center in Toledo is the heart of the new high speed 
communications system of the Owens-Corning Fiberglas Corporation. 
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eventual destination. 

The switching center, located 
in downtown Toledo, is the heart 
of the new communications sys- 
tem. Planned and installed by 
engineers of the long lines depart- 
ment of American Telephone and 
Telegraph Company and Ohio 
Bell Telephone Company, the 
equipment is maintained at each 
point of the installation by the 
appropriate operating telephone 
company of the Bell System. 

When entirely coded, the 
punched tape controls the de- 
livery of the messages to their 
proper destination. They arrive in 
typed form at a speed of 75 words 
per minute. The perforated tape 
will also carry coded data for 
automatic data card punching 
without risk of manual error. 

At the switching center, sev- 
eral safeguards are engineered 
into the system to prevent the loss 
of messages. If, by chance, an 
operator types an incorrect direct- 
ing code or something else goes 
wrong, the message reaching the 
switching center is not lost. 

Instead, it turns up in tape 
form on a special machine in the 
center. At the same time, an 
alarm sounds to alert an operator. 
The operator can then redirect 
the message to its proper destina- 
tion. 

The equipment and private line 
network of the system is designed 
to handle a certain volume of an- 
ticipated messages at this time. 
However, a substantial growth of 
both the number of locations and 
private lines without major 
changes, has also been allowed 
for. 

The communications system is 
compatible with the data process- 
ing equipment for collecting, an- 
alyzing, and processing informa- 
tion required for the effective 
management of Owens-Corning 
business. 
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FACTORY 
FRESH 


ALL HAMMERMILL GRAPHICOPY® PAPERS are 
cartoned to protect them against damage, 
packed and ream wrapped to preserve their 
balanced moisture content. They remain free 
from curl, run without a hitch. 


SQUARE 
CUT 


ACCURATELY CUT 842 by 11 and 842 by 14 
Graphicopy Papers let you run fast without 
paper misfeeding or jamming. Hammermill 
Graphicopy Papers are specially designed for 
office duplicating and printing. 


FOR TOP 
PERFORMANCE 


FOR ALL YOUR OFFICE PRINTING and duplicat- | 
ing equipment, get Hammermill Graphicopy 
Papers. Ask your Hammermill supplier for 
your free Graphicopy Paper Selection Guide. 
There are 200 items in 19 different grades of 
paper. Order by number—with one phone call. 
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MARKING 


MEIAL? | 


Blaisdell markers 
do the trick 


CHINA-MARKER 





Unsurpassed for bold, bright 
marking on all surfaces. -: 
and durable—adheres firmly—1 
vivid colors. 


OMNIMARK-—Thinner diam- 


eter lead for fine line marking. 


. OAS *S2S4e tees ~~ 
av, P1882 manen 
atl, / P . poe 
AIFALS ‘ CH | WARK 


DU-ALL 


MECHANICAL PENCIL 





Convenient propel-repel action. 
8 brilliant, all purpose leads with 
barrels to match. 


AT BETTER STATIONERS EVERYWHERE 


Test the marker that suits your needs. Send 
for sample naming this publication. 


( baisdell 


PENCIL COMPANY 


BETHAYRES, PA. 
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Office Equipment 





A new drafting table has been 
announced by Stacor Equipment 
Company, 285 Emmet Street, 
Newark 5, N. J. The adjustable 
drafting table is balanced perfect- 
ly in any position by a counter- 
weight mechanism, operated by 
foot pedals. A multi-disc friction 
device locks and unlocks the board 
to make height and slope simul- 
taneously adjustable. It is avail- 
able in four board sizes: 40” by 
60”, 34” x 47”, 26” x 36” and 
2742” x 40”. 

Write No. 34 on Inquiry Card—Page 36 


The development of a new 
microfilm reader for engineering 
drawings was announced by The 
Filmsort Company, Pearl River, 
N. Y. The new reader has a screen 
size slightly larger than 18” x 24” 
with an optical system that covers 
the entire microfilm frame. It has 
no glass flats to become dirty. 
Card and film are held in place 
by a plastic holder designed spe- 
cifically for punch cards and 3” x 
5” cards. The holder can be ro- 
tated 90-180 degrees. 

Write No. 35 on Inquiry Card—Page 36 


A new electric paste-ink stencil 
duplicator has just been put on 
the market by the Milo Harding 
Company, 145 Tempo Building, 
Monterey Park, Calif. Some fea- 
tures of the new miachine are: 
oscillating inking system, full 
ream rising feed table, variable 
speed operation, feed stops at pre- 
determined quantity and lint re- 
moving system. 

Write No. 36 on Inquiry Card—Page 36 


A camera equipped with a data 
chamber which records auxiliary 
information directly onto the film, 
has been announced by Flight Re- 
search, Inc., Richmond, Virginia. 
The recording of the auxiliary 
data onto the film is accomplished 
through the use of split optics. 
The readings on the auxiliary in- 
struments in the data chamber are 
recorded along one side of the 
film in the same frame and at the 
same time as the target data. The 
auxiliary data area is 3/16” wide 
and extends the height of the 
frame, leaving an area approx- 
imately 13/16” wide by 34” high 
in each picture for the target in- 
formation. Called the “Multi- 
data” camera, this model can also 
be used as a standard motion 
picture camera; can be synchro- 
ized with groups of other models 
for simultaneous photography of 
widely separated events. 
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Put Yourself on 

the RECEIVING End 
of these Paperwork 
SAVINGS! 











GRUNING) 
Leseliabities Capyiog ot bs bik pyllex 


The Bruning Man is your expert on paperwork. 
He’s backed by a company with over 60 years’ 
experience as researcher, manufacturer, and 
supplier. He’s located in principal U.S. Cities. 

















With modern Bruning copying machines, you can eliminate up to 
80% of the receiving report writing you are now doing. You slash, 
clerical costs, speed purchasing-receiving operations! 

With Copyflex, the purchase order is typed on a multiple-part form, 
and a translucent copy sent to Receiving. Receiving information is 
added directly to this copy — extra columns provide for multiple 
receipts. Each time receiving data is entered, any number of 
Copyflex receiving report copies (white or color coded) can be made. 

That’s it! No preparation of separate receiving report forms. No 
rewriting or retyping of purchasing information. No transcription 
errors. 

Copyfiex is ideal for systematized paperwork — flexible, simple, 
economical. Letter-size copies cost less than a penny for materials. 
Machines are clean, quiet, odorless —offer copying widths up 
to 54” and are priced as low as $555 for the table model. Lease- 
Purchase Plan available. 


Send For Your Free Copies! 





Charles Bruning Company, Inc., Dept. .-> 

1800 Central Road, Mount Prospect, Ill. 

Offices in Principal U.S. Cities 

In Canada: 105 Church St., Toronto 1, Ont. 

Please send me booklets on Copyfilex for 


(C) Purchasing-Receiving [] Other applications, 





Company 
Address_ 
City 
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A new principle is used in the 
latest electric power punch in- 
troduced recently by General 
Binding Corporation, Northbrook, 
Illinois. A desk-top machine, it is 
about the size of a typewriter and 
features a high torque transmis- 
sion and positive clutch to pro- 
vide rapid punching power equal 
to four tons pressure. Punching 
dies are engaged and disengaged 
by fixed “in-out” quick action set 
pins. Driven by a % hp. split 
phase electric motor, the new ma- 
chine can be used wherever con- 
ventional 115 volt AC electric 
power is available. 


Write No. 38 on !nquiry Card—Page 36 


A brochure which describes the 
hot wax carbon process for busi- 
ness forms is available from Cul- 
lom & Ghertner Company, 600 
21st Avenue, North, Nashville 4, 
Tennessee. Purchasing agents can 
use this booklet to determine how 
particular forms will appear in 
the hot wax carbon process. 


Perhaps it’s time for a fresh design ln ae ee eee Oe 
and a bright new WESTON paper 


Your printer, advertising agency or letterhead designer will 
gladly suggest a new design and a paper of appropriate quality 
from the complete family of Weston cotton fiber letterhead 
papers — including Old Hampshire Bond (Extra 
No. 1, 100%), Defiance Bond (100%), Win- 
chester Bond (50%), Weston Bond (25%) and 
Weston’s Hand Weave (25%). Write Dept. PN 
for samples. 


BETTER 


Better Papers are made with cotton fiber FON STaastS 
BYRON WESTON COMPANY 
Dalton, Massachusetts 


Makers of Papers for Business Records Since 1863 A new deck-model bockkecsine 


machine has been placed on the 
W/ eS 4 O Ni market by Burroughs Corporation 
PAPERS of Detroit. Totaling, sub-totaling, 


accumulation of items posted, car- 

Leading Makers of: LETTERHEAD PAPERS + POLICY PAPERS + LEDGER PAPERS + INDEX BRISTOLS riage opening and control of ma- 
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chine functions such as adding, 
subtracting and dating are among 
the operations performed auto- 
matically by the machine without 
assistance from the operator. Pro- 
gram units that control the ma- 
chine’s automatic functions may 
be interchanged for different 
bookkeeping operations. The ma- 
chine converts to a multiple total 
electric adding-subtracting-listing 
machine. 


Write No. 40 on Inquiry Card—Page 36 


A new water cooler, called the 
Wall-Mount, has been introduced 
by The Halsey W. Taylor Co., 
Warren, Ohio. With no outside 
plumbing connections, it has a 
stainless steel top contoured for 
easy cleaning and a wall face 
splash designed as an integral part 
of the top. 
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An install-it-yourself desk en- 
closure is now available from 
Curtis Office Partition Company, 
Inc., 102 Union Street, Brooklyn, 
N. Y. Made of fiberglass in a 
coated 18-gauge metal frame, the 
partition attaches to a desk top 
by means of an adhesive. Enclo- 
sures are shipped flat, as four 
separate pieces, and require only 
insertion of two screws to assem- 
ble ‘completely. 
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A custom-made 
desk set for *375!" 


The Esterbrook DESKMASTER? fountain 
pen desk set is instantly custom-fitted to 
any business writing task. 

The secret is Esterbrook’s broad selec- 
tion of 32 points. Bookkeeping, clerical 
and carbon copies are just a few of the 
business points made by Esterbrook. 

If a point is ever damaged, it is instant- 
ly replaceable! A new point threads in..; 
in seconds, Costs just 60¢. 


And, the DESKMASTER is attractive, 
efficient. Employees like its fine writing 
qualities. No wonder purchasing agents 
have made it the fastest selling desk set 
in America! (Model #112) Black and 
popular colors. Black, only $3.75 


There's a precision-made Esterbrook for every business need: 


Esterbrook FEED-MATICT base desk set 


Holds up to 6-month supply of ink. Reservoir in base seals ink 
against evaporation and dust— feeds enough ink to the point 
each time to write 500 words. Spill-proof. 


Black, colors (Model 444). $4.50* 


Esterbrook RECORDER? ball point desk set 


Writes 6 months in normal office use—A dependable ball point! 
Choice of ink colors, fine or medium point. Refills, 69¢. De- 
luxe Black, colors, $3.95* Black, $2.95* 


All desk sets available with chain and adhesive base for public counter 


use. Also doubles for use with two ink colors. 


*List price per single unit. See your supplier for quotations, 


Gsterbrook 


¥T.M. The Esterbrook Pen Co, 


10-DAY FREE TRIAL—Get one of these quality Esterbrook desk sets 
from your regular dealer. Use it 10 days. If you aren’t completely satis- 
fied, return it to your dealer with no cost to you, 
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CRAMPED 
4 for filing space? 


. . . the new, modern system for filing active 
records. With VERTI-FILE you can file over 
twice as much material in the same floor area as 
with a conventional file. 

Each unit of VERTI-FILE provides space for 
23% lineal feet of active records . . . and posi- 
tions them for faster and more efficient usage. 
By comparison, a regular 4 drawer file holds 874 
lineal feet of records. 

So don’t be cramped . . . get VERTI-FILE! 


Call your local DeLuxe dealer or write direct. 


DELUXE METAI. FURNITURE CO., Warren, Pa. 
A division of the Royal Metal Manufacturing Co. 


Office Equipment 


A new design in portable steps 
to match modern office furniture 
is now available. The frame is 
made of polished 1” square alumi- 
num tubing. Manufactured by 
Winfield Company, St. Peters- 
burg, Florida, the steps are 
formed from thick, high strength 


aluminum. 
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The Lindy Pen Company, Inc., 
9601 West Jefferson Blvd., Culver 
City, Calif. has announced the ad- 
dition of a new individually-pack- 
aged set of colored ball point pens. 
Consisting of ten different colors 
to each package, the color of the 
pen is also the color of the ink. 
Write No. 44 on Inquiry Card—Page 36 


A new sorting device has been 
introduced by Amberg File and 
Index Company, Kankakee, IIli- 
nois. It separates and classifies let- 
ters, purchase orders, requests for 
quotation and acknowledgement 
forms numerically, or by days of 
the week and month, It will sort 
papers of any kind up to ten 
inches in width. 

Write No. 45 on Inquiry Card—Page 36 
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A FINE BALANCE OF AUTOMATION 
AND CRAFTSMANSHIP SHAPES 
HYATT’S SUPERIORITY! 


Traditional skill and craftsmanship aided by modern 
electronic devices, accurate gauging and rigid quality 
control has made HYATT the recognized leader in 
cylindrical bearings. No matter how great the quantity, 
the same high quality is consistently maintained. For 


maximum performance per bearing dollar, insist on .. . 


yar MY-ROLL BEARINGS 
FOR MODERN INDUSTRY 


HYATT BEARINGS DIVISION + GENERAL MOTORS CORPORATION + HARRISON, NEW JERSEY 






Available through United Motors System and its Independent Bearing Distributors 


NO BEARINGS carry radial loads like cylindrical bearings... 
and NOBODY knows them like Milwaqwr 


Association News 


Alabama Ass'n 


Holds Annual 
Seller-Buyer 


Dinner 


> 

Law PURCHASING Agents Asso- 
ciation of Alabama held its 
twelth annual seller-buyer din- 
ner at the Dinkler-Tutwiler Hotel 
recently. More than 200 buyers 
were on hand to extend a warm 
and cordial welcome to their 
guests—some 600 sellers. 

Principal speaker for the eve- 
ning was Chester F. Ogden, vice 
president of Detroit Edison Com- 
pany. The subject of his talk was 
the “Dual Role of Buyer and 
Seller.” Mr. Ogden was _ intro- 
duced by George L. Wilson, pur- 
chasing agent of the Jefferson 
County Commission and general 
chairman of the seller-buyer din- 
ner, 

Also at the speaker’s table were 
officials representing the City 
of Birmingham, the Jefferson 
County Commission, the Birming- 
ham Chamber of Commerce, the 
Birmingham Salesmen’s Club, the 
Birmingham Sales Executive 
Club, the City Salesmen’s Club, 
and the Associated Industries of 
Alabama. President J. N. Day, Jr., 
presided. 

The warm atmosphere of con- 
geniality and good fellowship 
that prevailed throughout the af- 
fair contributed tremendously to 
its success. 


132 


Guests seated at the speaker’s table are (1. to r.): Henry Yessick, presi- 
dent, Birraingham Salesmen’s Club; Robert S. Hart, president, Birmingham 
Junior Chamber of Commerce; D. Trottier Jones, executive vice president, 
Associated Industries of Alabama; J. E. Clark, N.A.P.A. vice president; 
Roy Hickman, president, Birmingham Chamber of Commerce; Chester F. 
Ogden, vice president, Detroit Edison Co.; George L. Wilson, dinner 
general chairman; and Association President J. N. Day, Jr., Moore- 
Handley Hardware Company. 


Members of the entertainment committee manned the bar. Shown here 
are (1. to r.): Ray Stroup, Howard Wertz, Reuben Landham, Ed McDavid, 
Dick Larson, Harold Phillips, Roland Echols, Kenneth Jones, and Harold 
Faught. 


mbers who took their turn at the bar include (1. to r.): W. H. 
vo Wallace Bromberg, Frank Gilmore, Bill Johnson, Jim Mc- 
Cormack, Jim Mitchell, and Jim Behnke. 
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(Juality-the best economy of all 


Two oils...two lines...one clogged...one cleaned 


A Sunvis 700 oil and a regular oil were 
run through two equally clogged hydrau- 
lic lines. The regular oil couldn’t remove 
the sludge. The Sunvis 700 oil cleaned its 
line thoroughly. That’s one job it’s made 
for...to clean out sludge deposits in 
hydraulic lines while it transmits power. 

With a Sunvis 700 oil—like every 
Sunoco oil—you enjoy the best economy 
of all: the economy of quality. A Sunvis 


700 oil lasts longer. The machinery it 
protects lasts longer. It prevents rust. . . 
ups output by reducing downtime. 


FREE Trouble-Shooting Chart will help 
you spot and cure common hydraulic sys- 
tem troubles. For your copy, write to: 


Sun Oil Company, Philadelphia 
3, Pa., Department I-12. “7 


MAKERS OF FAMOUS CUSTOM-BLENDED BLUE SUNOCO GASOLINES ( 





Plastic Steel 
saved over 


$1000... plus 


days of downtime 
for MARRINER 


A broken centrifuge at Marriner 
Combing Company stopped produc- 
tion on an important order. PLASTIC 
STEEL was used for on-the-spot re- 
pairs and the machine was back in 
operation within an hour at a cost of 
less than $5.00. Using conventional 
repair methods would involve several 
days and cost over $1000. 


Hundreds of companies have saved 
time and money by repairing worn 
machine parts, cracked castings, leak- 
ing hydraulic systems and tanks, re- 
building worn pumps or valves, etc., 
with PLASTIC STEEL®. 

PLASTIC STEEL® and_ other 
Devcon products are used for making 
jigs, fixtures, metal-forming dies, 
plastic and rubber molds, foundry pat- 
terns and core boxes, and other indus- 
trial tools. 

PLASTIC STEEL® — as easy to use 
as modeling clay — hardens to steel- 
like strength in 2 hours . . . can be 
machined with regular tools. Bonds all 
metals, wood, glass, concrete, etc. to 
itself or each other. Extremely high 
tensile, compression, impact strength 

excellent chemical resistance. 


Find out how PLASTIC STEEL® and 
other Devcon products can save time, 
cut maintenance costs and speed 
production in your plant — 
write for FREE bulletin today. 


Distributed nationally by leading 
industrial suppliers 


DEVICON corporation 


65 ENDICOTT STREET, DANVERS. MASS. 
For More Information Write No. 237 
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Steel Editor at Central 
Iowa Meeting 


Shown here with Erwin Such, edi- 
tor of Steel Magazine, center, is Ray 
Fitzgerald of Des Moines represent- 
ing the sales executive group and 
Mat Karpan, president of the Cen- 
tral Iowa Association of Purchasing 
Agents. 


Irwin H. Such, editor-in-chief of 
Steel Magazine gave a most in- 
formative and interesting discus- 
sion at the meeting of the Central 
Iowa Association of Purchasing 
Agents held at the Kirkwood 
Hotel in Des Moines, Iowa. His 
talk, “Can America Meet the 
Soviet Challenge,” brought many 
ideas that will help in observa- 
itons regarding the Soviet Union 
and this country. 


New England P.A.’s 


Hear Engineer 


The Program Committee of the 
New England Purchasing Agents 
Association recently presented 
William F. Dewey as its evening 
speaker. A graduate of Massa- 
chusetts Institute of Technol- 
ogy, Mr. Dewey is a partner in 
the engineering firm, Anderson- 
Nichols & Co. One of his assign- 
ments was the supervision of the 
Texas Tower Project. He showed 
a film depicting the final stages of 
erecting the first Texas Tower 
and the effect of hurricanes and 
storms to which it has been sub- 
jected. 

Earlier in the day, Stearns H. 
Smalley, chairman of value analy- 
sis-standardization, introduced As- 


sociate Professor Leo Moore of 
the Massachusetts Institute of 
Technology’s School of Industrial 
Management, who presented Cost 
Reduction Through More Effec- 
tive Buying, using a sound-slide 
film prepared by the Purchasing 
Agents Association of Northern 
California. This is a realistic pres- 
entation of Value Analysis and 
Standardization that the N.A.P.A. 
has found very helpful to its mem- 
bers wherever it has been shown. 


Reverend Addresses 
Chicago Ass’n’s Product 
Show Banquet 


Speaker for the Silver Jubilee 
Products Show Banquet of the 
Purchasing Agents Association of 
Chicago was the Reverend Lau- 
rence H. Hall, prominent British- 
American, who spoke at the Ban- 
quet in 1951. 

Henry C. Kopp, district pur- 
chasing agent for The Anaconda 
Company, was toastmaster for the 
Banquet. Mr. Kopp is a former 
president of the Chicago Associa- 
tion, and at present is the Asso- 
ciation’s national director. 


Affleck at Grand Rapids 


Ass’n 


The. Grand Rapids Association of 
Purchasing Agents held a_ joint 
meeting with members of the West- 
ern Michigan and Kalamazoo Asso- 
ciations. Two distinguished guests 
spoke to the gathering: N.A.P.A. 
President Gordon Burt Affleck and 
Russell Stark, vice president of the 
Fourth District. Shown here, left to 
right, are: Weldon T. Sharp, national 
director, Grand Rapids Association; 
Robert S. Thies, president, Grand 
Rapids Association; Mr. Affleck; 
Ted Corson, mayor’s welcoming 
committee; Mr. Stark; Norman E. 
Dogger, public relations for Grand 
Rapids Association; and M. D. Kim- 
bell, director of purchasing, Gerbers 
of Fremont, Mich. 
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Inivensity of Ure a 


_ Mera War aitertat 


PEC rege £78 


The day the water flowed like bourbon 


See heah, Doctor suh, Ah’m not 
expending twenty-five dollars an 
hour just to lie on this couch and 
tell you about the disaster. I want 
you-all to help me forget it. 

Well, how would you like to be 
the gentleman responsible for 
pourin’ fifty thousand gallons of 
aged Kentucky bourbon into the 
Carrie Nation Creek? 


No, Ah didn’t turn the wrong 
valve. But I’m the distillery official 
who bought the electrical control 
cable that went out of whack and 
didn’t activate the right valve. 
Everyone else said be safe... be 
sure... buy Okonite control cable. 
But no. I knew better. Look at the 
money we were goin’ to save using 
a product of the Adequate & 


Lotscheaper Cable Company. 

We saved it all right. An’ then 
—whoosh! 

Suh?... What do you think 
happened? Man, they really gath- 
ered at the river that afternoon. 
Everyone fo’ ten miles around, ah 
reckon. They brought bowls and 
basins, buckets and Bathinettes. 
You couldn’t rent a rowboat that 
afternoon for less than thirty 
dollars an hour. 


The mayor swears to this day - 


that a ten-pound catfish jumped 
into his boat and asked him fo’ 
an ice cube. 
Suh?... No, I'll beall right. Just 
let me use that hanky a moment. 
Well, that evenin’ things got so 
bad that the Governor declared 


our county a disaster area and the 
Red Cross moved in with two 
tank trucks—one filled with black 
coffee and the other with Bipso 
Selzer. And the next morning there 
were only about two people in the 
whole town who were capable of 
transactin’ business. 

Ah was one...and the other 
was the first gentleman I sent for 
after the disaster—our Okonite 
representative. 

Fired? No, suh, they did worse 
than that to me. They stripped me 
of mah commission. Ah’m the only 
Kentucky private in all the U.S.A. 





THE OKONITE COMPANY 
Subsidiary of Kennecott Copper Corporation 
Passaic, New Jersey 








where there’s electrical power... there’s OKONITE CABLE 


654) 








0 AX Spring Flow 


Custom-tailored packaging of springs 


that cuts costs and 
speeds operations 
in your plant 


Spring Flow is a systematic approach to 
the problems of handling and storage of 
springs, wire forms, small stampings, in cus- 
tomer plants. It overcomes time-wasting 
tangling, and the distortion that often re- 
sults from tangling. It can be engineered 
for specific applications to expedite hand or 


automatic assembly. 








Spring Flow lowers handling and assembly costs — eliminates distortion — protects finish 


Spring Flow makes use of a variety of modern materials, The potential benefits of Spring Flow almost defy 


dispensers, containers. The extent to which it may be imagination. Ask for a Spring Flow proposal for 


applied depends on the complexity of each individual your springs or other fabricated-metal products. 


part and handling requirements. The cost of Spring Or find out more about this exclusive service by 


Flow is frequently offset by resulting savings. writing for the new booklet—“‘Spring Flow.” 


Associated Spring Corporation 


Wallace Barnes Division, Bristol, Conn. and Syracuse, N. Y. 


General Offices: Bristol, Connecticut 


Raymond Manufacturing Division, Corry, Penna. Seaboard Pacific Division, Gardena, Calif. 
B-G-R Division, Plymouth and Ann Arbor, Mich. Ohio Division, Dayton, Ohio 


Cleveland Sales Office, Cleveland, Ohio 
Gibson Division, Chicago 14, Ill. 


F. N. Manross and Sons Division, Bristol, Conn. Dunbar Brothers Division, Bristol, Conn. 
Milwaukee Division, Milwaukee, Wis. San Francisco Sales Office, Saratoga, Calif. 


Wallace Barnes Steel Division, Bristol, Conn. 
Canadian Subsidiary: Wallace Barnes Co., Ltd., Hamilton, Ont. and Montreal, Que. 


Puerto Rican Subsidiary: Associated Spring of Puerto Rico, Inc., Carolina, P.R 


Sece 





Special 


WIRE CLOTH 
PARTS 


Newark is the place to come for your fabricated wire 
cloth parts. We can save you time and money. We 
weave our own wire cloth so you have no quality 
control problem. We take care of production sched- 
uling . . . you have no idle manpower or idle machine 
time worries. We will give you a better part at a lower 
cost. 


For more data on this phase of NEWARK Service, 
send for our Wire Cloth Parts Catalog. If you have an 
individual problem and would like to have us recom- 
mend the best way to insert the wire cloth piece send 
us tentative drawings and specifications. If you are 
ready to order, we'll be glad to quote. 


/ 
NEWARK 
fer accuracy 


ewark 


ou ire Cloth 


COMPANY 


351 Verona Avenue, Newark 4, New Jersey) 
For More Information Write No. 252 on Inquiry Card—Page 36 
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N.A.P.A. Appointments 


Frank J. D’Antonio, chairman 
of the national committee on Fuel 
Oil made the following appoint- 
ments: Glenn R. McQuiston, 
Sharon Steel Corp., Sharon, 
Penn., regional chairman, region 
#3, Detroit Area; E. E. McMullen, 
Citizens Gas & Coke Utility, In- 
dianapolis, Indiana. 


Cost Reduction at 
Ann Arbor 

Mr. F. M. Neil of Union Steel 
Products Company, Albion, Mich- 
igan, spoke at a meeting of the 
Ann Arbor Chapter, National As- 
sociation of Purchasing Agents on 
the subject of cost reduction tech- 
niques used by his company. Mr. 
Neil showed how the combined 
use of value analysis standardiza- 
tion, and work simplification had 
effected an impressive savings for 
his company during the last few 
years. 

Featuring his presentation was 
a movie made in the company’s 
tool room. The film shows how the 
principles of work simplification 
have been put into practice by 
tool and die makers to simplify 
and improve their own jobs with 
resultant savings in time and 
money. 


Northeastern Penn P.A.’s 
Hear Miller 


The regular meeting of the Pur- 
chasing Agents Association of 
Northeastern Pennsylvania was 
held at the Hotel Sterling, Wilkes- 
Barre, Pa. The speaker of the 
evening was Jerome K. Miller, 
manager, Scranton Better Busi- 
ness Bureau. 


Double Value Dinner 
by Dallas Ass’n 


The Purchasing Agents Asso- 
ciation of Dallas held a joint meet- 
ing with the Fort Worth Associa- 
tion of Purchasing Agents. The 
meeting held double value for 
those attending since National 
President Gordon Burt Affleck 
was the principal speaker. 
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Alcoa puts the 


This ‘‘tree’’ represents six stages in the 
growth of an Alcoa” Impact. Actually the 
flow of metal occurs at a blink of the eye, 
but we’ve shown it in stages, outside the 
die for the sake of clarity. Furthermore, 
the finished piece (which you see on the 
bottom) has no practical use. It has, how- 
ever, practical value. It starts the imagi- 
nation fiddling with a host of design prob- 
lems that involve the joining of several 
spokes to a central hub. For instance, it’s 
not hard to imagine the spoke frame for 
an automobile steering wheel or horn ring 
sitting in its place. If that idea has you 
going, bear in mind that we can make 
round, oval, square and irregular parts 











metal where you want it 


the same way. Finished parts in many in- 
stances have greater strength than forgings 

with tolerances down to plus or minus 
0.005 in.—with a smooth, corrosion-re- 
sistant finish of about 125 microinches. A 
clear case of putting the metal where you 
want it. 

In impacts, as well as forgings, castings, 
extrusions and screw machine parts . 
Alcoa puts the metal where you want it. 
A call to Alcoa can mean fewer rejects or 
ingenious design solutions. Start now; 
write for Alcoa Up-To-Daters, a file of 
design tips on Alcoa Engineered Products. 
Aluminum Company of America, 928 
Alcoa Building, Pittsburgh 19, Pa. 





Picture of worker saving money 


He’s helping cut waste 20% 
with Steiner roll towels 


Paper towel expenses getting high? You can cut 
towel waste with a Steiner controlled roll paper towel dispenser. Here’s 
how: User pulls from the cabinet only the amount of toweling he needs 

. no grabbing of a handful of towels that aren’t needed, half used and 
then discarded. Stiil, user gets plenty of towels for thorough drying job. You 
can save 20% or more in towel costs with Steiner controlled dispensers. 


Install them on a trial basis and see how you save. For more information 
contact your janitorial supplier or sanitary paper distributor or write 
_ Steiner Company, 740 Rush Street, Chicago 11, Illinois. 


STEINER COMPANY 


740 RUSH STREET, CHICAGO 11, ILL., DEPT, C-3 


Please send me free bulletins on Steiner controlled roll paper towel 
dispensers. 


NAME 





COMPANY 





STREET 
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8th District V. P. 
at Buffalo Ass’n 


J. Dukehart Chesney, vice-pres- 
ident of the 8th District of the 
National Association of Purchas- 
ing Agents honored the Purchas- 
ing Agents Association of Buffalo 
by his presence at a recent meet- 
ing. 

Duke, as he is better known to 
his friends and associates, is a 
member of the Purchasing Agents 
Association of Eastern New York. 
He was president of this group in 
1955-56 and served as its national 
director the following two terms. 

Mr. Chesney has been asso- 
ciated with F. C. Huyck & Sons 
since 1935, starting as a stock 
record clerk in the purchasing de- 
partment and was advanced to the 
position of purchasing agent on 
January 1, 1958 after having 
served as buyer, wool buyer, and 
assistant purchasing agent. 


Barean Addresses 
Conn. Ass’n 


The Purchasing Agents’ Asso- 
ciation of Connecticut held their 
regular monthly meeting at Rest- 
land Farm, Northford, Conn. 

The main speaker was Arthur 
Barcan, executive director of The 
Records Management Institute. 
He developed the scientific records 
management program at Colum- 
bia University in 1956, and is con- 
sultant to New York State Depart- 
ment of Commerce on records for 
small business. 


Football Giants at 
Rhode Island Ass’n 


Ed Winslow arranged a banner 
program for a recent meeting of 
the Rhode Island Purchasing 
Agents Association. Speakers 
were Andy Robustelli and Kyle 
Rote of the New York Football 
Giants. The subject, of course, was 
“Football.” A movie of one of the 
more important Giant games was 
also presented. 
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Cut matching problems 


Strong, stable V-belts reinforced with DACRON’ 


POLYESTER FIBER 


stay matched on shelf or drive... heres why: 


DIMENSIONAL STABILITY of V-belts reinforced with DACRON 
means that belts won’t stretch or shrink in storage. Less time 
is spent in matching belts, and inventory is kept at minimum. 


QUICK, POSITIVE MATCHING is possible when 
you use V-belts reinforced with Du Pont DACRON* 
polyester fiber. Low moisture regain of DACRON is 
only 0.4% —or 1/20th that of conventional fiber. 
This assures dimensional stability despite humidity 
changes. Belts stay matched for fast installation. 
Greater uniformity means each V-belt of DACRON 
carries an equal share of the load. 

For lower drive and maintenance costs, make 


Enjoy the “Du Pont Show of the Month” on CBS-TV E. I. du Pont de Nemours & Co. (Inc.) 
Textile Fibers Department 
5518 Nemours Building 
Wilmington 98, Delaware 


Name 


LONGER FLEX LIFE OF “DACRON” keeps drive running smooth- 
ly after many months of constant operation. Greater stability 
eliminates costly downtime for adjustments. 


sure the belts you use are reinforced with Du Pont 
DACRON. Du Pont makes the DACRON fiber used 
by belt manufacturers in producing their finest- 
quality belts. E. I. du Pont de Nemours & Co. 
(Inc.), 5518 Nemours Bldg., Wilmington 98, Del. 
* * x 
FREE BOOKLET tells the full story of how you save 
maintenance costs with V-beltsreinforced with DACRON. 
For your copy, fill out and mail the coupon below. 


*" Dacron” is Du Pont’s registered trademark for its polyester fiber. 





Firm 





REG. U. 5. PAT. OFF. Address 





BETTER THINGS FOR BETTER LIVING 
e«»- THROUGH CHEMISTRY 


State 
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Why Lusterized Bars 


.»»NO PROCESSING GRIT, 


Another Remarkable Benefit 
From Using Bliss and Laughlin’s 
Patented LUSTERIZED® Finish 


Cold Drawn Steel Bars 


The bright, clean finish of Bliss & Laughlin’s Lusterized 
cold drawn carbon and alloy steel bars has more advan- 
tages than appearance alone. 

One of the most enthusiastically mentioned is a very 
practical production advantage—the virtual elimination 
of the need to clean the chucking mechanisms of auto- 
matic bar machines between job set-ups. 

This saves time and money. Production schedules run 
faster and smoother. From beginning to end, Lusterized 
bars start cleaner, work cleaner, finish cleaner. 


EXCLUSIVE, PATENTED FINISHING PROCESS 


The secret is Bliss & Laughlin’s exclusive, patented 
Lusterizing process which removes the processing grit, 
oils and lime that clog the chucking mechanisms. Just 
how this is avoided is explained at the right. 

Here again is another profit-wise reason why it’s just 
good business to specify the big difference in cold drawn 
steel bars—the Bliss & Laughlin Lusterized difference. 
Especially satisfying is the knowledge that you pay 
only standard prices, and that Lusterized bars conform 
to the new closer tolerances recently announced by 
Bliss & Laughlin. 


The BIG DIFFERENCE In Cold Drawn 
Steel Bars Is The Bliss & Laughlin 
LUSTERIZED® Difference 
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Don’t Clog Automatics 
OIL OR LIME TO FOUL CHUCKING MECHANISMS 


The photo at the left above shows the production station 
of a single-spindle automatic bar machine. Familiar to 
all is the substantial time consumed in cleaning dirt 
accumulations from the chucking mechanism, caused by 
the scraping action of the feed fingers on ordinary cold 
. finished bars during feed outs. The front and back slides, 
the circular form tools and the tool holders must first be 
removed. The nose piece then must be removed and 
finally the chucking mechanism, which includes the collet 
sleeve and the collet. On a multiple-spindle automatic, 
several hours can be consumed in this cleaning operation. 


Originators of LUSTERIZED® Finish-The BIG DIFFERENCE in Cold Drawn Steel Bars 


BLISS & LAUGHLIN 


GENERAL OFFICES: Harvey, Ill. « 


The illustration above shows why foreign matter in 
the chucking mechanism causes sluggish operation, stick- 
ing of the collet sleeve and run outs. During the feed out 
operation, the processing grit, oil and lime on ordinary 
bars is scraped off when the feed finger returns to the 
operating position. This dirt works through the openings 
in the feed finger into the slits in the collet and on 
through to the collet sleeve. Wiping ordinary bars before 
machining does not effectively eliminate the processing 
grit, oil and lime which the Bliss & Laughlin Lusterized 
process removes at the mill. 


Specialists 
Finish, Accuracy 
Straightness, Strengt 


and Machinab 


PLANTS: Harvey, Detroit, Buffalo, Mansfield, Mass. 
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A NEW HIGH IN QUALITY CONTROL 


MEANS A NEW HIGH 
iw Qualia, Foitinors from 


ALLEN 


Long famous for advanced quality control techniques, Allen has expanded 
its Quality Control Division in its great new plant. From coil or bar stock 
right thru to the label on the box, each lot of Allenoy Steel is coded with its 
own number and checked with the finest equipment available. Further- 
more, screws in process are gaged for dimensional accuracy — right at 


the machines. 


If you want better performance made possible by the latest in manu- 
facturing facilities, techniques and know-how, always insist on genuine 


Allen products. 


LEADER POINTS — 
another Allen ex- 
clusive (No. 8 and 
up)... helps 
speed assemblies. 


MEX-SOCHET SCREWS 


In Cap Screws, there’s no substitute for Allen 
Quality: 619 standard items . . . pressur-formd 
. . . for greater strength at vital points . . . with 
Class 3A threads, Class 2A above 1” dia. 

Use FLAT HEADS for firm fastening with flush 
surfaces; No. 4 thru %” dia., lengths %” thru 2” 
. .. BUTTON HEADS for that streamlined look, 
without countersinking; No. 4 thru %” dia., 
lengths 4” thru 2” . . . STAINLESS STEEL CAP 
SCREWS for corrosion and heat resistance, high 
tensile strength; No. 0 thru %” dia., lengths %” 
thru 3”. For complete details, see your local Dis- 
tributor, or write Allen Manufacturing Company, 
Hartford 1, Connecticut. 





Association News 





Dayton P.A.’s Hear 
Burnett 


Bob Burnett, 7th District vice 
president for public relations, was 
the featured speaker at a recent 
meeting of the Purchasing Agents 
Association of Dayton. Mr. Bur- 
nett’s interesting presentation and 
witty remarks made one of the 
outstanding talks the association 
has had. 

The meeting was joint dinner 
affair between purchasing agents 
and production control managers. 
Some 35 P.A.’s attended the Swap 
Shop session on “Cost Relations.” 


G.E. Exec Speaks to 
Syracuse and Central 
N.Y. P.A.’s 


The Purchasing Agents Associa- 
tion of Syracuse and Central New 
York recently heard a talk on 
“Management Looks at Purchas- 
ing.” This was the third in a series 
of talks on how management views 
purchasing. It was given by W. S. 
Ginn, vice president and general 
manager, Turbine Division, Gen- 
eral Electric Co. 


N.A.P.A. Announcement 


James E. Morse, Keller-Cres- 
cent Co., Evansville, Indiana, has 
been appointed a member of the 
national committee on paper by 
National Chairman T. A. Cor- 
coran. Mr. Morse will submit 
a bimonthly report on “Fine 
Papers” for the paper market re- 
port which is published in the 
N.A.P.A. Bulletin. 


Central Iowa Goes to 
Packing Plant 


The Purchasing Agents Associa- 
tion of Central Iowa made a con- 
ducted tour of the Rath Packing 
Company in Waterloo. During the 
afternoon, two tours were made: 
one through the Waterloo Cor- 
rugated Box Company, and one 
through the Waterloo Valve 
Spring Compressor Co. 

For More Information Write No, 242 
<on Inquiry Card—Page 36 


For More Information Write No. 243 
on Inquiry Card—Page 36> 





CALL THE TRUSCON MAN... 
Be Sure You Have The Best ‘Paint Protection” 


The way to paint-protect your plant, inside and 
out, at the lowest cost is to use the paint that 
stays on longest. You get maximum economy 
and maximum protection. Fact. 

The paint that stays on longest is the paint 
that’s formulated for specific surfaces under 
conditions that exist in your plant. There is no 
one type of paint that is good for all surfaces. 
Apply one type of paint on all surfaces and 
you get short-term protection at high cost. 
False economy. 

Call the Truscon man. He’ll survey your 
entire plant — interior and exterior — and give 
you a detailed report in writing. It will show 


4 2 5 
st) 7? . 
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you whether you have proper protection or 
whether you’re in danger. Absolutely no obliga- 
tion on your part. 

Truscon has been solving industry’s paint- 
protection problems for 50 years. All over the 
world. Names of well-protected Truscon cus- 
tomers will be sent you on request. 

Whatever the surface, whatever the condi- 
tions, Truscon formulates protective coatings 
that insure longer plant life for you. See 
the Yellow Pages of your telephone directory 
for the Truscon factory branch nearest you. 
Or write Truscon Laboratories, 1700 Caniff 
Street, Detroit 11, Michigan. 


Industrial Maintenance Division of Devoe & Raynolds Co., Inc. 


Detroit 11, Michigan 





TRUSCON (2-aiiris 





MIDLAND 
WELDING NUTS 


hold fast 


can’t reach 


Looking for cost and time-saving tips? Send for the free booklet 


showing you how to “Save With Midland Welding Nuts.” 


wa 


(ER MIDLAND-ROSS ow 


CORPORATION 
OWOSSO DIVISION + OWOSSO, MICHIGAN WELD NUT 
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Dallas P.A.’s Make 
Plant Visit 


The Texas Instruments Com- 
pany was the scene of a plant tour 
made by the Purchasing Agents 
Association of Dallas. Members 
who made the tour saw the newest 
facilities of the company and went 
through the purchasing depart- 
ment of the semiconductor- com- 
ponents division. 


Berry at Little Rock 


A recent meeting of the Little 
Rock Association of Purchasing 
Agents proved to be one of the 
“most educational” in sometime. 
The program dealt with education 
and the educational committees 
both local and national. 

The evening was highlighted by 
a special visit from general chair- 
man of the national committee on 
education, Harold A. Berry. Mr. 
Berry is manager of stores and 
purchases for the Chicago, Rock 
Island and Pacific Railroad Com- 
pany in Chicago, Illinois. Sev- 
eral local representatives of Mr. 
Berry’s Company were present, as 
well as Dean Quick of the Little 
Rock University. 

Mr. Berry’s' main theme 
throughout his speech was the 
further development of the educa- 
tional committee, whose chief 
function is to create, promote and 
develop the use of educational 
material to effect higher standards 
in the purchasing field. Mr. Berry 
emphasized again the importance 
of constantly striving to have the 
purchasing field more widely rec- 
ognized as a profession. 


Materials Management 
Covered at Cleveland 


Louis J. DeRose was the fea- 
tured speaker at a regular month- 
ly meeting of the Purchasing 
Agents Association of Cleveland. 
Mr. DeRose discussed a subject 
which has received considerable 
attention and publicity in recent 
years: “Purchasing’s Future in 
Materials Management.” 


For More Information Write No. 245 
on Inquiry Card—Page 36> 
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D-C DRIVES 
FOR oy 
PRECISE CONTROL 


Problem: How to control sheet or web tensions 
for faster machine operation, better quality 


Tension inaccuracies during high speed production 
can result in torn sheet, costly production snarls, poor 
product quality. To control sheet or web tensions ac- 
curately, speeds of machines must be closely syn- 
chronized. Equipment must be brought up to top 
speed gradually—smoothly—without loss of tension. 
Often a dozen motors must respond as one—instantly. 
Direct-current drives can best meet this need. 


In continuous processing—wherever accurate con- 
trol is needed—direct-current adjustable-speed drives 
perform with instantaneous tension adjustment— 
smoothly, automatically. The result: faster machine 
operation, better quality, lower production cost. 


This is only one example of d-c’s modern capabili- 
ties. Throughout industry there is a growing trend to 
more direct-current powered equipment. The reasons 
for this trend are explained in a new General Electric 
booklet called “WHY D-C?” For your free copy, write 
Department 829-1, General Electric Co., Schenectady 
5, New York. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


SELECT Fe @ weer Se OMPLETE LINE OF Bee BRIVES 


MOTORS AND GENERATORS POWER UNITS AND CONTROLS 











souieaen 


RAI | EQUIPMENT 


You can get everything you need for 


industrial track and crane runways | 


—with one call to your nearest Foster 
office. Immediate deliveries from the 
nation’s largest warehouser of rails 
(both new and relaying), switch ma- 
terial, and track accessories. Send 
for free catalogs and ordering guides. 


I. B FOSTER co 


PITTSBURGH 30 + ATLANTAS + NEW YORK 7 
CHICAGO 4 + HOUSTON 2 + {OS ANGELES 5 


For More Information Write No. 251 
on Inquiry Card—Page 36 





How To Comply 
With Labor Laws 


(Continued from page 90) 


Buyers are well aware of the 


| confusing , and almost amusing, 
conflict between the terms and 
_ conditions appearing on purchase 
_ orders and acknowledgements. It 


is not uncommon to find that the 
order provides that the buyer’s 


| terms govern regardless of any 


acknowledgment, while the seller’s 
acknowledgment provides with 
equal force the seller’s terms shall 


| govern regardless of provisions in 


any purchase order or other docu- 
ment. 


Battle of Forms 
Purchasing agents will gener- 


| ally be bound by the seller’s terms 
| if shipment is accepted without 


objection to the conditions of the 
acknowledgment. Legally, the 
terms of a conflicting acknowledg- 


| ment amount to a rejection of the 


terms in the order and are, in 
effect, a counteroffer. This coun- 
teroffer is accepted by the buyer, 


_ in legal contemplation, if he ac- 
cepts the 


shipment. Generally 


speaking, there is no shortcut for 
the purchasing agent in making 
certain that his order terms are 
enforceable. Supplier’s terms must. 
be examined for conflicts with the 
order and objections raised on es- 
sential points. From both an eth- 
ical and legal viewpoint, the pur- 
chasing agent needs the agree- 
ment of his supplier on important 
terms and conditions. Without it 
he may well be on thin ice, le- 
gally speaking. 

In jurisdictions where the Uni- 
form Commercial Code is opera- 
tive (currently only Pennsylvania 
and Massachusetts) there are spe- 
cial statutory rules which make 
it advisible for the purchasing 
agent to stipulate in his order that 
seller’s provisions contrary to his 
order terms are not acceptable. In 
other states, however, it is hard 
to make a definite recommenda- 
tion that printed order conditions 
contain provision that the buyer’s 
terms shall govern. The reason, as 
indicated above, is that it will 
still be generally necessary for the 
buyer to make certain that there 
are no conflicts on important 
points. 





Purchasing Agents 


Watching 
Replacement 
Costs 

Specify 
PROTO TOOLS 


CLASSIFIED 
DEPARTMENT 


Contract Work e Used Equipment For Sale 
Employment and Business Opportunities 





RATES 


Proto Power and 
Impact Sockets, 
available in 4”, 3%”, 
Yh”, 54”, 3%”, and 1” 
square drive. 
Openings from gz” to 
314”. Full assortment 
attachments and 


special designs to 
your order. Meet Fed. 
Spec. GGG-W-660. 
Pages 21-27 in Proto 
Catalog give 

full details and 
dimensions. 





adapters. Larger sizes, 








PROTO IS A DIVISION OF 
PENDLETON TOOL INDUSTRIES, INC 


Proto manufactures 
more than 2172 
professional tools for all 
industries; guaranteed 
to do their jobs. Highest 
standards of forging, 
heat treat, and finishing 
in special analysis 

alloy steels. 


PROTOTOOLS 


PRO To 


2215 Santa Fe Avenue 
Los Angeles 54, California 
Jamestown, New York 
Canadian Plant: London, Ontario 


For More Information Write No. 246 on Inquiry Card—Page 36 
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EARN BIG MONEY selling commercial shelving— 
parts bins—cabinets—shop equipment. Sold every- 
where! Terr'fic commissions. Free 32 page cata- 
log. Jobber discounts, BFC Corporation, 2879. 
Hedley, Phila. 37, Pa. 








"FOR SALE” 
“BARGAIN” 
“PAINT EQUIPMENT" 


1—Ashdee Automatic Electrostatic Paint 
System complete with three (3) Fostoria 
Series 48-000 Floor Mounted Portable Ra- 
diant Ovens with Gold Plated Reflectors. 
All equipment in first rate condition. Avail- 
able for immediate shipment. Make reason- 
able offer. 

WRITE WIRE PHONE 

THE J. B. BEAIRD COMPANY, INC. 


PURCHASING DEPARTMENT 
6200 ST. VINCENT AVENUE, P.O. BOX 1115 
SHREVE aA 








PORT, LOUISIAN 
PHONE: 7-4441 








Undisplayed 
(set solid) 
90¢ line 


Positions Wanted 
45¢ line 


Displayed 
$8.50 inch 


Send orders to: 
CLASSIFIED 
DEPARTMENT 
PURCHASING 
205 East 42nd Street, 
New York 17, New York 


PURCHASING 





The gauge 
that has 


@ LEAK-PROOF ONE-PIECE CONSTRUCTION . .. bourdon tube 
fused to socket and tip by exclusive “Conoweld” process. 
@ STURDY “MARSHALLOY” CASE... formed of boiler-plate- 
thickness steel, copper clad inside and outside to give it the 
corrosion resistance of solid copper. It’s one third lighter, 
but four times stronger than cast iron. 

@ PRECISION “MASTERGAUGE” MOVEMENT... with such ex- 
clusive features as the coined sector gear. 

@ AVAILABLE WITH STAINLESS TUBE AND SOCKET... choice 
of stainless steels and alloys for all corrosive conditions. 

@ WITH “RECALIBRATOR” . . . quickest and best way to keepa 
gauge accurate. 





These features care bined only in “Mastergauge”™, 
standard bearer for the broad line of Marsh Gauges... 
each the best of its kind. Ask for data. 


MARSH ~~23—- 


MARSH INSTRUMENT CO., Soles Affiliate of Jos. P. Morsh Corp., Dept. G, Skokie, Ill 


Marsh Instrument and Valve Co. (Caneda) Ltd. 8407 103rd St., Edmonton, Alberto. 
Houston Branch Plant: 1121 Rothwell St., Sect. 15, Houston, Texas. . 


For More Information Write No. 247 on Inquiry Card—Page 36 





Watch For... 


PURCHASING MAGAZINE'S 


APPLIED VALUE ANALYSIS EDITION! 





Coming June 8, 1959 
The latest information on: 
How Value Analysis Is Done 


How It Pays Off 








Marcu 30, 1959 


FOR 
BETTER 


REFLECTORS 
mS 


ALUMINUM 


For the best reflectors in lighting fixtures, specify Alcoa® 
Lighting Sheet. This lightweight, easy-to-handle sheet 
is made in both diffuse and specular reflecting surfaces 
and it is available through Alcoa’s Jobbing Division and 
Alcoa Distributors. It has the famous Alzak® finish, 
Alcoa’s unique treatment that defies corrosion and pro- 
duces excellent, lasting reflectivity. For more informa- 
tion, call your nearest Alcoa sales office. 


FREE TO MANUFACTURERS. In addition to such “stand- 
ard” items as lighting sheet, Alcoa’s Jobbing Division has 
the world’s finest aluminum fabricating facilities for 
subcontracting to your order any aluminum components 
for anything you make. A sixteen-page booklet describes 
how these facilities can save you tooling-up costs, lighten 
your production load and generally cost less than if you 
shouldered the whole job yourself. For your copy, write 
or clip and mail the coupon. 


VW, ie Your Guide to the Best 
ALCOA in Aluminum Value 


ALUMINUM For Exciting Drama Watch “Alcoa Theatre,”’ 
Alternate Mondays, NBC-TV, and “Alcoa Presents,"’ 
Every Tuesday, ABC-TV 








ALUMINUM COMPANY OF AMERICA 
1868-C Alcoa Building, Pittsburgh 19, Pa. 
Please send my free copy of Alcoa Aluminum Fabricating Facilities. 
NAME TITLE 
COMPANY 
ADDRESS 
a ZONE STATE -_ 


For More Information Write No. 248 on Inquiry Card-—Page 36 
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Employment Service 





Experience: Twelve years assembly of | 


presses—4% yrs estimating paper mill 
machinery—2¥% yrs purchasing agent 
also in charge of inventory billing, ex- 
pediting. Paper mill machinery. 
Education: Two years Business College. 
Write: Box 367. 


Experience: Nine years experience. In- 
dustrial purchasing, expediting—invit- 
ing and analyzing bids—liaison with 
other departments for wire & cable 
manufacturer. Adept at administration, 
organization and co-ordination. 
Education: Business Administration. 
Major in Accounting. 

Will relocate. 

Write: Box 369. 


Experience: Responsible for buying such 
materials as valves, brick, nuts & bolts, 
gaskets, instruments etc. Coordinate ac- 
tivities between engineering and ven- 
dors. Interviewing and negotiating with 
salesmen. Investigating new sources of 
supply. 

Education: Masters degree in Business 
Administration. Studied electrical engi- 
neering also. 

Will relocate: 

Write: Box 354 


Experience: Industrial chemical buyer 
for leading soap and toiletries company 
the past three years, materials manage- 
ment two years, customer accounting 
two years. 

Education: B.S. Business Management 
M.B.A, Industrial management. 

Will relocate. 

Write: Box 358. 


Experience: Twelve years purchasing 
experience—eight years as P.A. for 
heavy equipment manufacturing com- 
pany. High dollar volume experience 
in electrical industry also. Present po- 
sition staff level. Responsible for pur- 
chasing all raw material. Extensive 
cost-reduction and inventory turnover 
experience. 

Education: Business Administration 
Major—Special supervisory courses. 
Will relocate. 

Write: Box 359. 


Experience: Four years as senior buyer 
in automotive industry involving high 
dollar volume negotiations. Personally 
responsible for saving over $4,000,000. 
Education: B.A. Degree—Economics 
Master of Science Degree—Purchasing. 
Will relocate. 

Write: Box 360. 








PURCHASING 
OPPORTUNITY 

Major rocket motor com- 
ponents developer has out- 
standing opportunity for a 
contract specialist. The indi- 
vidual selected will plan, ne- 
gotiate and assist in the 
development of contractual 
agreements regarding price, 
terms, etc., necessary in the 
procurement of components 
and services (including serv- 
ices for scientific research and 
development from manufact- 
urers, commercial supplies 
and research organizations.) 
Applicant should be a college 
graduate or equivalent busi- 
ness experience. Have previ- 
ous purchasing experience 
preferably involving ferrous 
and non-ferrous metals fabri- 
cation. Have minimum of two 
years experience in work of 
the nature outlined above in- 
volving CPFF, fixed-fee, etc., 
commercial and/or govern- 
mental contracting procedures 
applicable to prime contrac- 
tors and__ subcontractors. 
Should be thirty-five to forty- 
five years of age. 

This is a permanent posi- 
tion which is open due to ex- 
panded activity of this cor- 
poration. Excellent fringe 
benefits are available with 
relocation expense provided. 
Send complete resume and 
salary expected to: Box 513 


ASSISTANT MANAGER 
OF PURCHASES 


The leading producer of nu- 
clear fuels requires a man 
with a college degree, prefera- 
bly in a technical area, plus a 
minimum of 5 years’ technical 
purchasing experience in 
either the metal fabrication 
or chemical industries. Ex- 
perience in other management 
areas helpful. Will develop 
and administer purchasing 
policies and procedures and 
assist in the buying function. 
Salary will be made attractive 
to the right man. All replies 
will be held confidential and 
will be acknowledged. Please 
forward your resume, includ- 
ing salary requirements to: 
Manager, Industrial Rela- 
tions, Sylvania-Corning Nu- 
clear Corp., P. O. Box 35, 





Hicksville, New York. 

















Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence to the Box 
No., Employment Service De- 
partment, PURCHASING Maga- 
zine, 205 East 42nd Street, 
New York 17, New York. 








Experience: Sixteen years; buyer, as- 
sistant P. A., purchasing agent and pur- 
chasing manager. Systems and pro- 
cedures, co-ordinated sales, inventory 
and production; ferrous & non-ferrous 
metals, custom built equipment on bids, 
liaison with plants, fuels, paints, lubri- 
cants, mill supplies. 

Education: B.S. Science Major. 

Will relocate. 

Write: Box 363. 


Experience. Fourteen years specialist as 
hard hitting, resourceful administrator 
who commanded respect of the seller, 
got the best in quality, price, and serv- 
ice. Directed procurement of varied 
products. Experienced negotiator with 
sub-contractors. Inventory controls, 
scheduling. Thorough business back- 
ground. Manufacturing, sales. 
Education: B.S. Business Adm. 

New York Metropolitan Area. 

Write: Box 357. 


Experience: Eleven years, purchasing 
agent, industrial goods, with Ford Mo- 
tor Co., in France. Highly qualified in 
machinery, tools, metallurgy. Thor- 
oughly familiar with European markets 
and procedures; being French national, 
I would fit best in France where I have 
my home, and have always operated 
for Americans. 

Education: Graduate of French Techni- 
cal University—Really bilingual: French 
and English. 

Write: Box 368. 





Coming June 8, 1959... 


Again this year PURCHASING Magazine will bring you 


a complete edition on VALUE ANALYSIS 


This valuable cost reduction issue will show you 


HOW Value Analysis is applied in any purchasing department— 
regardless of size. 


HOW Value Analysis becomes an integral part of the materials 
management program. 


HOW Value Analysis promotes teamwork between purchasing, 
engineering and suppliers. 


HOW Value Analysis training can be made to yield spectacular 
results. 


HOW to determine if there is a need for a full-time analyst. 


HOW a Value Analysis program can be organized to get best 
results. 


In addition . . . this issue will include over 


300 actual case histories of Audited Savings classified for easy 
reference into 8 product categories: Production Tools, Component 
Parts, Materials, Electrical Equipment, Packaging and Shipping, 


Materials Handling, M.R.O. and Safety Supplies and Office Sup- 
plies. 





Save 33-1/3 off the regular price! 


Order your extra copies NOW! .. . at the special price of $1.00 per copy. Regular price for 
this edition will be $1.50 per copy. Take advantage of this limited one-third saving offer! 











A Conover-Mast Publication — 205 East 42nd Street, New York 17, N. Y. 
Marcu 30, 1959 
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737 North Michigan Avenue .. .Chicago 11, Ill. 
1900 Euclid Avenue Cleveland 15, Ohio 
864 So. Robertson Bivd. .Los Angeles 35, Calif. 


. .Director of Mid-West Operations 
ho Production Manager 
Circulation Manager 


Conover-Mast Publications 
Purchasing 

Mill & Factory « Space/Aeronautics 
Construction Equipment 

Volume Feeding Management 
Business/Commercial Aviation 
Conover-Mast Purchasing Directory 
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The Dayton Rubber °. A Dayton.Ohio 


Drive Conditions Belt whip, 
of the sn 
to “walk around" 
promoted failure within J 
weekS.e 


Cog-Belt Results First set of Cog-Belt 
18 months or 15 times 


Cog-Belt Savings The cost of 75 V 


hours required 


N MAKES THE COG-BELT! 


o BETTING 4 

yee BELT INU an 

for the name of 
" 


The Dayton Rubber Coes 





MATERIALS-HANDLING NEWS 


NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR 


Convenient caster refinements open up new 
ways to efficient, low-cost materials-handling 


Modern Bassick casters have brakes, grooved wheels, shock 
absorption, sealed bearings, varied attachments, accessories 














WHEELS FOR EVERY JOB, 
EVERY LOAD, EVERY FLOOR 


Industrial caster wheels have come a long 
way from the original cast iron design. To- 
day, you may choose (by the numbers at 
left): 

1.Semi-steel wheels for heavy duty over 
rough floors. 2. “Atlasite” hard composition 
wheels for increased floor protection. 3. 
Demountable rubber tired wheels with bolt- 
ed steel discs. 4. Acid- and heat-resistant 
phenolic-mascerated canvas composition 
wheels. §, “Biron” powdered metal wheels 
with self-lubricating bearings. 6. V-grooved 
wheels which operate both on inverted 
angle iron tracks and floors. And several 
others not shown. 

Four types of wheel bearings are also 
available depending on the application: ball 
bearings, standard roller bearings, self lubri- 
cating bearings and tapered roller bearings. 


Many Stem Attachments 


fie hE a 


Stem casters are more suitable than plate 
casters for certain types of equipment. 
Bassick offers threaded pipe socket, iron an- 
gle plate, rivetless angle iron sockets, octa- 


gon and plain round stems (left to right, 
respectively) and others for all manner of 
equipment. Also available is a wide variety 
of plate casters. 


HANDLING PROBLEMS 


Shock 
absorbing 
feature 
saves floors, 
loads, casters 


Bassick’s “Floating Hub” design, now avail- 
able in light duty up to heaviest duty cast- 
ers, absorbs shocks, snubs out vibration. 

These unique casters are ideal for han- 
dling of liquids, breakable or delicate loads. 
But they are now finding use, too, in han- 
dling heavy loads in power pulled applica- 
tions over extremely rough floors. Under 
conditions that kill ordinary casters, Bassick 
Floating Hub casters keep rolling. And they 
protect floors, too. 





Wheel brakes, swivel locks 
extend range of equipment 
you can mobilize on casters 


Scaffolds, machine tools, many types of 
equipment once considered stationary, now 
roll into position on casters, then stand 
steady when wheel brakes (left) are applied. 
Swivel locks (right) let you use equipment 
either on a straight-line movement job or 
for general mobility... or both. 





Sealed bearings minimize maintenance 
end hazards of dripping grease 


Medium heavy duty (Series “S99”) and 
medium duty (Series “H99”) Bassick casters 
with sealed swivel and wheel bearings re- 
duce caster maintenance to a once-a-year 
lubrication. They are particularly useful in 
applications exposed to water or steam that 
might penetrate unsealed bearings. And 
being sealed, of course, they do not drip 
lubrication grease on the floor, an unsight- 
ly and hazardous condition. 


THE BASSICK COMPANY, Bridgeport 5, Conn. In Canada: Belleville, Ont. 





Distributor can advise 


Local industrial distributors who carry 
Bassick casters can show you the convenient 
caster refinements described here and often 
suggest ways you can use them in your han- 
dling operation. These men see a lot of 
plants, a lot of different handling opera- 
tions. Their know-how, and that of Bassick 
engineers, is yours for the asking. 9.35 





bol of 
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When you buy Motor Starters —— 


YOU PAY FOR OVERLOAD PROTECTION 


3E SUR 
YOU GET 


1-PIECE CONSTRUCTION 


Heat-responsive element 
(solder pot) provides ac- 
curate response ‘io over- 
load, yet prevents nui- 
sance tripping. 
Heat-producing element 
is an integral part of 
overload unit. It's per- 
manently joined to sol- 
der pot, can’t become 
misaligned. 


Only ONE-PIECE Overload Relays can give 100% 
Protection Only with ONE-PIECE construction 
can you know you've installed the heater correct- 
ly. Only with ONE-PIECE construction can you 
know the heater is exactly centered, or properly 
positioned, so that it performs according to its 
rating. Only with ONE-PIECE construction can 
you know your starters will not operate without 
the thermal units properly installed. Only with 
ONE-PIECE construction can you know your 
motors have full protection. 


piece construction is accomplished and how easy it is 
to mismatch separate heaters and solder pots— 2 anen- 
durance tester to prove that overload units can be reset 
repeatedly without damage while the solder is liquid 
— 3 a tripping time tester to compare various types of 
melting alloy units and to prove that tripping time won't 
change after repeated operation. 


Only Square D has ONE-PIECE Construction 
ONE-PIECE construction eliminates any possi- 
bility of heater misalignment. Square D melting 
alloy thermal overload relays can be installed 
only one way. They are tamper-proof. They are 
factory-assembled, are individually calibrated 
and tested. Repeated tripping will not affect 
their accuracy. 


Insist on Square D starters with 
melting alloy thermal overload relays 


Individual factory inspection of every Square D melting 
alloy thermal overload relay means performance you 
can trust. Each unit is calibrated and thoroughly tested 
to make sure it will perform according to its rating. 


Write for Bulletin SM-275 for the complete story on Square D starters with ONE-PIECE thermal 
overload relays. Address Square D Company, 4041 N. Richards St., Milwaukee 12, Wisconsin 


SQUARE 


TD) COMPANY 
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A Y Globe that challenges comparison 
shows it pays to 


Specify 


Want the “best buy” in Stainless Steel Y Globe Valves? 
Compare this Jenkins Fig. 1335 with any on the market. 
You'll conclude that it’s hard to beat Jenkins at making valves, 
no matter what the material. 


You'll find genuine superiority of design and construction in 
the features shown here. But no picture can show the quaiity 
of the castings . . . the precision machining . . . the rigid 
inspection and testing that have gone into this valve. All of 
these are as important as design and metal alloys in assuring 


WHEEL of high strength malleable 
iron designed for firm grip and 
easy operation. 


SPINDLE of large diameter and 
dense structure has high resist- 
ance to wear and torsion strains. 
Easy, tight closing is assured by 
long, precision machined thread 
bearing surfaces. A _ beveled 
shoulder provides backseating 
against inside of bonnet, permit- 
ting repacking under pressure. 


PACKING A Teflon ring in large 
packing box prevents leakage. 
Only a minimum load is required 
on gland, extending service life 
of packing. 


DISC HOLDER, held by lock nut, 
has depth equal to disc thick- 
ness, eager flow of plastic 
disc. Wide disc retaining nut 
covers all but seating surface of 
Teflon disc. 


DISC is Teflon made by Jenkins 


5 for 
Valves, too 


long, dependable, economical valve service. And, all of them 
are up to the peak standards for which Jenkins has been 
known for almost a century. 


SEND FOR NEW CATALOG of Jenkins Stainless Steel 
Valves, in patterns and alloys that satisfy the requirements of 
practically all corrosive services. 


These Jenkins Valves meet valve industry specifications and 
the high standards established by leading users of stainless 
steel vaives. 


YOKE BUSHING, easily renewable. 
Made of bronze, for ideal thread 
engagement with stainless steel 
spindle, to prevent seizing or 
galling of ap threads. Bush- 
ing of stainless steel is optional. 


YOKE BONNET, a single unit, has 
liberal space between yoke arms 
for easy access to packing box. 
Tongue and groove joint with 
body makes a pressure-tight seal 
with less tightening on the bolts, 
and eliminates possibility of 
blowing out the Teflon gasket. 


GLAND consists of two pieces — 
gland flange and gland follower 
— to prevent binding of follower 
in case gland bolts are tightened 
unevenly. Crowned surface of 
flange secures tightness against 
gland without excessive tighten- 
ing of gland nuts. 


BODY Through-port design for 
full, free flow. Liberal seat height 
permits repeated refacing. Cast 
on body are directional arrow 
and bosses for drain connec- 
tions. End flanges conform to 
M.S.S. specifications. 


JENKINS BROS., 100 Park Avenue, New York 17, N. Y. 


Send the new 
stainless steel 


NAME & TITLE..... 
valve catalog 


Have a represent- 


ative call on me COMPANY 


ADDRESS 
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